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APPLETON “AE” SERIES 


Piugs, Receptacles and Receptacle Fittings 


pone 
t al 





Versatile, Precision Manufactured 


Plugs and Receptacles for Hundreds of Industrial Applications 





The simple, sturdy construction of these 
APPLETON “AE” Series Plugs, Receptacles and 
Receptacle Fittings is your assurance of lasting, 
heavy-duty service. 


Cover Housing . . . Threaded Cap and Housing. 
The Lift Cover Housing has a rubber-gasketed 
cover mounted on a self-aligning plate to form 
a dust-resisting enclosure which excludes chips, 


shavings, etc. Plugs are available with and with- 
out Clamping Ring. For utmost versatility and 
service life, APPLETON “AE” Series Plugs, 
Receptacles and Receptacle Housings offer an 
outstanding combination of quality features and 
economy of purchase. 


Complete terminal units, equipped with solderless 
connectors enable connections to be made quickly 
with a minimum of effort. APPLETON “AE” 
Series Receptacle Housings are available in two 


styles to meet your specific requirements: Lift 


Sold through franchised distributors only 





Also Manufacturers of: c3y Industrial So 


Lighting 


rr 41? Equipment re Ma 
Al: 4 


“ST” Series —— Malleable 
Connectors Iron Unilets 


“a 


APPLETON ELECTRIC COMPANY 


1701 Wellington Avenue, Chicago 13 


Automatic Reelites 











QMOQB Safety Switches are tease- 
nechanism takes over 


QUICK-MAKE, QUICK-BREAK ACTION 
proof! Once handle passes n nt, QMQB 
contacts home quickly and ately in less than one cycle. Longer con- 
tact life...cleaner contacts...positive 
able performance 

400 amp THROUGH 1200 amp—Normally assembled to take 

amp and 600 amp ratings...parallel 400 amp fuses on 800 amp 
parallel s. Available soon 
—800 amp and | y 
m VISIBLE BLADES FOR MAXIMUM SA la 
whether switch is “ON” or “OFF” and provides for 

LEVER-TYPE HANDLE ACTION FOR EASY SWITCH 

less than 60° throw to operate interlock and switch mect 


drives 


connections...cooler, more reli 


single fuses 


amp fuses on 


O amp ratings desigr 
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in SAFETY SWITCHES: 


Visible Blades 
Quick-Make, Quick-Break 
100,000 amp Interrupting Capacity 


safety 
seen from a di 

m DEIONIZING ARC QUENCHER 
Arc is drawn from contact... br 


large, rugged handle 


extinguished before any damage 

m HIGH PRESSURE Fl 
Belleville was s 

in a vise-like grip. Lo 


Now... by apply 
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memo 
TO OUR DISTRIBUTORS 


A distributor's sales volume is based on § 
products from stocks carried in anticipation of local 
requirements. To help our distributors build and maintain 
volume at the highest possible level, we have pioneered a 
design program which keeps non-standard products at a minimum 
and places prime importance on the merchandising flexibility 
of products which are stocked and sold by our distributors. 


elling standard 


sign program in action -- the 
2 and 3 pole Ql breakers to 
These two new units fit 


Latest example of this de 
addition of the new 100 ampere, 
our QO plug-in circuit breaker line. 
all existing QO loadcenters and panelboards. They can be used 
as main breakers or as branch breakers for motor loads, 
electric heating loads, and sub-feeds to other panelboards. 


Here is new fle or an outstanding 


line of loadcenters and panelboards. Here, too, is an 
rtunity for additional sales volume. Let's make the 


xibility and expanded usage f 


oppo 
most of it. 


Sincerely, 


w. J. Moriarty 
Manager, Distributor Relations 
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New light on a 
dark side of the 


business ... 








Searching for 
the key? 








Spotlighting the 
elusive ““good” 





accounts ... 








A tough 
challenge, and 





good luck! 
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querer 


No... not quite... but if it were possible 
to guarantee profits for the Electrical 
Contractor ond the Electrical Wholesaler . . . 
NATIONAL PRICE SERVICE would do it. 


NPS can, however, provide a service that 
will save you time and enable you to find 
the right price... quickly... for a profitable 
estimate or sale. 


NATIONAL PRICE SERVICE is available in 
a single compact binder which has prices and 
illustrations in a simple format, condensed 
and refined from hundreds of catalogs and 
pricing references. And...N PS is always 
up - to - date. Use the coupon below for 
further details. 


; HENDERSON-HAZEL CORP. Dept. B-910! 
13601 EUCLID AVENUE + CLEVELAND 12, OHIO |, 


Gentlemen 


Please send me complete detorls obout 
NATIONAL PRICE SERVICE 


immediately no abligation 


Nome 
Title 
Company 
Address 


City 
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CORP. 
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Credits and Collections 


ABOUT OUR COVER: Problems 
. » . we’ve got problems! But we've 
also got solutions in this issue which 
dramatizes one of EW’s’ monthly 
functions—to come up with practical 
answers to your important daily op- 
erating questions. 

Some problem-solving articles are 
featured on the cover. Let’s explore 
a few further: 

e How to Handle Bid Business 
Profitably—Since the first big elec- 
trical job came along, quoting has 
been the bane or boon of most dis- 
tributors. Whether they regard it 
simply as a necessary evil or sinisterly 
industry downgrading destruc- 
it’s here to stay. The big 
question is, “Now that we know the 
worst side of the bid biz, how can 
we make the best of it?” On page 59, 
you'll find one distributor’s answer in 
a 5-page, in-depth analysis of the con- 
structive quotation system suc- 
cessfully by Electrical Supplies Inc., 


as an 


tive force 


used 


Hartford, Conn. Preceding this article 
is a 3-page roundup of nation-wide 
electrical wholesaler opinion _ that 
spells out what they think about the 
“Quotation Merry-Go-Round,” page 
56. 

e How to Cut Losses on Small 
Orders—One of the knottier posers in 
our industry is that of the small sale. 
When it costs from $1.10 to $2.00 to 
how do you justify 
consistent purchases below that cost? 
Baldwin-Hall Co., Syracuse, N.Y., has 
made a good beginning in relieving 
this For more 
how this wholesaler is saying “Good- 
bye to Small Orders” see 

e How to Develop Profitable Mo- 
tor Sales—Though its salesmen still 
encounter many problems, a_ small 
mid-Michigan distributor has _ been 
successfully cultivating the big motor 
market among large and small in- 
dustrials and _ industrial-type  con- 
tractors. For How Kendall Electric 
Supply does it, turn to page 64 

There’s lots more inside. 


process an order, 


headache. details on 


page 66. 
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LETTERS TO THE EDITORS 





‘Limitless Possibilities’ 


Dear Sirs 

We have the three texts which we 
recently ordered from you as a result 
of your article on the 20-Hour Elec- 
trical Course (EW—May ’59, p.56). 
We were so impressed with these 
books that we felt it important to 
immediately comment to you on 
them. 

It has impressed us for some time 
that an electrical distributor should 
have a place set aside for a complete 
set of catalogs on all important elec- 
trical materials. We might consider 
this the distributor’s library. These 
three books most certainly should be 
located there for general reference 
and use by all personnel. 

Of course, these three books are 
aimed at the improved education of 
electrical distributors’ personnel. In 
this light, one of our men, Noble Mc- 
Cormick, asked if we might obtain a 
set for his use. This motivated us, and 
we feel the results have proved that 
such material properly prepared has 
limitless possibilities. 

CHARLES E. ARGAST 
VICE PRESIDENT 
FARRELL-ARGAST ELECTRIC CO. 
INDIANAPOLIS, IND 


@ ELECTRICAL WHOLESALING recog- 
nizes that a well-rounded electrical 
education—with emphasis on prod- 
ucts—is needed by today’s distributor 
salesman. Toward this end, we have 
spent much time and effort (latest 
example: see—and take—the test on 
SILVER-PLATED for Cooler Operation page 87. This represents the cul- 

mination of our 20-Hour Electrical 


Course). And we plan to spend more 
Gives positive protection against non-conducting, states sede sit's pend more 


heat-producing copper oxide. Prevents power waste 
through watt loss. Reduces maintenance. Keeps 
switchgear, buswaysS, switches, panel boards, m 

tor starters and other apparatus cool and safe 
SAY “SHAWMUT” for your own Protection. 


time and effort in the future. 

Thanks, reader Areast, for your 
comments. We're always glad to hear 
about the uses to which our material 
is put. 


Specify SHAWMUT. Get SHAWMUT — The Silver- Tooling Up 
Plated Line. Amp-trap . One-Time . Trionic . t-d Dear Sirs 
Renewables. All have silver-plated contacts Your article in the July 1959 ELEc- 
at no extra cost. Only Shawmut has them. Call TRICAL WHOLESALING on today’s tool 
your distributor now market (page 43) was a real eye- 
opener. 
J. R. CHAMBERS 
CENTRAL ELECTRIC SUPPLY 
ORLANDO, FLA. 


on, © 1959 The a Dear Sirs: 


[he article that appeared in 


THE CHASE-SHAWMUT co. * the July 1959 issue of ELECTRI- 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS ee Ta one * 


Tool Market was especially inter- 
esting to us as a tool manufacturer 


Subsidiary of |-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania 


servicing the electrical industry. 


Roy VETZNER 
sg VACO PRODUCTS CO 
“cer vem” ‘OT CHICAGO, ILI 
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DYNACHROME 


U/L approved as oil proof . . . can 
be submerged in oil without harm. 







YELLOW 


to provide highest visibility and 
greatest safety factor. 


MARKED 


clearly with type, size and number 








of conductors, as well as catalog Write today for 
number, all for easy identification. new FREE catalog 
a Well Built Wires Since 1899 





WB? WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 








= 








TELEPHONE CHestnut 8-5515 TWX: NH84 
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TIMES and TRENDS 
That Crazy, Mixed-up Bid Biz 


A-phrase kept cropping up in conversations we had recently with distributors 
on the subject of bid business. The phrase: “a necessary evil.” While it was by 
no means a universal attitude, it seemed to sum up the misgivings of many who 
were reluctant riders on The Quotation Merry-Go-Round (Page 56). 

[he main reasons given for a lack of enthusiasm were—to quote two—that 
bidding “automatically lowers the profit structure of the distributors involved” 
and there is “always the problem of whether you are cutting prices too much.” 
Not mentioned specifically—but certainly not out of mind—was the bottomless 
pit of wasted effort represented by the unsuccessful bids of any number of dis- 
tributors for any one job. This reflects a lack of realistic analysis- -something 
that is also apparent in the hodgepodge of ways that bid business is handled. 

Some distributors, for example, maintain a full-time quotation department; 
others have no centralized function as such. Some distributors quote only to 
those contractors who ask for a bid; others quote to all contractors who might 
be bidding a job (and there are also those who quote all contractors sometimes 
and only one contractor other times). Some distributors set a minimum profit 
percentage for all quotations; others are as flexible as a rubber band—varying 
with the size of the job and, as one added, “other circumstances.” In some firms, 
salesmen can quote without restrictions; in others, they must first obtain approval 
of the quotation department or management. 

Then, too, there are all kinds of odd overtones to the bid biz—some that 
bring to mind the haggling of an oriental bazaar, others that hint at occult over- 
tures to a Ouija board or—more practically—a pipeline to some favored sup- 
pliers. For example, this comment: “The secret of quoting is to be able to be as 
close to the buying as you are to the selling. You have to know which companies 
will work with you—and to what extent—and on the prices you'll pay before 
you can do a good job of quoting the prices you are going to ask.” 

The frantic profusion of conflicting, duplicating efforts that envelops the bid 
biz suggests that successfully obtaining a big bid—at a desirable profit—must 
be as complicated as steering a rocket to the moon. And yet, there must be some 
fundamentals that can make the whole business less difficult, less devious and 
less wasteful. Here is the most important one that occurs to us: 

All distributors should reappraise—many agonizingly, perhaps—their results 
in obtaining bid business. If they are not making a worthwhile net profit, then 
they should seek out the more profitable areas of their operation and concentrate 
on these—leaving the bid business to these who are more expert. 


A Tough Test 


In the May 1959 issue, we presented a 20-Hour Electrical Course. It was de- 
signed to enable the distributor salesman—through self-instruction at home—to 
build a basic framework of electrical understanding with the minimum possible 
time and money investment. 

In this issue, we present the culmination of the course-—a 40-question examina 
tion (page 87). It’s no snap, such as might be given at the end of Basket Weaving 
Il or Advanced Ballroom Dancing. Rather, it’s a tough test—difficult enough, 
considering the background of the students, that we decided to make it the “open- 
book” type often given in engineering schools. Our purpose in this respect is two 
fold: (1) to make the student retrace thoroughly the ground covered during the 
study sessions and (2) to make the Certificate of Achievement to be awarded 
meaningful of the effort required. 

The course, the test and our other technical education efforts (such as on page 
69) are an important facet of our editorial philosophy—specifically, that a tech- 
nical upgrading of the industry’s salesmen will lead toward the high road to 
profits and away from today’s low road. 





nia A. 


EDITOR 











THE BEST COSTS LESS... 2 2eZ.” 


Sell Republic ELECTRUNITE® E.M.T. like a consumer con- 
venience item—off the shelf, off the rack! 

Like a consumer product, Republic ELECTRUNITE is pre- 
sold through a constant program of national advertising in 
leading trade publications. Pre-accepted by thousands and 
thousands of contractors and electricians who use Republic 
ELECTRUNITE everyday under all conditions of service. 
They know . . . the dest costs /ess installed! 

Lightweight ELECTRUNITE is made of highest quality steel, 
carefully controlled through every step of manufacturing. 

If you haven’t got it—get it! Call your Republic repre- 
sentative for a dynamic demonstration. 


REPUBLIC STEEL 
STEEL AND TUBES DIVISION 


Cleveland 8, Ohio 
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Another Republic 
sales aid. The Bending 
System booklet, 
available imprinted 
for your counter 

to remind journeymen 


to come back to you 


SILVERSLICK 
—_————___ 
“INCH-MARKED 


ss feature that t 


ELECTRUNITE Bend 


cation and 


—_——— ——_ 


“GUIDE-LINED 


feature for « 


























TOP OF THE NEWS .. . and its significance to you 





Mergers and Moves 


Steel Strike and Conduit 


Money Pinch 


Electric Heat 


Soviet Boast 


Small Business 


Copper Rise 


Electronics Profit 
Margins Slide 











Penn-Union Electric Corp., Erie, Pa., has purchased Western Insu- 
lated Wire Co., Los Angeles, Calif., a report says. The announce- 
ment states Western will continue to operate as a separate subsidiary. 
Interstate Electric Co., and Electrical Supply Co., both of New 
Orleans have announced a merger of the two firms. The new company 
will be known as Interstate Electrical Supply. According to the an- 
nouncement, it will be the largest independent electrical supply firm 
in the South. 

Square D Co., Detroit, Mich., in an announcement said it will com- 
plete its move from Detroit with transfer of its corporate headquarters 
to a new million-dollar building in Park Ridge, Ill., to be completed 
in June, 1960. 

Peerless Electric Co., Warren, Ohio, according to its directors, has 
recommended sale of the concern to Pittsburgh’s H. K. Porter Co., 
Inc. The purchase price and other details of the proposal were not 
disclosed. 


The longest steel strike in the nation’s history has had its effect felt 
by the nation’s electrical distributors whose supplies of rigid steel 
conduit are running critically low. An EW survey of distributors 
revealed that rationing—trading—and aluminum have entered the 
picture. For a full story see High Voltage—(page 18). 


Steadily-rising cost of borrowed money has caused many businesses 
to cut inventories. Costlier money is also slowing expansion plans. 
Demand for credit—from federal, state and local governments, as 
well as business has been constantly exceeding supply. 


General Electric Co. reports it is planning to step-up promotion of 
electric heating. “The market is there,” GE officials believe. New 
rate for electric residential heating has been announced by the 
Dayton Power and Light Co., Dayton, Ohio. A 1.7 cents per kwhr 
rate has been set for all electric energy used in excess of 500-kwhrs 
per month by electric heat customers. 


Soviet Premier Khrushchev while visiting the U.S. last month boasted 
to a leading group of American businessmen that the Soviet Union’s 
economic advances would enable her to overtake the U.S. more 
quickly than anticipated. He said the Soviet plan for 1959 provided 
for a 7.7% increase in production. Actually it increased 12% in the 
first eight months, he said. 


Sent to the White House last month was a compromise bill (H.R. 
8599) that would increase the Small Business Administration revolving 
loan fund. The bill would increase the loan fund to $575 million from 
$500 million. (See Capitol Circuit page 20). 


While negotiators were bargaining for a solution in the copper strike 
last month, the Anaconda Co. increased its price by 12 cents a pound 
to 3142 cents. Kennecott and Phelps Dodge, also leading copper 
producers, indicated they would not change their 30 cent quotation 
while the strike was on. 


The nation’s electronics equipment manufacturers report that price 
competition, marketing problems and research expenditures have 
caused profit margins to slide despite sales rise. 
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ENGINEERED 
INTO 
BLACKBURN 
CONNECTORS... 


EE USA BDILIT® ! 


The big difference in Blackburn connectors starts with the way 
they are made. The basic material is high strength duronze, a 
silicon bronze alloy stronger than many structural steels. 


High percentage of threads, both bolt and nut, plus proper selection 
of materials, reduces friction, increases thread efficiency and 
clamping force—clamping force is maintained on the conductors. 
Blackburn’s strict inspection assures uniform high quality. 


Blackburn connectors give better performance electrically. The Bab iw 
greater thread efficiency provides a high clamping force that helps “orpico™ 
break through oxides on the conductor and improves conduc- 


tivity. This high initial conductivity is maintained permanently. 


Because of the better materials, precision workmanship and careful 
inspection, Blackburn connectors are reusable... over and over. 
Write for samples. 


1525 Woodson Road St. Louis 14, Mo. 
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What's 
in the | 
package 
for 
you? 


Quality. » » built into every Bryant 


wiring device to insure the ultimate in last- 
ing service. Quality is designed in by skilled 
electrical engineers while the device is still 
only an idea on paper. Quality is engineered 
in as a result of exhaustive testing of pilot 
models. And, that same quality is manufac- 
tured in by skilled Bryant workmen. 

This emphasis on quality—from the draw- 
ing board to the end of the production line 
—means that you can install Bryant with 
the confidence that each device will give 














a long life of satisfying service to your cus- 
tomers. 


Prod uct, of course—a complete line 


of superior wiring devices. New product 
ideas, too, like the dramatic new Bryant 
Fashion Plate* and Tap-eez*. 


Sales Help that extends far be- 


yond printed material. Your Bryant repre- 
sentative helps you cultivate customers... 


depend on him. “Trade-Mark 
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Good Service, year in and 


year out, to every one of our customers. 


° ° 

Firm Sales Policy... «. 

don’t sell to everyone. But those to whom 

we do sell enjoy our firm distributor-ori- BB RY ANI 

ented policies. THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT 2, CONNECTICUT 


What’s in the new Bryant package? The 
products, the service to help you and your 
salesmen create more sales. }.99021 
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NEW PRODUCTS 





Magnetic Starter 


Size 4 unit features vertical paral- 
lel-double break contacts 


Contact structure of size 4 starter is 
said to minimize contact bounce, pro- 
vide longer operational life: Fach set 
of contacts is dustproof, nonwelding 
and sintered utilizing flexible jumper 
for more points of contact. Other fea- 
tures include magnet coils, heater 
coils, contact block provisions for ex- 
ternal mounting of 4 additional inter- 
lock units and removable lugs for in- 
stallation. Available in wide range of 
NEMA enclosures. ¢ Cutler-Hammer 
Inc., Milwaukee, Wis. 


Time Switch 


Can be set for one to 24 "on-off" 
operations per day, hourly 
New #4100 “Hourmaster” unit fea- 
tures 24-hr dial mounted within 60- 
min dial. Operation may be set for 
every hour, every second or third 
hour, or through only once a day. 
“On” periods of the same duration 
may be from 2 to 55 minutes. De- 
signed for multiple daily operation, 
switch is rated at 30-amp per 1 hp, 
is available in single and double pole, 
in enclosures said to be dust-tight, 
rain-tight and submersible. Also avail- 
able with “Skip-A-Day” wheel for 
elimination of operation on selected 
days or parts of days. e Tork Time 
Controls, Inc., Mount Vernon, N.Y. 


Receptacle Cover Plate 


Decorative unit designed to add 
fashion to low-voltage switches 


Plates come in buff (ivory) and clear 
with gold tone insert included with 
the clear. Insert, to be placed behind 
plate, can be painted to match wall 
or used as a pattern for making wall- 
paper insert. Upholstery can also be 
used behind the plate for different 
effect. ¢ Remcon Div., Pyramid In- 
strument Corp., Lynbrook, N.Y. 


14 


Outdoor Lighting 


Colonial type units for commercial 
and residential use 
Lanterns in post and bracket styles, 
finished in black or aluminum, are 
said to be weatherproof and self- 
cleaning. For home use, chimney and 
hooded lights; for other uses, cylin- 
drical styles. Lengths vary from 8'%- 
in to 12¥%-in. Two lantern brackets 
with matching post and hanging fix- 
tures are available with clear glass 
or frosted glass panels. Lengths from 
1412-in to 17-in. Other outdoor units 
include slim lanterns with lamps 
shielded by striped opal glass, plex- 
iglas or perforated metal baffles. 
Length ranges from 101%2- in to 18-in. 
e Lightolier Inc., Jersey City, N.J. 


Joint Compound 


Sealant is said to remain 
affected in any amount of heat 


un- 


Called “Cualaid”, compound remains 
smooth and easy working at tempera- 
tures to minus 100° F., will not liq- 
uify when directly exposed to flame, 
and completely seals moisture out of 
joints, maker claims. “Cualaid” is said 
to be non-staining, non-poisonous, 
non-irritating, and inert to rubber and 
leather, making it safe to use with 
protective equipment. Concentrated 
oxidation and ultra-violet tests show 
no change in properties, maker says. 
@ Penn-Union Electric Corp., Erie, 
Pa. 


Set Screw Fittings 


Die cast set screw connectors have 
UL concrete-tight approval 
Available in range from '%2-in to 2-in, 
fittings feature: captive screws in “up” 
position; smooth throats and end 
stops said to eliminate shorts due t 
damaged insulation; and extra long 
threads for positive connections. ¢ 
Allen-Stevens Conduit Fittings Corp., 
Woodside 77, N.Y. 


Breakers Enclosure 


200-amp enclosure for non-inter- 
changeable and changeable breakers 
200-amp main switches control all 
circuit breakers in the enclosure 
which may be had in 24, 32 or 40 
single pole breakers of 15-50-amp. 
Unit, said to be raintight, features 
sequence bus design allowing any two 
adjacent breaker positions to be 
double pole. Circuit breaker bus bar 
assembly is attached to removable 
self-aligning metal mounting plate. 
Line connectors and current carry- 
ing parts are plated. «© Wadsworth 
Electric Mfg. Co., Inc., Covington, 
Ky. 


Hot-Line Tap Clamp 


Two types permit copper-to- 
copper, copper-to-aluminum connec- 
tions 


Cadmium plated and unplated type 
for main-line wire sizes from 1/0 str. 
to 8 solid AWG and 1 ACSR to 8 
ACSR; jumper wire sizes from 1/0 
str. to 8 solid AWG and 1 ACSR to 8 
ACSR. Eyescrew threads, never in the 
arcing zone, are enclosed in grease 
chamber. Threads and eyescrew stem 
do not come in contact with connec- 
tor. Long contact bearing surfaces, 
pressure screw, and shakeproof wash- 
er assure jumper connection. e A. B. 
Chance Co., Centralia, Mo. 


Circuit Breaker 


200-amp breaker for residential 
use in load centers with 20-40 circuits 
Unit features tungsten silver contacts, 
two switch positions, immediate re- 
setting, and availability in 125, 150, 
175 trip ratings. Breaker has no ther- 
mal element, operates on magnetic 
principle, and is said to be unaffected 
by heat. Boxes designed with 
depth of 31%, ,-in. Load centers have 
neutrals on top near main and plas- 
ter line adjustments. e Murray Mfg. 
Corp., Brooklyn, N.Y. 


are 
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STOCK THE 


HH ‘ eC KITCHEN UNIT 


ROYAL LINE 






Low ENERGY 
circuit 





- 
. TRAILER 
CABLE 





SELL WIRE 





BIG SELECTION, BIG QUALITY, 
BIG REPUTATION... 


BIG SALES FOR YOU 


When you order ALL TYPES of portable and flexible cords 
and cables from Royal Electric’s big, COMPLETE line, you save 
time . . . you simplify purchasing operations . . . you facilitate in- 
ventory control . . . you profit with consistent high quality and 
superior packaging. Royal can supply from stock the largest variety 
of types and sizes, every one backed by the nationally recognized 
Royal reputation . . . the brand that’s preferred by electrical con- 


ROYAL ELECTRIC CORPORATION tractors, maintenance electricians, and dealers alike 
PAWTUCKET, RHODE ISLAND 


in Canada: Royal Electric Company(Quebec)L td. Pointe-Claire, Quebec 
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NEW PRODUCTS 





Ballasts 


Explosion-proof units for condulet 
lighting fixtures in hazardous spots 


Type EMB ballasts of auto transfor- 
mer type, Operate on 60 cycles ac, 
with triple tap primaries that match 
Units are designed for 
lamp, or one or two 
two-lamp applica- 
tions, fixture can be supported 
directly junction conduit; 
ond fixture supported 
fixture hanger 
factory-sealed; adjustable straps and 
a union support ballast. e Crouse- 
Hinds Co., Syracuse, N.Y. 


line voltage. 
single 250-w 
400-w lamps. In 
one 
from 
can be 
conduit. 


Sec- 
from 


Leads are 


Synchronous Motors 


Permanent magnetic type units in 
speeds from | 60 to 10 rpm 
Called “500 Series” 
high-torque applications, units are of- 
with two different lubricating 
systems and choice of clockwise or 
counterclockwise rotation, 115-v, 60 
cycles. Positive drive clutch is avail- 


and designed for 


fered 


able as optional in the internal gear 
reduction section on most models for 
requiring manually ro- 
tatable shaft. © Industrial and Com- 
mercial Controls Div., Controls Co. 
of America, Schiller Park, Il. 


applications 


Twin Cube Taps 


For use with 3-wire caps, 2-wire 
standard caps, rated 15-amp-125-w 


One unit allows conversion of single 
grounded outlet to 3 grounding out- 
lets, the other allows single two-slot 
nongrounding outlet to be converted 
into Iwo cube 
taps feature bakelite construction, po- 
larized slots, double wiping contacts 
Design of units permit conversion of 
42 a duplex receptacle into 3 outlets, 
leaving other 4% available for use. 
Taps come in brown and ivory.’ e 
Rodale Mfg. Co., Inc., Emmaus, Pa. 


3 grounded outlets 


16 


Cable Terminals 


For cable-to-flat connections to 
aluminum or copper 
“NAR-A” connectors feature 
cessed bolt head pockets, V-groove 
with wiping action to remove oxide 
film, wide cable entrance, and inter- 
locking tabs to confine cable strands 
Eight terminal sizes cover cable sizes 
from #8 through 2000 mcm copper 
and aluminum or 1780 mcm ACSR 
e Burndy Corp., Norwalk, Conn. 


re- 


Light Bulb 


Diffuses light, is semi-cone shaped, 
fits standard sockets 


Household bulb is about 9-in long, 
can be used indoors or outdoors 
Called “Celeste”, it is 75-w, will op 
erate 3 to 5 years. Unit features 
new appearance,  self-light-diffusion 
and conventional base design. e Gen- 
eral Electric Co., Cleveland, O. 


Primary Battery 


Unit is said to be capable of 31 
whrs. per lb., 1.7 whrs. per cu. in. 


Automatically-activated silver-zine bat 
tery, the 20xPA50, weighs 72 Ibs.. 
has 1290-cu-in volume and is said to 
have a shelf life, in dry condition, of 
about 5 yrs.; in activated condition, 
8 hrs. Maker claims unit can 
tivated to meet specification voltages 
within 3 sec., and can be discharged 
at numerous rates—ranging from less 
than 50-amp rate at 37-v for 90 min 
to 350-amp rate at 28-v for 11 min 
e Yardney Electric Corp., N.Y., N.Y. 


be ac- 


Electric Heating 


Baseboard units feature 
thermostats in each section 
Safety automatically cycles 
off and temperature never 
reaches danger point, maker claims. 
Low wattage units are 4'%-in tall, 
134-in thick, come in 3, 6 and 9-ft 
sections, high wattage units are 6-in 
by 2-in, in sections of 3-, 4-, 6- and 
9-ft. Rod type heating elements are 
used in units which are prewired and 
can be joined end to end. @ Arvin 
Industries, Inc., Columbus, Ind. 


safety 


devices 
on so 


Miniature Relay 


Features 1|/10-in grid spaced 
header and frictionless bearing 
Relay, series KX1, is equipped with 
DPDT 2-amp contacts rated to carry 
loads from dry circuit to full rating. 
Nominal operating power is 250-mw. 
Torsional rotation balanced armature 
offers 20G 2,000 cycles vibration and 
50 G shock immunity. Unit is avail- 
able in 3 voltages, 4 styles. e Kur- 
man Electric Co., Brooklyn, N.Y. 


Insulation Material 


Said to be flame 
cold flow resistant 


Called “Hyrad-Fr’, 
electrical properties of polyethylene 
and features ability to withstand 
soldering operations without being 
damaged, maker says. @ Sequoia 
Wire and Cable Co., Div. of Ana- 
conda Wire and Cable Co., Redwood 
City, Calif. 


retardant and 


material retains 


Main Fuse Unit 


100-amp fusible main 
equipment for residential use 


service 


device is 
and controls all 
four pull-covers, 


Complete within _ itself, 
called “Renu-Fuse” 
circuits. Unit has 
three 60-amp, one 30-amp, or they 
may be all 60-amp. Device comes in 
8, 12 or 16 plug fuse circuits, may 
be used for 240-v heater circuits or 
125-v lighting and appliance circuits. 
Unit has deadfront, choice of surface 
or flush mounting. e Wadsworth 
Electric Mfg. Co., Inc., Covington, 
Ky. 


Rare 


\ } 


Sequence Flasher 


For flashing several incandescent 
lamps in “on-off" cycle 
To flash lamps in 
is purpose of 
241S. Other sequence 
are available, from lamps up, 
since flasher is in separate sections 
controlling lamp bulbs to which they 
are wired. Plurality of may 
be joined together for control equip- 
ment. Sections standard 
and equal wattage lamps throughout 
combination. e Kulka Electric Corp., 
Mount Vernon, N.Y. 


“on-off” sequence 
flasher type 
combinations 


sequence 


two 


sections 


work with 


ELECTRICAL WHOLESALING—October, 1959 





























Sat-T-Lok° CONSTRUCTION 





Snaps Open! Stays Open! Snaps Shut! 


AMERICA’S LARGEST LINE OF WEATHERPROOF 
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DEVICES and COVERS! 


Write For Detailed Catalog 
SEE US IN BOOTH 233 N.E.C.A. CONVENTION 















Latrobe 
Electrical 


Products 


This is a 4 inch octagon, sheet steel, gal- 
vanized, watertight box for concrete, tile or 
wooden floors with concrete base. 


It is 2/2” deep, with a 3'/2 inch opening— 
large enough for the hand to fit into—which 
enables inside attachment of conduit with- 
out removing box body cover. 


A Y2" adjusting ring and 2!/2” long screw 
legs make for quick and easy ‘'Tru-Leveling." 


Listed under re-examination services of 


Underwriters’ Laboratories, Inc. 


Two Gang Adjustable 
Floor Box 


Adjustable Boxes come in single-round or square 
bodies. Also in square - 

type Single Gang, Two 

Gang, Three Gang and 

Four Gang Boxes All 

adjustable boxes are 

now bonded which makes 

them fire-proof 





Latrobe Products Keystone 


Non-Adjustable Floor Boxes Fish Wire 
Adjustable Floor Boxes Ten sizes — for 
Gang Boxes—Cover Plates 
Junction Boxes—Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports—Fish Wire 
Staple and Cable Clips 


lightest work to 
heaviest power 
wiring. 100, 150, 
and 200 ft. coils. 











re 
les Representative 


Pullman 


Manuracturing Oo. 


} 215 


LATROBE. PA. 


ee oe > N TREET 





HIGH VOLTAGE 





Steel Strike Cuts Conduit Supply 


Electrical wholesalers throughout the nation are feeling the effect of the longest 
steel strike in the country’s history. An EW survey of distributors reveals the 


industry’s situation. 


" UCH” — ELECTRICAL DIS- 
TRIBUTORS throughout the 
country are saying as they feel the 
pinch of the steel strike and its effect 
on the supply of rigid steel conduit. 
Rationing—trading—and aluminum— 
are terms now appearing in the dis- 
tributor’s daily vocabulary of sales 
talk. 
e Supply and Demand—These are the 
determining factors in the sales picture 
of the nation’s distributors. Where the 
supply of steel conduit is plentiful the 
demand is great. And as a result, many 
distributors are rationing the amount 
of conduit ordered by customers. 
Where the supply is low the demand 
is still great, but many distributors 
with low stocks are swapping various 
sizes in order to meet customer de- 
mands. Aluminum conduit, however, 
has entered the picture as the most 
likely substitute for depleted supplies 
of steel conduit. 

These are several of the findings EW 
gleaned from a mid-September survey 
of electrical wholesalers throughout 
the United States. Here are the ques- 
tions EW asked distributors, and the 
replies received from the various re- 
gions: 

(1) Are you running short of 
steel conduit as a result of the steel 
strike? If so, in what sizes? Are there 
any other steel electrical products that 
are in short supply as a result of the 
strike? 

WEST: San Francisco—‘Plenty of 
conduit,” distributors in northern Cali- 
fornia report. Boxes and fittings are 
also reported to be in good supply. 

“No shortages of any steel electrical 
products,” is also the reply from the 
Golden Gate city. 

SOUTHWEST: Dallas — “We are 
short of %4-, 3-, and 3%-in sizes of 
steel conduit,” a local distributor re- 
ports. Another Lone Star state distribu- 
tor says, “we are out of 1-in rigid, 
heavy wall conduit and 1-in thin wall 
conduit. We are also in low supply of 
%4-in thin wall conduit.” 

Other Dallas distributors report, 
“we have a small but adequate supply 
of conduit at the moment”; “we are 
not short of conduit at the moment. 
but a nice size order might deplete 
our stock.” 

SOUTH: Atlanta—“We have a 
little steel conduit of all sizes right 


now, but we won't be getting any more 
until after the strike,” an Atlanta dis- 
tributor reports. This distributor said 
he turned down a job involving 100,- 
000 pounds of conduit. “The way 
things are now, I just can’t take a job 
like that,” he declared. In short supply 
along with steel conduit are fluorescent 
fixtures, he stated. 

Another southern distributor re- 
ports, “we still have a fairly good stock 
of all sizes of steel conduit.”” However, 
a competitor reports, “we are short on 
all sizes but we do have some of all 
through 5-in—we are lowest on 3-in.” 
There is apparently no shortage in 
other steel electrical items, he added. 

CENTRAL: Chicago—‘“Steel con- 
duit is short in both heavy and thin 
wall,” Chicago distributors contacted 
report. Supply is estimated at three 
weeks for both kinds, in all sizes. 

However, one distributor reports no 
shortage, is able to get steel conduit, 
and thinks he can hold out for three 
months. 

EAST: New York — Distributors 
contacted in the New York area re- 
port a slight shortage of steel conduit. 
One distributor says, “we are going 
short on %-in heavy wall conduit.” 
Another distributor reported a short- 
age of *%4-in conduit. As a result dis- 
tributors in the New York area are 
swapping sizes in an effort to meet 
customer orders. 

NEW ENGLAND: Worcester — 
“We have felt no effects from the steel 
strike, as yet,” one New England dis- 
tributor reports. Most of the distribu- 
tors contacted in this region are well 
stocked and feel they can handle any 
orders for about a month without any 
serious effect. 

(2) Have your suppliers slowed 
or stopped their deliveries of steel con- 
duit to vou? 

WEST: San Francisco—‘Some sup- 
pliers are allocating by shipping only 
to customers as a precautionary mea- 
sure in case the situation becomes cri- 
tical,” report several western distribu- 
tors. 

SOUTH: Atlanta—‘“We won't be 
receiving any more steel conduit until 
several weeks after the strike is over,” 
one Atlanta distributor said. “We are 
not getting any more rigid conduit. 
but, we are still getting thin wall. 

Continued on page 102 
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NOT 100 HOT TO HANDLE 


NEW 2 THW BUILDING WIRE 


with a rating of 75 C 
for both wet and dry locations 


600 VOLTS 








: Representatives and warehouses in the following principal cities: 
¢ Atlanta, Ga. Detroit, Mich. Minneapolis, Minn Portland, Ore 
Boston, Mass. Greensboro, N.C. Nashville, Tenn San Francisco, Cal. 

' Chicago, III. Houston, Tex. New Haven, Conn Seattle, Wash 

' Cleveland, O. Jenks, Okla. New Orleans, La. St. Louis, Mo 

' Columbus, O. Los Angeles, Cal. Philadelphia, Pa Syracuse, N. Y. 

VU Dallas, Tex. Louisville, Ky Pittsburgh, Pa Tampa, Fla 
| 

re Stee” 

“v OTHER PREMIUM QUALITY ELECTRICAL PRODUCTS BY me 

$ Non-Metallic Sheathed Cable « Bushed Armored Cable e TW Building Wire 

a Flexible Steel Conduit « Service Entrance Cable | 


SOLD THROUGH ELECTRICAL WHOLESALERS ONLY U »)) | 





ETTCO WIRE & CABLE 


Cc © 2 » © 8 A_T 1 6 
General Offices: 46-50 Metropolitan Avenue * Brooklyn 37, New York 


an i a One| 


Plant: 75 Onderdonk Avenue + Brooklyn 37, New York 
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CoPefatters 


with long-life Ceramic Condensers 














Robot COP* Automatic Reset. Built-in, thermal- 
operated device cuts flashing or non-operating 
lamp out of circuit. When defective lamp is re- 
placed, starter automatically resets to operate 
new lamp. Designed for hard-to-start conditions 

such as high humidity, ungrounded fixtures, 
low line voltage. 











CAPITOL CIRCUIT 








COP* Manual Reset. Circuit-breaker element 
cuts flashing or non-operating lamp out of cir- 
cuit until new lamp is installed. Push button at 
top of starter permits manual resetting of circuit- 
breaker for proper lamp operation when re- 
lamping 


cut maintenance costs... 
protect against expensive 
ballast burnouts! 


Sylvania COP (*Cut-Out Premium) start- 
ers offer money-saving advantages. The 
circuit-breaker device AUTOMATICALLY 
cuts out failing lamps—starter life is not 
‘used up” trying to start defective lamps. 

This automatic starter feature saves 
time and work . . . eliminates annoyance 
of flashing lamps, postpones the need for 
lamp replacement, thus permitting group 
lamp replacement at less cost. 

Sylvania COP starters protect equip- 
ment against ballast burnout from ex- 
cessive heat produced by flashing lamps. 

You get longer service with COP start- 
ers because, like all Sylvania starters, they 
have ceramic condensers. Condensers 
don't break down due to temperature or 
moisture—the cause of failure in starters 


with paper condensers. Order a stock of 


COP starters today from your Sylvania 
Representative or Supplier. 

SYLVANIA LIGHTING PRODUCTS 
Division of Sylvania Electric Products Inc 
Dept. 9L-2710,60 Boston St., Salem, Mass 
In Canada: Sylvania Electric (€ — Ltd 

P. O. Box 1190, Station ““O” real 9 


SY LVANI! IAS 


GENERAL TELEPHONE & ELECTRONICS 


e There are new power facilities in the highly controversial Public 
Works Appropriation Bill that became law when Congress succeeded 
in overriding the President’s veto. All told, the measure includes 67 
new construction starts and totals $1.185-billion. 

Among the new starts are funds for: a federal generating plant at 
Trinity Dam, California; construction of the Burns Creek Dam and 
Generating Plant, Idaho; major new federal transmission lines in 
western lowa-——part of the Reclamation Bureau’s Missouri River 
project; and to Harney Electric Coop. Inc., Burns, Idaho—part of 
the Bonneville Power Administration. 

* * * 
e Hoosier Cooperative Energy, Inc., an Indiana federation of 16 
electric co-ops, has broken its own record, submitting an all-time 
high $53.8-million loan application to the Rural Electrification Ad- 
ministration. 

The Indiana group hopes to build a 198,000-kw steam generat- 
ing plant at Petersburg, Ind. plus 1,400 miles of transmission lines 
to serve 71,500 co-op consumers in 32 southern Indiana counties. 
In 1957 Hoosier—with only nine member co-ops—asked REA for 
a record $42-million loan to build the same size plant. That appli- 
cation collapsed when an aluminum plant, scheduled to take a large 
block of the federation’s power, decided not to build in Indiana. 

* * * 
e Alex Radin, general manager of the American Public Power Assn. 
and Clyde Ellis, general manager of the National Rural Electric 
Cooperative Assn., succeeded in being named to a delegation touring 
electric power facilities in the U.S.S.R. The delegation was headed 
by Senators Ernest Gruening (D-Alaska) and Frank Moss (D-Utah). 

* * * 
e The National Rural Electric Cooperative Assn. is raising about 
$300,000 to finance a year-long celebration during 1960 of the 25th 
anniversary of rural electrification. Most of the money will be turned 
over to a Chicago public relations firm to conduct a coordinated 
advertising program. The celebration is to be kicked off next Febru- 
ary at NRECA’s convention in St. Louis. 
e Agriculture secretary Ezra Benson and REA administrator David 
Hamil are pushing for creation of an “REA Revolving Fund” to 
replace the annual appropriation to cover estimated loan applications 
to REA. As planned, the Revolving Fund would total about $3-bil- 
lion—comprised principally of payments due to REA from co-ops. 
As loans were repaid, this money would be available to be re-loaned. 

* * a 
e Federal aid to housing was finally passed, guaranteeing a sturdy 
prop under the housing market. Included in the Housing Bill is one 
major new program Eisenhower didn’t want: $50-million for slum 
clearance and urban renewal, 37,000 new public housing units, and 
$8-billion in new FHA mortgage insurance authority—enough, it’s 
estimated to take care of demand for the next year or so. 

Another important provision permits lower down-payments on 
FHA insured mortgages—3% on the first $13,500 of a home’s 
valuation—and an increase in the maximum insurable mortgage from 
the present $20,000 to $22,500. 

* K 1 
e President Eisenhower signed into law the much debated labor 
reform bill, which regulates internal affairs of labor unions and 
limits their boycotting and picketing activities. The new law pro- 
vides employers with new protection from racketeers in unions and 
dishonest union leaders. Union members will now be allowed a 


greater voice in how their unions are run. 


* * * 
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VINYL PLASTIC 









® 


HOLFAST 


ELECTRICAL TAPE 
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POLYETHYLENE PLASTIC 


A Dayton 


Melrose Park, Ill. 
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ELECTRICAL TAPE 


“Dayton Industrial Products Co. 


A Diwiston of The Dayton Rubber Company 





Completely new! 
Packaged for profit! 
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Industrial Products Co. 


A Division of The Daut R pany 
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Planned Packaging. Sturdy, quick opening, 
self-dispensing cartons. Exclusive Inventory Keeper 
that minimizes waste, simplifies inventory control. 


Plywood Reels. “No-charge” Plywood Reels 
for 14, 12 and 10 gauge portable cord, 500 or 1000 


feet per reel. 


Every Foot Imprinting. Tells you at a glance 
the gauge, number of conductors, voltage, type of 
insulation. 


Color Coded Labels. Shows gauge, type 
and contents ... saves time . . . simplifies inventory. 
Red labels indicate neoprene, black indicates rubber. 


When you call for 
cable...call for Carol * 


CAROL CABLE COMPANY Division of the Crescent Company, Inc., Pawtucket, R. |. 
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You are paying for Trade-Wind quality... why not get it? 


‘ie 


nal <a. 
™ wey 


4 








¥ f- 


fe 


THE BUDGET-PRICED 


———— f 7 Pn 
PATRICIAN for 1960 


The low price tag on this new Patrician Ventilating 
Hood may surprise you. Yet in spite of its budget 
price this is a Trade-Wind quality-product. 


STUDY THESE QUALITY FEATURES: 

This is “Packaged” ventilation. Comes to you com- 
plete with pre-wired hood, fan, 
lifetime lubricated motor, filter 
& grille for quick installation. 


Quiet, high pressure Trade- 
Wind axial flow fan forces out 
the air against the toughest 
static resistance. 





Push-button control — 2 ventilator speeds and 
on/off light switch. 

Fully enclosed under-hood light with removable 
Alba-lite window. 

Two lifetime finishes — beautiful coppertone or 
stunning satin chrome. 

5 standard lengths — 30", 36", 39", 42” & 48”. 











“a 































The PATRICIAN _.... as surprising in price as it is in quality 





<Srade~Vhid DIVISION OF ROBBINS & MYERS,INC 


7755 PARAMOUNT PLACE, DEPT. EW, PICO RIVERA, CALIF. 
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New highway service areas and intersections are a natural for Tiger Brand underground cable installations. 


Tiger Brand Type RR Cable being prepared for underground installation on Indiana Toll Road. & 


(is8) Tiger Brand Electrical Wire & Cable 


A standard cable for every special job 


e Asbestos Wire and Cable e Varnished Cambric Cable 
e Mold-Cured Portable Cord e interlocked Armor Cable 
e Shovel & Dredge Cable e Special Purpose Wire & Cable 


e Paper & Lead Cable e Aerial, Underground and 
Submarine Cable 
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Ever since 1891, American Steel & Wire has been 
producing Electrical Wire and Cable. Thus you get 
the advantage of all the research, engineering skill 
and manufacturing experience gained in over 68 years 
of making every type of cable from the smallest con- 
trol cables to the largest submarine dredge cables. 
Tiger Brand Type RR Power Cable is made on the 
newest type equipment in the industry with the latest 
electronic controls. You are assured a superior, long- 
lasting cable—one that makes use of insulating and 
jacketing compounds that are the latest development 
from our research and development laboratory. 
Better insulation. Here is the latest development. For 
high-voltage applications, Amerzone B is tops. It is a 
butyl rubber insulation that can be operated at copper 
temperatures of 90°C. It also has outstanding resist- 
ance to moisture and the effects of ozone. Amerzone B 
is designed for cables in the 5,000 to 15,000 volt class. 
For low-voltage use, where comparable heat and mois- 
ture resistance is required, Tiger Brand Butyl RHW 
insulation is used. 
Better jackets. Amerprene 90 is a specially compounded 
neoprene jacket to match the heat resistance of 
Amerzone B insulation. It is highly resistant to soil 
acids, abrasion, water, oil and age. 
Variety of applications. Tiger Brand Type RR Cable 
is widely used for direct burial in the soil, in conduit 
or ducts, or for aerial cable. 
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In (iss) Tiger Brand Type RR Cable, it’s Engineering Know-How 


Applications include 


Highway service area 
Street lighting 
Airport lighting 
Lighting and power 
yards, parks, athletic fis s, gol rses 
Sex ondary distrit ition netw Tr 
Bre 
Underground service entra 
Rural extensions 


Power feeds for underground nes 


ich connections betwee }s 





For further information about Type RR Cable, write 
for brochure containing complete specifications on 
Amerzone B, Butyl RHW, and Amerprene 90 com 
pounds. American Steel & Wire, Dept. 9270, 614 
Superior Avenue, N.W., Cleveland 13, Ohio 


USS, Tiger Brand, A ‘ { wodemarha 


American Steel & Wire 
Division of 
United States Steel 
















Probably noelectrical prod- 
uct is more talked about today than 
rigid aluminum conduit. You've all been 
exposed to a tremendous amount of 
advertising, editorials, and trade exhib- 
its on the subject. Many of you have 
been contacted directly by producers of 
aluminum conduit. 


Now the time has come when all of us 
—manufacturers, distributors, contrac- 
tors, engineers and utilities—must thor- 
oughly investigate this product and decide 
where we go with it. 


We at Pittsburgh Standard are in a 
particularly good position to help make 
this evaluation, for we are the first 
manufacturer of rigid steel electrical con- 
duit who is also producing and selling 
rigid aluminum conduit. 


Our prime consideration is whether alu- 
minum serves the basic purpose of an 
electrical raceway as well as, or better 
than steel conduit, regardless of price. 
There are some who like aluminum 
conduit because it’s new; there are some 
who will not use it because it is new. 
But facts will decide the case, and here 


are the facts as we see them. 


THE ALUMINUM SIDE OF THE STORY 


What comes to the fore immediately is 
the tremendous weight advantage of alu- 
minum. A standard 10-foot length of 
l-inch aluminum conduit weighs about 
6 pounds, while its steel equivalent weighs 
about 16 pounds. One 4-inch piece of 
conduit weighs 38 pounds in aluminum 
as compared to 100 pounds in steel 
Thus, one should expect significant sav- 
ings in costs of handling, freight and 
particularly installation. This looms im- 
portant when we measure an electrician’s 


time at 6¢ a minute. 


(Advertisement 


IS ALUMINUM CONDUIT 
AS GOOD AS STEEL? 


An appraisal by R.G. McIlroy, president of 
the first company to manufacture both kinds 


Another claimed benefit for aluminum 
is the lower voltage drop, because it is 
nonmagnetic and not subject to mag- 
netically induced energy losses. 

Then there is aluminum’s excellent cor- 
rosion resistance, especially in salt spray 
or acidic atmospheres. Aluminum can 
be buried in concrete, or directly in soils; 
although for full protection an inert, 
organic coating should be applied. Fin- 
ally, aluminum conduit is easier to bend 
and easier to thread. 


THE STEEL SIDE OF THE STORY 

Steel conduit has served the basic re- 
quirements of electrical raceway systems 
for over 50 years. Thus, “familiarity” is 
in its favor among manufacturers, dis- 
tributors and contractors. 


Steel conduit is admittedly heavier than 
aluminum; but as we see it, theoretical 
Savings in installation and handling of 
aluminum conduit may not materialize— 
at least not as fully as anticipated. It is 
doubtful that many more feet of alumi- 
num will be installed in a day’s work 
despite the lighter weight. In the smaller 
sizes, steel conduit can be handled easily 
by one man. In the larger sizes, two men 
will be required no matter what the mate- 
rial. As a matter of fact, the weight of 
cables in aluminum conduit will require 
more hangers—rather than fewer—to 
prevent sagging. 

Aluminum conduit will be more difficult 
to thread than steel in the field, requiring 
sharper dies and more care to avoid 
damage. Threads won't cut faster since 
threading machines all operate at a 


standard speed. 


It is true that aluminum conduit requires 
less strength to bend, but we doubt 
whether a man will actually make more 
bends during a working day. 


As for aluminum’s nonmagnetic, non- 
sparking qualities, how often are these 
features really necessary ? 


Now let’s look at corrosion. The various 
finishes developed for steel conduit 
through the years have proven most 
adequate. (All Pittsburgh Standard hot- 
dip galvanized conduit has hot-dip gal- 
vanized threads and is zinc chromate 
coated for an even longer protective 
life.) There are conditions where alu- 
minum will outlast steel, but there are 
as many examples where steel will out- 
last aluminum. In fact, many municipal 
building codes absolutely prohibit im- 
bedding of aluminum conduit in concrete 
or in ground. 


Steel conduit is stronger, without ques- 
tion, and far better able to withstand 
abuse—important, for conduit receives 
rough treatment from the time it leaves 
the manufacturer’s plant until it is in- 
stalled. There will be much less steel 
conduit damaged than aluminum. 


CONCLUSION 


Sooner or later aluminum conduit will 
find its definite place in the electrical 
raceway field—being preferred for spec- 
ialized jobs. where weight and unusual 
corrosion problems exist. Rigid steel 
conduit will remain the workhorse for 
most raceway construction, while EMT 
will continue to be preferred for lighter 
construction. 


During this evolution it is essential that 
manufacturers, distributors, contractors, 
utilities, architects, and consulting engi- 
neers learn everything that is to be known 
on the relative merits of aluminum and 
steel conduit so that they can make 
the proper recommendation 

to the final user or owner. 


The above comments are from an address by 
R.G. Mcllroy, president of Pittsburgh Stand- 


ard Conduit Company. Copies of the complete RIGID STEEL CONDUIT + RIGID ALUMINUM CONDUIT 


c ITTSBURGH 
TANDARD 


cCOonvduUIT! coe. 


address will be sent upon request. Write to 
Sales Department, Pittsburgh Standard C on- 


EMT * ELBOWS « COUPLINGS « FITTINGS 
duit Company, Verona, Pennsylvania. 


PLANTS AT VERONA AND MORRISVILLE, PA. 
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INTERESTED 
IN GREATER 


PROFITS? F 





Warehouse inventories 
carried in the Mason RED*+ DOT Conduit bodies 


following cities: are offered in a complete range 
of styles and sizes. 


Series “A Conduit Bodies 
Threaded for heavy wall rigid 
conduit. — Sizes up to 4”. 


Series B’ Conduit Bodies 
Set-screw for thin wall conduit 
(EMT) electrical metallic tubing. 
— Sizes up to 2”. 
















Cast Aluminum Covers available for 
all Bodies. 








You will marvel at the appearance of these high-pressure 
aluminum fittings. Engineered for strength, these non-cor- 
rosive bodies will stand up under the most difficult conditions, 








Precision machining guarantees ease of assembly. 


Join the swing to RED» DOT — FOR 
GREATER PROFITS. Write today for 
the new illustrated catalog of the com- 
plete RED DOT Line. 











Sold only through authorized Electrical 
distributors. 
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Design-matched lighting components 
all from one source cut call-backs 





Revere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan 


descent, mercury and fluorescent lighting fixtures, cluster 


lights, hinged and rigid poles, transformers, and acces- 
sories. The complete Revere catalog is all you need to 
be in the profitable outdoor lighting business. 


Matched units for trouble-free installation 
You can cut contractor call-backs by ordering all com- 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer no wasted time co-ordinating 
and expediting deliveries from several suppliers. 


Lighting layout service helps you sell 

Revere’s qualified engineering staff is always ready to 
give you professional outdoor lighting layouts fast 
and at no charge. Into each Revere layout goes 30 years 
of concentrated outdoor lighting experience you're 
sure the lighting is engineered for peak efficiency. Send 
us specifications for your next outdoor lighting job. 


Simplified ordering, pricing, billing 

You can save time and money by ordering all your out- 
door lighting equipment from one reliable source. With 
Revere, you can select all components from one catalog, 
place one order, have one price source, receive one 
invoice. Sales costs and clerical detail are kept to a 
minimum, and your overhead is reduced accordingly. 


Write for Revere Outdoor Lighting Catalog 


OUTDOOR LIGHTING 


Revere Electric Mfg. Co. 
lles 7-6060 © Chicago Phone: SPring 4-1200 ¢ Telegrams: WUX Niles 


Long Distance Phone 


In Canada 


7420 Lehigh Avenue ¢ Chicago 48, Illinois (In suburban Niles) 


Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
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The term “RR” is only a name, not 
an assurance of quality. Instead of 
ordering just “RR” cable, insist on 
Phelps Dodge Habirite-Habirprene 
developed through years of experience 
in designing and manufacturing this 
type of cable. 

Phelps Dodge Habirite insulation, a 
specially engineered butyl rubber com- 
pound, has a service dependability rec- 
ord unsurpassed by other types of rub- 
ber insulation. Habirite is greatly 
superior to old-fashioned insulation for 
these reasons: 


PHELPS DODGE 


2, 
+ 
~~ 
: 


Ae - eee 


WHEN ORDERING “TYPE RR 





@ Much greater resistance to heat and 
oxidation which permits a_ higher 


temperature rating, with consequen 
acts nme _ - : 
reduction in conductor size and in 


cost for same current load 


@ Much greater resistance to ozone 
usually present around high voltage 


equipment 


@ Better electrical properties that give 


a greater salety factor in operation 


Phelps Dodge Habirprene sheath, a 


neoprene compound with improved 


COPPER 


CORPORATION 


SALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, Mass., Charlotte, Chicag 


Fort Wayne, Greensboro, N.C., Houstor 
New York, Philadelphia, Pittsburgh 
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Cincinnati 


Indianag Jacksonville, Kansas City, Mo., Los Angeles, Memph 


Portiand, Ore.. Richmond. Rochester. N. Y.. San Francise 


PRODUCTS 





” CABLE... 


~ — 





SPECIFY HABIRITE-HABIRPRENE 


The high voltage cable that assures superior quality and service reliability! 


echanica ) L¢ ag t damage 

vy) 17 } 1 

oO st I ard especially 

’ ve ¢ esist to corona | 
r y {} lt 
one i ( r lie orn ol 
1g ible. 1 tra resistance ) 

es a gre ( let fact om } 
a2 ad t —— ‘ +} 

on and has contributed to the 
markable reputation an ervice rec 


ord of Habirite 
When you specify Habirite-Habir 


prene you are issure or nil 
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Here is a complete and low-priced line of D-LUGS. These connectors 
are more compact and heavier in weight to insure cooler opera- 
tion under more severe loads, while being much easier to install. 
Only seven sizes accommodate from 14 SOL. to 1,000,000 CM. 


FEATURES: e Rugged construction 
e Made of high conductivity copper alloy 
e Suitable for all purposes 
e Variable, each connector takes wide range 
e Exceptionally compact 
e Reusable 


Write for detailed information and prices! 


DOSSERT MFG. CORP. 


Mb oa 243 Huron Street, Brooklyn 22, N.Y. Representatives in all principal cities 


nnow-now IN CANADA: W. S. Gerrie & Assoc., Ltd., Toronto 
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“When It’s MOEZ ‘It Moves...” 


Why the Moe Light Franchise is Listen to what J. M. Vilett, of Northland Electric Supply 
fs aa ts the bated Co., Minneapolis, says about the Moe Light franchise: 
y “Without question, Moe is the best-known name in the 


1. ee lighting lighting fixture industry. That’s just one of the reasons 
Moe Light has universal acceptance—and why our cus- 
2. Most valuable, most helpful » . 
el tomers have bought more Moe fixtures this year than ever 
lighting catalog i ; : tet as 
Nice Ni Rin ; before in our business history. That beautiful Moe Light 
3. Leader in lighting styling s “ ; ; : 
catalog is a great sales assist, too. It’s more than just a 
4. Complete residential and : . ‘ : ‘we a a 
cnemaedael tae catalog. It’s the finest lighting guide and volume builder 
in the industry. It’s easy to see why I consider Moe Light 
the most valuable franchise in the industry.” 
Speaking of that catalog, more than half a million 
copies are now in the hands of important contractors, 
builders, public utilities, architects, designers, re- 
tailers and consumers. No wonder Moe Light sales 
have increased year after year for the last 10 years. 


5. Regular nationwide promotions 

6. Nationwide manufacturing 
facilities 

7. Fast, safe, on-schedule 
delivery service 


ail "ny 
4, 


8. Quick turnover 
9. Selected distribution 


Z 


WN, 
“Ww 





10. A leading division of Gays THOMAS INDUSTRIES INC. 
Thomas Industries Inc. LIGHTING FIXTURE DIVISION 
MO. ‘ 410 S. Third St., Louisville 2, Kentucky 
E Age IN CANADA: C&M Products Ltd., Toronto —Subsidiary of Thomas Industries Inc. 


MOE LIGHT - STAR LIGHT - BENJAMIN~ ENCHANTE - SAN MARINO 
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Leading Electric Utilities 
Specify WEAVER 
Equipment for 
Long-lasting, 
Trouble-free 
Grounding 


Heavy, uniform copper coating, molecularly bonded to 
a rigid steel core, assures permanent grounding. The 
copper is work-hardened and resists scarring in rocky 
soil, A special draw gives the core more rigidity and with 
machined point driving is easier . . . chamfered top 
eliminates mushrooming and splitting. 


Cast of high-strength, silicon aluminum bronze, 
yet cost no more than extruded types of clamps 
Design guarantees perfect alignment between ground 
wire and rod. Big half-inch screw with rounded 
point gives high pressure contact without damaging 
the copper on the rod... machine-cut threads 
withstand high torque without stripping or breaking 
Available with socket or square heads. 


Weaver Plates with 25% more copper area 
than other types of plates, provide better 
overload dispersal . . . yet cost no more 

It is the only plate with a heavy duty cast 
bronze connector to give high pressure contact 
between plate and ground wire . . . assures 
long-lasting, safe grounding, 


$33 Advertised in leading electrical publications and 
J A FP direct mail to your customers and prospects. 
o e 


2110-Howard Street * St. Lovis6,Mo. * GArfield 1-6336 
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A BRAND-NEW PLANT FOR MAKING 
HIGH-VOLTAGE RUBBER-INSULATED CABLE... 
WHY ANACONDA BUILT IT... WHAT IT MEANS TO YOU 


Butyl is the most effective rubber insulation yet devel- — cision control at every manufacturing step. 





oped—either natural or synthetic—for high-voltage ’ ; y ; 
P : mk : SS That briefly is why Anaconda built this huge plant at 
cable. It has inherent resistance to aging, to moisture, : , 

Marion, Indiana—to combine under one big roof the 


to heat, and most important in high-voltage cable— ee 
specialists and the specialized equipment needed to 


to ozone. ' 
make the finest rubber-insulated cable available to you 


But—butyl! handles differently from other rubbers. And Turn the page to see how Anaconda Buty! (AB) Cabk 


so it demands specialized engineering knowledge, — was developed and is manufactured. See how each step 


highly specialized equipment, techniques, and pre- helps make a better cable for you 











Above you see magnified sections of ordinary cable insulation 
left) and Anaconda Butyl (AB) Cable insulation (right). 


so fine they 





hese screens, used in the extrusion head to entrap possible contaminants, are 


actually hold water. 


TWO BIG REASONS WHY ANACONDA BUTYL (AB 


1. SPECIALIZED DEVELOPMENT 


Because Anaconda was the first to develop butyl-insulated 
cable—and because butyl handles differently from other 
rubbers—many problems came up during developme nt. 
Here are some examples—and how Anaconda engineers 
solved them. 

A mixing problem: Like all raw rubbers, butyl in its raw 
state is a practically useless material. So it’s mixed with 
specially selected additives and ingredients. Because it is 
very difficult to disperse these ingredients in butyl, Ana- 
conda had to deve lop an entirely new mixing process and 


separate facilities to avoid contamination. Look at the com- 


parison photos and see how successful it is. 


A shielding problem: To eliminate laborious and time- 
consuming cleaning of insulation surfaces, Anaconda de- 
veloped a semiconducting tape* which firmly adheres to 
the insulation—and yet is easy to remove during splicing 


and terminating. 


Even a vulcanizing problem: Ordinary vulcanizing equip- 
ment might have a tendency to de form butyl insulation. So 
Anaconda developed huge vulcanizing tanks which admit 
steam faster, vulcanize quicker and eliminate distortion. 

These ion examples show you the types of problems 
Anaconda engineers were up against. Their solutions help 
show you why you can be sure Anaconda Butyl (AB) Cable 
is the finest cable you can buy. 


Close-up of semic onducting strand-shielding tape being applied to 500-Mcm tinned copper conductor. 
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An Anaconda development—semiconducting tape—adheres firmly to insulation, yet removes easily, facilita 


HIGH-VOLTAGE CABLE 





MEANS | RELIABLE 


2. SPECIALIZED MANUFACTURE 


Anaconda’s new Marion Mill was designed to handle only 
one product—Anaconda Butyl (AB) Cable. 
The men behind this highly specialized equipment have 











but one job . . . to study and improve the design and manu- 
facture of rubber-insulated high-voltage cable. Here are a 
few of the many places where they built precision right into 
the production line. 


Insulation purity: For extra protection against contamina- 
tion, the unvulcanized Anaconda Butyl is passed through a 


series of screens, one of which is so fine it will hold water. 


Strand-shield taping: For better equalization of internal 


~ 


Huge reel entering large vulcanizing tank which vulcanizes cable quicker than conventional methods, eli) t 
— ~ i 


tir 1 ' ; 


electrical stress, Anaconda applies a special fine-mesh semi 
conducting tape under the insulation of all stranded high 


voltage cables. 


Vulcanizing in lead: Conventional lead presses must stop 
periodically for refilling—severely heating up and often 
damaging the cable section in the die block, so Anaconda 
extrudes lead continuously. In the next step, exceptionally 
large drums are used for vulcanizing in lead to eliminate 
distortion of jackets and insulation 

These few examples help show you that the manufactur 
of Anaconda Butyl (AB) is highly specialized, highly pre 
cise—and why Anaconda offers you the big advantage of 


consistent high quality 
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Shown here is a section of final testing area. Voltage tests are being applied to full reel lengths of cable before shipment. 
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ANOTHER BIG REASON WHY 
YOU SHOULD CONSIDER ANACONDA BUTYL (AB) CABLE— 


SPECIALIZED QUALITY CONTROL AND INSPECTION 


From the start: Raw-material suppliers are required to sub- 
mit certified test reports. Then, tests and sampling at our 
plant offer extra protection even before production begins. 
To finish: Here's the final inspection line where the finishing 
touches are applied and where every inch of cable is care- 
fully inspected. Perhaps you already know that Anaconda 
test procedures are much above industry standards. But do 
you know that test voltages on Anaconda Butyl (AB) Cable 
are 125% of industry standards—that minimum corona level 
is 150% of rated voltage to ground? 

Quality control at Anaconda is more than mere testing 
and inspection. It is built into every manufacturing step. 


That’s why you can be sure Anaconda cable will be of high 


quality—why you should promote (AB) to help protect 
your customers’ investment in high-voltage cable. 

Everything you need to know about Anaconda Butyl 
(AB) high-voltage cable is neatly summed up in a new 
booklet, DM-5903, “Anaconda High-Voltage Durasheath* 
Cable.” For your copy, write to: Anaconda Wire & Cable 
Co., 25 Broadway, New York 4, N. ¥ 


ASK THE MAN FROM 


ANACOND 


ABOUT BUTYL (AB) HIGH-VOLTAGE CABLE 





Eliminate Sse 

costly | sa 
factory-Duilt 
“tees’ and 
“elbows' 


Cut installation 
and maintenance 
costs 


FEDERAL PACIFIC’S NEW LOW IMPEDANCE BUS DUCT features a unique splicing 
system which permits “tees” and “elbows” to be built up on the job site using 
standard bus duct sections—thus eliminating costly factory-built fittings. Result: 
substantially lower initial cost, no delivery delays, greater flexibility and higher 
salvage value. Splicing system has fewer joints. Result: faster installation and 
less maintenance. Available in both Feeder and Plug-in types. For complete, de- 
tailed information, write for Bulletin 3-125: Federal Pacific Electric Company, 
General Offices: Dept. 304, Newark 1, New Jersey. 





MADI 


can be either forward or rearward. Only two splices instead of 
three on factory-built units 


can be either forward or rearward. Only one splice instead of 
two on factory-built units 


Straight lengths require 
four instead of six joints. On larger duct only seven joints are 
required instead of twelve 


A spare set of holes is provided at each splice to accommodate 
future additions of current take-off device: 


FRE FEDERAL PACIFIC ELECTRIC COMPANY 
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Discover the difference in Sylvania... 


for the home are made White Mercury 

by the company that Lamps give you 16% 
pioneered many firsts more light than 

in lighting. other types. 


Sylvania light bulbs Sylvania Silver 
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The most famous name in shaving reports... 
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“Sylvania lighting shaves factory costs 
at Gillette Safety Razor Company” 


John X. Healey, Jr. 


Vice President, Manufacturing 
The Gillette Safety Razor Co. 


Gillette’s Number One position in the shaving field 
is based on the quality of its products. An important 
means of maintaining this quality is fluorescent factory 
lighting by Sylvania—the brand that gives more light 
per dollar. Here’s proof: 


Tested under actual working conditions, Sylvania’s 
standard 40-Watt Cool White Fluorescents—sold at 
standard fluorescent prices— deliver more than 
more light than any other standard fluorescents! They 
are more efficient than some competitive “premium” 
lamps! 


Sylvania fluorescents are guaranteed by Sylvania’s 
Light Insurance Policy to give better performance, 


SYLVAN/A 


f40 TI2/CW 


4£0w 
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appearance, brightness and lamp life than any othe 


«ry 
brand, or they may be returned for a full refund 

For a sample copy of the Sylvania Light Insurance 
Policy write to: 


SyLVANIA LIGHTING PRopUcTs 
Division of Sylvania Electric Products Inx 
Dept. 9L-2711, 60 Boston Street, Salem, Mass. 
ada) Ltd. 
VUontreal 9 


¥SYLVANIAS 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 


In Canada: Sylvania Electric (Cai 
P. O. Box 1190, Station “O,” 


Sylvania 
Fluorescent lamps 
maintain more 
than 7% greater 
output throughout 
useful lamp life. 


U-S.A. 
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BULLETIN 709 
STARTERS 


ALLEN-BRADLEY from Size 0 (ot lef 


up to Size 8. 


Solenoid Starters give 


MORE MILLIONS 
OF TROUBLE FREE 
OPERATIONS 


... and for good reasons 





* ONE MOVING PART 


With this simple solenoid design, there’s 
virtually nothing to go wrong—all trouble— 
causing bearings, pivots, and flexible jumpers 
have been eliminated. 


* DOUBLE BREAK, SILVER ALLOY CONTACTS 


Allen-Bradley silver alloy contacts never 
require maintenance. They are always 

in perfect operating condition... and remain 
so until completely worn away, 








* SIMPLE UP-AND-DOWN MOTION 
The virtually frictionless, straight line 
vertical motion provides uniform contact 
pressure at all times—and assures con- 
sistent, rapid operation of the contactor. 


* RELIABLE OVERLOAD PROTECTION 

All A-B starters are equipped with two 
permanently accurate and reliable overload 
relays that protect motors against “‘burnouts.”’ 


Three overload relays can be furnished. BULLETIN 709 SIZE 7 


with maximum ratings of 300 
hp, 220 v; 600 hp, 440-550 v. 


ALLEN-BRADLEY 


QUALITY 
MOTOR 
CONTROL 


eeeeeeeeeeeeeseee 
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UP REPEAT SALES 


with quality Columbus fittings ie’ 


Customers will keep coming back for de- 
pendable Cotumbus brand conduit fittings. 
Rigid manufacturing inspections assure per- 
fect dimensions, gauge and tapping. Preci- 
sion chamfering and reaming make starting 
easy ... fishing and wire-pulling fast. You 
can sell Cotumbus fittings with complete 
confidence in the quality. 


In addition, you have the advantage of the 





Cotumbus warehouse network with distri- 
bution centers in 11 major cities spanning 
the country. This means fast service on you 
regular as well as emergency requirement 


at all times. 


Cotumbus brand fittings — 


efficient handling and storage 


packaged fo 
will help you 


boost repeat sales . . . and profits. 


Look for the U.L. labe 


when you buy nduit fitting Y % 


Sold only through recognized wholesalers 


Pa > 


BRAND 
CONDUIT FITTINGS 
CONDUIT PIPE PRODUCTS COMPANY -— COLUMBUS, OHIO 


PIPE COUPLINGS 
RUNNING THREAD e 
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°* PIPE NIPPLES e 
GOOSENECKS 


Sax 


ELBOWS, RIGID & E. M. T. 


WALL PLATES 
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WEATHER 


FITS BOTH FS ~— 


AND STANDARD | Iy>,_|/ 
WALL BOXES , 


Finned, self-sealing »~ 
mounting holes 
permit the 

f “Insulprene”-sheathed 
plate to be " F \ a 
fastened to ort: | | be / 
FS or standard j : - - 


wall boxes. AN il | ei 


LOADING PLATFORMS 





“INSULPRENE” PLATE with a.c. “PRESSWITCH™ 


SEALS OUT RAIN, SNOW, AND DUST 


Moisture and dust cannot penetrate to the 
switching mechanism of this new Hubbell 
switch-and-plate combination. 


The steel cover plate and the opening for the 
switch button are completely sheathed with a 
tough, flexible skin of ‘‘Insulprene’’, which 
prevents rusting and insulates wet hands from 
contact with metal. The “‘Presswitch” button 
is actuated simply by pressing the “‘Insulprene”’ 
bubble that covers it. 


‘‘Insulprene’’ is a DuPont neoprene-base 
plastic. It is non-conductive and highly re- 
sistant to impact, aging, oil, grease, live steam, 
hot water, extreme cold, heat and sunlight. For 
example, at the end of a 744-hour Atlas 
Weatherometer test simulating tropical rain and 
sunlight, the ‘‘Insulprene’’ bubble showed no 
significant loss of resiliency in operating the 
“‘Presswitch”’ button. 


Hence this plate-and-switch combination is ideal 
for outdoor installations subject to severe 
weather conditions (—15° F to 150° F) or 
greasy hands (filling stations, parking lots, 
garages, truck docks, playgrounds, sports fields, 
exposed passageways and breezeways) or for in- 
door installations where humidity is high or 
temperatures are low (dairies, freezer plants, 
cold-storage.rooms, shower rooms, laundries, etc.) 


The switching mechanism is the fast-acting 
Hubbell “‘Presswitch”, which responds to the 
gentlest touch of finger, hand, or elbow in any 
position. It is available in single or double pole, 
3-way or 4-way action, in 15 or 20 ampere sizes 
for 120-277 volt A.C. 


The “‘Insulprene’”’ Plate and A.C. ‘‘Presswitch”’ 
combination is designed for FS or standard 
wall box mounting. 


For further information about Hubbell rugged wiring 
devices, write to one of the offices listed below or refer 
to the Hubbell insert in the Architectural File of 
Sweet’s Catalog (Sweet's No. 31b/Hu.) 
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PACKAGED TOGETHER FOR CONVENIENCE 
The “Insulprene” Plate and A.C. “Presswitch"” are de- 
livered to the job as a unit in this time-saving package, 
with complete mounting instructions for FS or standard 
wall boxes. Plate is available in gray (No. 1751) or in 
“Chem Marine” Yellow (No. 17CM51). 


Words “‘Insulprene”’ and “Presswitch”’ are Hubbell trademarks 


HARVEY 
HUBBELL, 


INCORPORATED 


BRIDGEPORT, CONNECTICUT 


IN CANADA: SCARBOROUGH, ONTARIO 


DAIRIES PATIOS OR SWIMMING POOLS 
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Pili GEE My Me, 


ALCOA ALUMINUM RIGID CONDUIT 


heres why: 





EASY TO HANDLE, lift, load, Carry, erect .. Weighs only 4 the weight 


of conventional rigid conduit 
EASY TO CUT, BEND, THREAD no special tools required 
EASY WIREPULLING, smooth interior finish plus factory-applied 


lubrication 


LOWER INSTALLED COST ... this has been proved . . . is being proved 


time and again by cost- and quality-conscious contractors everywhere 


LONGER LIFE, LESS MAINTENANCE 2 Alcoa Conduit is corrosion 


resistant through and through . long-lasting, good appearance 
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means more profits for you... 
more savings for your customers 


EASY TO SELL .... distributors everywhere are finding new Alco 
Conduit their biggest boost in conduit sales and customer satisfaction ; 

bt sencres 
If you are not already handling this profit-making line, ask your nearb ALCOA WV. 


ALUMINUM | RiGiD CONDUIT 


Aleoa sales office about our Aleoa Conduit Distributor plan. Aluminun ISSUE MU-28 


Company of America, 2146-h Alcoa Building, Pittsburgh 19, Pa. 


ALCOA CONDUIT IS SOLD EXCLUSIVELY THROUGH 
DISTRIBUTORS AND ELECTRICAL WHOLESALERS 








1. Pre-sells your customers. Heaviest advertising support for you 
in I-T-E history. Goes directly to practically every customer you 
have . talks the user's language . Shows the I-T-E line in 
terms most meaningful . introduces your customers to all the 
I-T-E products they can use and you can sell. 


4. Backs you up locally. I-T-E participates in national and local 
trade shows to exhibit I-T-E’s products. Attractive displays give 
your customers firsthand authoritative reasons for I-T-E’s con- 
sistent superiority and turn up a volume of new business leads 
which are passed along to you. 





5. Engineering support. For those technical installations that 
you want engineering help on, I-T-E local representatives are 
always at your service. Each man is a specialist in the applica 
tion of I-T-E equipment, an advantage that helps you get more 


orders and make more profit. 
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Trains your people. Distributor forums held annually give 
your sales people the helpful information they need. I-T-E 
products are reviewed in detail. Questions are answered. Your 
people are guests at the I-T-E plant. They come away better 
able to sell for you 





i. 


6. Quality equipment makes steady customers for you. When 
you sell I-T-E equipment, you sell a complete quality line at no 
extra cost which means more sales and more satisfied cus 
tomers for you. Users and contractors report that I-T-E equip- 
ment installs easier, works better, and lasts longet 





3. Makes selling easier. Special “There is no mystery” program 
supports and promotes the sale of circuit breakers through dis 
tributors. Detailed literature makes it easy for your people to 
show customers why I-T-E is a better buy. The Speedfax catalos 
helps you select, apply and order I-T-E products 





7. Selective Distributor Policy. {-T-E distributor sales are mad 
only through officially qualified distributors. If you want 
tional information on any I-T-E product 
sales office, or write I-T-E Circuit Breaker Company, 1900 
Hamilton St., Philadelphia 30, Pa 


addi 
call your nearby I-T-l 


(f}) I-T-E CIRCUIT BREAKER COMPANY 
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20 miles of SPANG Conduit are being installed in all buildings now under 
construction in this giant building program at a Pennsylvania university. 


Architects: Howell Lewis Shay and Associates, Philadelphia, Pa. 
Mechanical Contractor: Riggs Distler and Company, Inc., Philadelphia, Pa, 
Electrical Contractor: Lecce Electrical Company, Williamsport, Pa. 

SPANG Distributor: E. R. Beers Electric Company, Bloomsburg, Pa. 


“SPANG IS THE BEST CONDUIT 
AVAILABLE ON TODAY’S MARKET” 


says Mr. Frank Gallagher, Foreman for Lecce Electrical Company, Williamsport, Pa. 


“We don’t have the problems with SPANG Conduit that 
we run into with most other conduits,” states Mr. 
Gallagher. ““Whenever my decision is called for in the 
purchase of conduit, I always call for SPANG; it’s the 
finest I’ve used in 20 years. 

*““SPANG’S uniform high quality means we don’t have 
to chase bad threads or be bothered by ‘hard spots,’ 
which make bending difficult. Because less time is re- 
quired to install wire runs with SPANG, there’s a con- 
siderable savings in time costs. 

‘““We’re installing over 20 miles of SPANG Conduit 
to protect the wiring in the seven new buildings at a 
Pennsylvania university. We guarantee each job for 





one year, so we can’t afford to use inferior materials. 
With SPANG, we know the job will be right the first time.” 

Quality-controlled SPANG Conduit is manufactured 
and inspected under rigid specifications to bring you 
the maximum in performance. Next job, call your 
local SPANG Distributor for the top-quality conduit 


that will give you top-quality service —SPANG. 


THE NATIONAL SUPPLY COMPANY 


Subsidiary of Armco Stee! Corporation ' 


TWO GATEWAY CENTER, PITTSBURGH, PA, 






























channeled in a rectangular area by a scientifically designed para- 
bolic polished aluminum reflector, making it possible to concentrate 

the heat on a specific area, indoors or outdoors. Like the sun, these 
infrared rays warm persons or objects upon which they are directed, 
and this warmth is enjoyed regardless of surrounding temperature. 
In industry, this heater has great utility for providing warmth in 
exposed areas, like loading docks, and in warehouses and buildings 
with high ceilings; also for spot heating, dyring, and many process 
applications. It is ideal for use in outdoor areas, such as patios, swim- 


ming pools, barbecues, etc. 

The heater can be controlled by simple on-off switch, time switch or 
thermostat. Heaters are supplied with universal brackets for chain sus- 
pension or for bolting to ceiling and wall brackets. Built to withstand the 
elements, with a louvered, weather-proof housing, bonderized and finished 


in gray enamel. 
Shown below are a few of the many uses. 


TUBE 4 


INFRARED Electric HEATER 
Controlled Area Heating...Indoors or Outdoors 


High energy infrared rays emitted from the Quartzone Tube are 


























Complete Electromode line of electric heating 
includes: Baseboard Heaters, Wall and 


equipment 
Portable Fan-Circulating Heaters, Radiant Convec- 





The high efficiency of this heater is due to the 
fused quartz tube. The infrared rays emitted by the 
metal coils pass through this amazing material 
without appreciable loss of heat. Heat is instant. 


The Quartzone Tube has high resistance to thermal 
shock, and even at red heat will withstand splashing 


rain or snow without cracking. Guaranteed for one 
year, but in actual service will last many thousands 


of hours. 
*REG. U. S. PAT. OFF. 


October, 1959—ELECTRICAL WHOLESALING 


tion Panel Heaters, Floor insert Heaters, Duct Heaters, 
Radiant Cable Heat, Portable and Suspension Indus- 
trial Unit Heaters, and Farm Heaters for Milk House 
and Pump House. 

For complete Information and 

Specifications ask for Form EC-248 


ELECTROMODE 
division of Commercial Controls Corporation 
DEPT. EWh-59 ROCHESTER 3, NEW YORK 
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Foie QUIK-STIK POLYETHYLENE ELECTRICAL TAPE 


@ Ideal for all outdoor and indoor, underground or e Low moisture-permeability, high abrasion- and 

overhead wiring, in utilities, electronics, aircraft, corona-resistance. 

automotive, and general use. e Resists acids, alkalies, oils, solvents, fungus, 

e One-wrap, single-wind primary insulation. Psp 3 sone ‘ Quik-Stik polyethy! 

- Le et full information on Porter Quik-Stik polyethyl- 

° anent str ack .. . fast-stic é a! a . : MEE 
Perm iment strong tack ast-sticking anywhere! ene tape by writing today to Thermoid Division, 

9 Dielectric strength tested to 1,000 volts per mil; H. K. Porter Company, Inc., Tacony & Comly Sts., 
uniform power factor over wide frequency range. Philadelphia 24, Pa. 


THERMOID DIVISION |')\|'\| 3!) HK. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products —-THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION; 

Specialty Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel--CONNORS STEEL DIVISION, VULCAN-KIDD STEEL Divi- 

SION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K. PORTER COMPANY de MEXICO, 
S. A.; and in Canada, Refractories, “Disston” Tools, ‘Federal’ Wires and Cables, “‘Nepcoduct’’ Systems—H. K. PORTER COMPANY (CANADA) LTD 
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Love that 
SLATER 
FLIP_ 
LID 





MARINAS ¢ BOATYARDS ¢ HOMES « BUILDINGS 
TRAILERS « TRAILER CAMPS ¢« MOTELS 


The Only Weatherproof Cover today that’s easy to install...easiest to use!... flips 
open... flips closed...extra thick aluminum section and lids...special stainless steel 
springs! Patents pending. * 

WRITE FOR NEW 1960 SLATER WIRING DEVICE CATALOG AVAILABLE SOON (over 400 devices) 


Slater Flip lid 


SLATER ELECTRIC & MFG. CO., INC. © 45 SEA CLIFF AVENUE * GLEN COVE, N.Y. © ORiole 6-1100 








WORLD’S MOST WIDELY USED 
ELECTRICAL TEST INSTRUMENTS 





* By 





THE ONLY LINE THAT COVERS ALL YOUR TESTING NEEDS 





AMPROBE RS-3 


AMPROBE RS-1 
The economy snap-around volt am- 
meter with many features of the 
great RS-3 including rotary scale, 
pointer lock, printed circuit, and ad- 
vanced movement design. 4 current 
ranges. 2 voltage ranges 


Only $39.85 


AMPROBE 
DECA-TRAN 


Makes your Amprobe the world’s most 
flexible and versatile electrical test 
instrument. Extends amperage read- 
ing 10 times. Gets readings as high 


as 1200 amps. Only $24.75 


eoeeeoeeeeeeeeeeee 
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AMPROBE JR. 


The advanced voltage tester that 
gives you current, too. Available in 
seven models, ranging from 10 amps 
to 100 amps in either 125/250 or 
150/600 volts. Choose the model 


that fits your job. On, $19.85 


AMPROBE 
ENERGIZER 


Multiplies the sensitivity of any Am- 
probe ten times—for precise readings 
on small appliances and fractional 


horsepower motors Only $3.75 


ee FSC eRVe sae eee CevrecwteeoCcer 8 8's ea 4.0 6 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N. Y. WORLD'S LARGEST MANUFACTURER OF SNAP-AROUND VOLT-AMMETERS. 
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New G-E Decorator wall plate line lets contractors 
make up any plate needed... sells on sight 


For convenience to your customers . . . for profitable fast turnover for you... no other wall plate 
line can match this beautiful new Decorator Series! See complete details on reverse side of this page. 


GENERAL @@ ELECTRIC 





New General Electric Decorator wall plates 
offer new “building block’’ flexibility 


... More than 100,000 possible combinations! 








Any plastic frame of the gang needed — in ivory or brown... plus the inserts required (such 
as inserts for switch and 4-plug outlet illustrated) . . . provide the exact combination required 


Choice of insert styles to suit any customer A few basic frames and inserts fit all switch-outlet 


All General Electric Decorator wall plate in- wall plate combinations that are required for residen- 
: . : : tial, commercial, and industrial applications. 

serts are available in metal and in clear plastic. ; ‘ ; 
The metal inserts are reversible; finished in Sculptured =o wanes in brown pecbiervee. MM 
rich, textured silver color on one side — gleam- | IP rTrit i 
ing, textured gold color on the other. The clear IL | iL, ul } | | 
plastic inserts are designed so that paint, wall- , dome r to . Gate - ‘seem 
paper or drapery fabric placed behind them Reversible Gold-Silver Colored Metal 
will “show through.” or Clear Plastic Inserts 

For a special feature in new homes, metal a Q Fi fl fo 
inserts can be installed with either gold or sil- Ty ice | | 
ver sides showing — clear plastic inserts left Switch sacl =e Tripie | ! Single Double Triple 
behind for the housewife to use. She can then Se | EEE Eee 
get special decorative effects with paint or ; | | = ae’ 
paper — match her own decor. 


} 
| 


' 
} ju | | i 
i Le J L-J { 

. ° Single Double Tripte Bushing Large 
(Each insert package contains one metal insert, Semneén Oontest al 


one clear plastic insert, and screws.) Telephone ” 


Compact new contractor kit gives 


ace easy-to srry met i [5] ORDER YOUR KITS NOW .. . EACH WITH FREE BONUS. 
tains an assortment of all the Each Decorator wall plate kit you order now will contain 
frames and inserts required for free samples of the popular new . lighted push-button 
any residential, commercial o1 tch and new G-E 4-plug outlet to help you promote 
industrial wall plate combina related switch and outlet sale Ask your General Electric 
tion, including extra pieces for representative to show you the fast-selling new Decorator 
wall plate line. OR: Write ener: ectric Company, 


most frequently used plates. It’s ‘ 
Wiring Device Department, Providen 7, Rhode Island. 


profitable for you because you 
sell a whole package at a time. 


Progress /s Our Most Important Product 


GENERAL @ ELECTRIC 
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first choice for 


perfect seal 


NEW VAP-OIL-TITE 
CONNECTORS 


The only completely re-usable 
connector for use with liquid- 
tight, flexible metallic conduit. 
Provide absolute water and oil- 
tight seal — vapor, dust, grit 
cannot get through. Double 
positive seal—exterior and in- 
terior neoprene O-rings, meet 
JIC standards. Assemble quick- 
ly, easily—and all parts can be 
reused over and over again. 
Standard design sizes %” to 
114”, 2144”, 3”, 4” sizes. Write 
for Catalog Section K-1l. 





electricians like 
360° alignment 


NEW “‘Three-Sixty”’ 
FIXTURE HANGERS 


The only fixture hanger with 10 
different choices of receptacles. 
Full 360° adjustment—exclusive 
friction ring suspension rotates 
all the way around. Aligns fix- 
tures instantly, with just a twist 
of the wrist. Simplified engi- 
neering permits hanging two 
or four chains, or S-hooks, 
from small compact = arms. 
Bright cadmium plated. Write 
for Catalog Section K-3. 
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feature sells fast 


NEW PULLING ELS 
and ADAPTORS 


Make wiring around corners 
a snap. Quick, easy to use 
%" to 2” sizes. Malleable 
iron, perfect 90° fit, cadmium 
plated, chromate treated. Sold 
complete with covers, screws, 
gaskets — shipped assembled 
Sizes marked on covers and 
elbows. Write for Catalog Sec 
tion K-2. 
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OUTDOOR LIGHTING 
EQUIPMENT ' 


For universal application. As 
sorted size and styles includ 
ing masonry wall, exposed sys 
tem and sheet metal box 
mounted types. Same base and 
adaptor permits quick change 
from 100 or 150, to 200-watt 
lights. Long-lasting aluminum 
Complete act sories Write 
for Catalog Section K4 
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IDEAL INDUSTRIES, Inc. 1% Hino mano 


1047-J3 Park Avenue, Sycamore, Illinois ON EVERY WIRING JOB 
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A Special Report on That Crazy Bid Biz 
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The Quotation 


By Robert S. Bush 


@ Most distributors surveyed maintain 
a quotation department. 


@ Although they believe it is important 
to the business, many look upon quoting 
as a necessary evil. 


@ The majority does not allow quoting 
except by qualified quotation personnel. 


@ Many look at quoting as an open door 
to bid peddling. 


electrical distributors involves their attempts to ob- 
tain bid jobs through a system of submitting formal 
written quotations to potential customers. 

In order to bring some order and sanity into the chaos 
existing in this particular phase of the wholesaler’s busi- 
ness, ELECTRICAL WHOLESALING is presenting on the fol- 
lowing pages a case study of how one distributor is 
operating a quotation department efficiently (p. 59). In 
addition, the results from a nation-wide survey (p. 58) 
reflect the thinking of just how distributors view the bid 
business today. 

e “Necessary Evil”—It has been said that few people 
in the industry connected with quotation work can safely 
throw stones (EW—June °58, p. 89). Many are guilty of 
rebidding—of cutting prices—merely to get the order. 

One distributor calls quoting a “necessary evil.” 
Another adds: ‘Quotations have done much to down- 
grade the price structure because quoting involves price- 
cutting, and there is always the problem of whether you 
are cutting prices too much.” 

In replies to a question asking distributors to list some 
of the pitfalls involved in maintaining a quotation de- 
partment, the majority agreed that much of a distribu- 


0) NE of the most frustrating problems experienced by 
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Merry-Go-Round 


Along this same line, the majorit 


tor’s incentive to sell is eliminated where quotation work 
is involved. For instance, one West Coast wholesaler 
remarked that quoting jobs substitutes price for selling 

“This automatically lowers the eventual price for 
which goods will be sold,” he continued. ‘Now, contrac 
tors are asking for bids on materials for their stock each 
month or every other week.” 

The typical pitfall is reflected in this reply from Chi 
cago distributor: 

“Sometimes, when a customer obtains a quote, he 
goes to another house and shows this quote to get a 
lower price. He then comes back to us and asks us for 
even still a lower price.” 

Another distributor claims that there are no pitfalls 
that a “quotation department is a_ necessity.” Still 
another says that the greatest harm comes from the 
salesman who “quotes on a job he knows nothing about 
He gets into a rut and loses the personal touch on a job.” 
e Brighter Views—Although § distributors generally 
agree they would rather obtain jobs without competing 
on quotations, most admit they could not get along with 
out their quotation departments. Some went so far as to 
estimate that they might lose from 20-50% of the firm’s 
total volume if they refused to send out quotations 
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tempt to maintain at least a minimum percentage 
profit on quotations in lieu of cutting the prices merel 
to get the job. These minimum figures rang rom 
low of 5% below gross to 25 All icated the profit 
figures were very flexibk 

Whatever the pitfalls most d 
tain some form of a quotation 


} ‘ 


from one man to a Stall ol 
see advantages even thot 
aS a necessary evil 
“Centralized quoting 
profit on every jol 
gives uS a Chance 
tively. If we are 
we are bidding below the 
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to analyze our pricing and 
Although quotation dk 
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to the individual to maintain 
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volume and profits. This sit 
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The Quotation Merry-Go-Round (cont.) 





How Distributors Nationally 
View the Bid Business 


To get an opinion of how distributors feel about the bid 
business, ELECTRICAL WHOLESALING recently sur- 


veyed wholesalers nationally. Here are some verbatims: 


Do you maintain a quotation department? 


We have 13 people in our quotation department. Three 
are for mail and 10 for telephone requests. 
¥ * a 


[he quotation department is incorporated with inside 
telephone salesmen. 


No. We have no quote department as such. Our sales- 
men do all the quoting, or the man who does the invoices 


also does quoting. 


‘ 
In effect, we have three quotation departments: sup- 
plies, lighting and government specialists. Only those 


three can quote. 


No. We think this quoting business is done to death. 
We quote to a contractor as an aid, not to compete for 
business. We avoid competitive quotations. 


We have two men who do nothing but quote. 


Do you think a quotation department is necessary? 


Centralized quoting is necessary to keep control of that 
function, which is the key to profits on quoted jobs. 


Today, nearly all jobs are competitive. Therefore, 
bidding is just part of doing business. 


How else could we sell a job? Our customers have to 
quote and we are their only source of information on 


prices, 


Some form of a quotation department is definitely 
necessary to give the customer fast and efficient service. 


Are you selective in sending out quotations? 
We quote all contractors who ask for a bid if the con- 
tractor has a credit standing with us. We do not quote 


to contractors on a cash basis. 


We quote those who ask. We don’t feel it is proper 


to send quotes to people who don’t ask. 


We will quote anybody who asks, but usually go only 
to the group of contractors with whom we do much of 


our business. 


We quote all contractors who might be bidding on a 
particular job. We figure one customer is as good as 
another, and we extend them all the same service and 


courtesy 
We don't broadcast quotes on a given job. We are 


very selective, quoting only for our customers, and that 


is on request 


58 


Does your quotation department work closely with man- 
agement in working out a percentage of profit? 


Our department works closely with management, which 
sets minimum profit figures on the basis of many factors, 
including what items are in stock, what have to be or- 
dered, what brands are specified and if long-period ware- 
housing is required. 

For profits, we do the best we know how. It depends 
on what competition may be, who the contractor is and 
the quantity involved. We try to take 5% minimum. 
In most cases, this is a rigid minimum 


We work with management on profit if the quote runs 
more than two or three thousand dollars. We maintain 
a 15% below gross minimum on small items and 25% 
below gross minimum on large items. 


We are not inclined to deviate from the manufacturers’ 
recommended prices. Why should we take business at 


one or 2% profit? 


The per cent of profit we try to hold varies with the 
size of the job and the type of material. We seldom get 
under 10% or over 15%. 


There’s no fixed percentage of profit. . . It varies as 
low as 5% on direct shipments with big volume, to an 
average of 20% on out-of-stock items 


Are salesmen allowed to quote on jobs? 


No one quotes on jobs wjthout checking with the quo- 
tation department at least by telephone. Salesmen and 
countermen do not have a knowledge of inventory, ship- 
ping, etc. necessary to make intelligent quotes. . 


All quotes are through the quotation department. If, 
however, a figure is needed in a hurry, the salesman can 
provide it. 


How much business would you lose if you did not send 
out quotations? 


The loss of business would be considerable 


We figure we might lose about 50% of the busi- 
ness we get from contractors. 


It is debatable . . . It could cost 
total volume. 


It’s not a matter of how much we would lose. It’s a 
question of whether we would get anything at all with- 
out a quotation department 
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NO REQUEST for a quotation is given to the quotation Sales Manager Frank Keevers (above f evers thinks 
department until it is reviewed first by management, such as the request unusual, he consults witl th management 


How One Distributor 
Handles the Bid Business 


Typical of how many forward-thinking distributors can 
control quoting profitably is Electrical Supplies, Inc. 


ie absolutely necessary to maintain a quotation 
department and to submit quotations on jobs in order 
to obtain more business and profits, according to Sales 
Manager Frank L. Keevers of Electrical Supplies Inc., 
Hartford, Conn 

Although the official says that this is an essential 
part of his business, he adds that there are definite 
problems involved which often present some confusion 
e Want Prices—‘“Many times, unfortunately, contrac- 
tors use one distributor against another,” Keevers ex- 
plains. “In reality, they shop around for prices. It’s 
necessary to submit one quote before the job. Then, 
after the contractor obtains other prices, we are almost 
forced to submit another quote. This, of course, depends 
upon how badly we want the job and what percentage 
of net profit we want from it 

“Too many distributors today have five percentitis 
With that kind of a profit margin, it’s almost impossible 
to make money. It encourages the contractors to get as 
many prices as possible and it takes the emphasis entirely 
out of the quality of service a distributor can render.” 

Keevers says he has found that industrial customers 
do not request quotations for a particular job from as 
many distributors as do contractors. In an effort to take 
advantage of this, the policy at Electrical Supplies is to 
be placed on as many quotations lists of industrials as 
possible. 

Many years ago, there was no problem at all with 
industrials, the Electrical Supplies official adds. He says 
that their purchasing agents never asked price and were 


October, 1959—ELECTRICAL WHOLESALING 


interested mainly in receiving the o1 
possible time 

rhe situation has changed somewhat now,” Keevers 
says. “Although an industrial might be « custome! 
there is more shopping around. Now, they ask for prices 
and we have to supply them with this information. This 
practice probably will increase in the future. Along with 
it, we, in turn, will have to send out more and mor 
quotations. It's part of the changing trends 
have to go along with it 
e Necessary Function—Keevers stresses that after weigh 
ing the advantages and disadvantages of quotation work 
there is no alternative to it. The advantages, as he sees 
them, are many: through records, the distributor always 
knows what he has quoted; he knows where the job is 
located; he knows who got the job. All of this, he adds 
is Important for follow-up work, whether or not he got 
the job 

Mainly, you have a lea e trend in pricing 
and how successful you ; - your quotation work 
Maybe you're foo successful ccess in getting bid 
jobs could even indicate that y re giving materials 
away 

It’s impossible to stress too ) ! n importance 
of quotation work. With clear thinking o le part of 
quotation personnel and management ! 
your own profit margin, it can be 
phase of the business. With th ompetit 
today, we cant get along without quoting 


factor in the organization that can't 





Handling Bid Business (cont.) 





Pictures, How Electrical 





We are pleased to quote you as follows 


Your inquiry of 


No. 10000 


QUOTATION 


number regarding Quotation 





Please refer to this 


Filiphont 7-711 
Distributors 


Electrical Supplies Equipment 


Affiliated with Sprague Electrical Supplies, I 
Bridgeport, Conn. 
F.O.B. P f 
Dejivery: 2 mM 
-10 da ys 
Terms: Cash Discount 10 Days as shown 


F 


ae 


wks .f 


r 


order 
others net 30 days 








easea 
. 


This Quotation is based on our interp 


specifications and 1s subject to correcti 


Prices quoted do not include 
by sale uch taxes will be 





retation of the plans and 


state or local taxcs 
ad Ided to the 


amr 
Ldillp, 


fixture with 


ons for typographical error 
INC 


UPPLIES 


based or measured 
prices where applicable 


— 





Vatey el 


sonnel 


stress 





Ql OTATIONS either are the 
(above) or on forms supplied custome 
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firms 


Per 


the 


the terms 


including 
their interpretation 


listed 
on 


own forms information § Is 
the quote is based of plans 


necessary 


r. All 
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Supplies Inc. Handles Bid Business 





ALL REQUESTS for quotations are channeled through Sales PURCHASING Agent Jim Carey then checks the request 
Manager Frank Keevers before going to quotation department and prices it, with the firm’s profit included 





NEXT, a secretary figures lists, discounts, nets IN MAIN office, information 
and total price for each unit quotation form and rechecked 


BEFORE Carey signs and mails quotation he checks it again ON FOLLOW-UP, salesmen, such as Phil Walkley (right) 


It is mailed same day request is received check customer to answer questions and ask for order. 
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Handling Bid Business (cont.) 





LARGE percentage of Electrical Supplies’ business 

is based on written and telephone requests for quota- 
tions. Although officials say it is a time-consuming 
operation, they agree that it is a necessary part of the 
business which they could not get along without. 

The quotation department is so essential to the Hart- 
ford, Conn., firm that Purchasing Agent Jim F. Carey 
estimates that if he refused to send out quotations, the 
firm probably would lose 20% to 30% —“or even may- 
be 40%—of the total business.” 

“It's essential for us to quote,” he says. “And it’s 
essential that we have an efficient quotation department 
set-up where these duties can be handled. It’s also 
necessary that there is a meeting of the minds between 
quotation personnel and management so we will make 
a maximum margin of profit from this operation.” 


The Physical Set-up 


Request for quotations are received in the mail every 
day at Electrical Supplies. Almost without exception, 
the quotation goes out the same day it is received. As 
the most efficient method of routine, quotations are 
separated from other mail and given to Sales Manager 
Frank Keevers. This gives the official an opportunity to 
know the type and extent of the requests. If any request 
is unusual or for a large job, it is discussed with Chair- 
man of the Board J. W. Saladine and Carey before any 
line of action is decided. 

From Keevers, the requests are channeled to Carey, 
who prices the material. These prices are based on those 
obtained from the manufacturer, together with a set 
profit figured in for Electrical Supplies. 

e Checked Thoroughly—The quotation then is typed by 
Carey’s secretary, who figures the list price and the 
discounts, if any, the nets and the total price for each 
unit. In the main office, her work is checked, and there 
a clerk types the information either on a form furnished 
by the prospective customer or on the distributor’s own 
form. On the latter, these forms are numbered and 
contain headings for all pertinent data (see page 60). 

After the quotation is rechecked for typographical 
errors, it is returned to Carey who signs it and puts it 
into the mail. A copy is sent to Keevers so he will know 
what action has been taken, a copy is placed in the file 
and a final copy is given to the salesman who covers 
that particular account. This is done specifically for 
follow-up action. 

“We endeavor in all cases to return a quotation as 
fast as possible to a customer,” Carey says. “It is neces 
sary for him to know what he can expect from us re- 
garding price and delivery. We attempt to get the quota- 
tion out the same day it is received, having the idea 
that promptness in returning it may have some bearings 
on our successful acquiring of business. 

“Occasionally, it might take a little longer. This is 
the exception where we have to get in touch with the 
manufacturer regarding prices on special equipment.” 
e A True Schedule—In all cases, Carey endeavors to 
give customers or potential customers a true delivery 
schedule on the quotation. However, he explains that 
sometimes, if he does not have the material in stock, 
he has to go to the manufacturer for delivery. Often, 
he is able to approximate the delivery schedule from 
the manufacturer because he knows what the situation 
is at the factory. 

At other times, because of the nature of the apparatus 
and its quantity, he calls or writes the manufacturer 
for a delivery schedule 
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In Detail, How Electrical 


At Electrical Supplies, counter salesmen are qualified 
to give quotations over the telephone only according 
to their Trade Service Publications price book. 

On any large requests over the telephone, countermen 
check first with Carey before arriving at a price. After 
quoting this price over the telephone, the list of material 
is immediately put down on paper and either held in 
file or confirmed in writing to the customer. 

e Specific Information—When quoting verbally, on the 
telephone or on a formal written quotation, the pur- 
chasing agent stresses that the following information 
be included and clearly understood by the customer: 

1. The amount of the quotation in terms of the num- 
ber of units, feet or pounds. 

2. A precise description of the type of equipment 
listed. 

3. The unit price of the equipment, such as $10 per 
hundred, $10 each or $10 per thousand. 

4. The total price for each particular unit, if it is re- 
quested. 

5. The terms of cash discount on prompt payments 

6. Points of shipment. 

7. Information about freight charges; whether the 
customer, manufacturer or distributor pays this. 

Regarding this latter point, Carey says this informa- 
tion is vital in claim work for damaged equipment. 

“If we specify f.o.b. job, the material belongs to us 
until the customer actually receives it,” he states. “Then, 
we are liable to take the claim. If it is f.o.b. point of 
shipment, the material is the property of the customer 
the minute it leaves our warehouse or the factory ware- 
house. Then, the customer is liable. 

“In all cases, it is extremely important that all of this 

information be included in a quotation. Valuable time— 
and possibly the order—is lost if the potential buyer 
does not understand the quotation clearly.” 
e Personal Delivery—Occasionally, in large quotations, 
Carey says there may be some discrepancy between the 
customer request and Electrical Supplies’ actual quo- 
tation. When this is the case, it is delivered personally 
to the customer. At this time, Carey or one of his sales- 
men attempt to answer successfully any questions that 
deviate from the quotation and the request. The pur- 
chasing agent explains that this personal delivery service 
is good for two reasons. 

“First we'll answer the customer’s questions to his 
satisfaction right there on the spot. Secondly, this puts 
us in an enviable position to ask for the order immedi- 
ately. It saves time, and in a lot of cases, it is successful.” 


Follow-up Service 


Salesmen do not do any quotation work in the field 
with the exception of reading the suggested resale prices 
of the manufacturer. On any large order or purchase that 
might require special consideration, the salesmen are 
required to call the quotation department for a price. 

Carey says that many factors might enter into a 
situation such as this. These could include special dis- 
count: for quantities, availability or special purchases 
already made. 

Carey adds that because of the competitive situation 
in the field, the outside salesman often knows many 
factors not known by quotation personnel. That is why 
any unusual situation is discussed thoroughly. Then— 
and only then—when the quotation personnel and man- 
agement arrive at a price, the salesman quotes this to 
his customer. 

Electrical Supplies management controls the quoting 
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Supplies Inc. Handles Bid Business 


procedure strictly, with the idea of making fair profit 
¢ Common Sense Rule—In following-up a quotation, 
Carey says that there are no rules to fit all cases because 
of the different types of personalities involved. 

“Actually,” he adds, “it’s a matter of common sense, 
depending a great deal on your relationship with the 
particular customer to whom you quote. Each one is 
different. Each case is up to the discretion of the man 
who is going to follow-up the quotation.” 

Because Carey stresses this follow-up service, a copy 
of the quotation is given to the salesman whose account 
is involved, depending upon how well each individual 
knows that particular customer. 

In addition, the purchasing agent stresses that counter 
personnel are very much aware of the necessity for 
good customer relations 

“There is no strict line between the customer and 
the outside and inside sales personnel,” he says. “If they 
know a customer personally, countermen are allowed to 
call to see how we did on a particular quotation. This is 
done by all of us, regardless of whose account is involved 
We're all working for one end: to get the business 
Anyone in the organization can receive credit for a 
sale with any account. All of us work together 
¢ Diplomacy Needed—With some of the larger indus- 
trials and contractors, Carey emphasizes he finds it 
necessary to be diplomatic at times when he calls to 
find out whether or not his firm received the order 
The purchasing agent adds that whenever a call is 
made, the customer has to interrupt his business and 
check his quotation file for the answer. 

“However, we do it,” Carey says. “After all, it’s busi- 
ness, and we want to find out how we did on a quo 
tation. Actually, the customer expects us to check 
Normally, he will tell us only whether or not we got 
the order: He will not tell us how high we were. 

“Of course, other accounts are more friendly. You 
know you can call anytime and ask if you got the job 
If the customer tells you that your quote is high, he 
also will tell you that you can try again the next time 
a bid comes up. 

“Again, common sense is important. With the right 
kind of coordination and cooperation with all customers 

as should be prevalent in a good organization—there 
is no problem in either getting a job or in getting in on 
the ground floor of the next job the customer has 


Finding Job Information 


On large construction job quotations, Carey obtains 
most of his initial information from the Dodge reports, 
which list new job construction of any form. After! 
getting the information from these reports, the sales 
organization attempts to find out from the individual 
customer who is interested in bidding the job. 

If one of Electrical Supplies’ customers is interested, 
then Carey asks his supplier—or suppliers—to take the 
job off from the general contractor, and price it. When 
this is done, a quotation from the manufacturer is sent 
to the distributing firm, whose personnel, in turn, make 
the decision as to the company’s own profits. The quo- 
tation is then sent to the electrical contractor. 

After the job is let, Carey checks to see which electri 
cal contractor got the job. 

“Most of the quotation work here is done by the man- 
ufacturer and requoted by us to the individual electrical 
contractor,” the purchasing agent says. “Often, this is 
done because of the special nature of materials asked 
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for in the specifications. We are not in a position to 
make the decision. That must come from the manufac 
turer. It is his equipment that is specified, and he knows 
exactly what the architect and engineer want. Therefore 
he lays it out and prices it up for us 

“As far as we are concerned, it is not the job of the 
distributor to take off from specifications. This is the job 
of the contractor and the manufacturer. We, in turn 
quote the customer at a normal markup 

“This depends upon the size of the job, the customer 
and the competitive factor. We approach the particulat 
job in question on the basis of the material that is going 
into the job, and other material which often is not 
quoted, such as every-day bread-and-butter items. In 
some cases, the particular customer may be a good 
one of ours. If we lose these large orders, it is probable 


that we will more than pick up on counter business 


Whom Do You Bid 


Electrical Supplies is selective in sending out quota 
tions on bid jobs. When a particular project breaks, for 
instance, there are numerous electrical contractors whom 
the distributor personnel know will bid. When this is the 
case, the quotation personnel and management insist 
that the firm quote only those contractors with whom 
they are doing business or would like to do business, 
depending on those contractors’ standing at the time 

In other words, Carey says he has his customers, and 
that other distributors have their customers. Because 
of this, he sees no reason for broadcasting a quotation 
just on the hope he might do business with a contractor, 
even though he never has done business with the firm 

“It’s wasted effort and ammunition that might be de 
trimental to one of our contractor-customers,” he says 
“It's necessary to know the credit standing of the elec 
trical contractor to whom we quote. If you don’t take 
this into consideration, you could find yourself in a hole.” 
e Dependent Factor 
at Electrical Supplies are dependent on the particular 


The jobs quoted on per month 


activity in the area as far as new construction is con 
cerned, and whether or not the firm’s customers are in 
terested in quoting the jobs, according to Carey. He 
says there is no way to estimate an approximate number 
because of the fluctuating conditions 

“It could be one this month and six or seven next 
month. It’s purely dependent upon construction.” 


Profit Necessary 


As far as Carey and other management are concerned 
the percentage of profit arrived at on any quotation Is 
left up to the quotation department, on a normal every 
day procedure. On larger jobs, this particular facet Is 
carefully discussed with top management. The ultimate 
profit is determined by a meeting of the minds of top 
management and quotation personnel, bearing in mind 
the customer, the magnitude of the job, what extra 
profits on the job—above and beyond the quotation 
figures are concerned—can be gained and the attitude 
of the manufacturer at the time of the bidding 

“Quotation work in my opinion is a very essential 
part of the distributor’s operation,” Carey states. “You've 
got to quote. There’s no other way under the situation as 
it stands with competition. I don’t say you necessarily 
have to have a quotation department, but as far as 
answering and sending out quotations, | definitely think 
it's a very important part of the business. There Is no 
alternative. You can't get along without 1 





By George D. Farley 


Can the small electrical distributor suc- 
cessfully sell the big motor market? The 
management and motor-minded salesman 
of Kendall Electric Supply think so. Work- 
ing closely with a manufacturer's agent, 
they have developed a good-sized and 
profitable business with large and small 
industrials and are moving toward indus- 
trial-type contractors. 


HUDDLING over a recently sold 60-hp motor in the W. K. 
Kellogg Co. power house are (left to right) Don Hainline, 
salesman, Kendall Electric Supply; E. B. (Bruce) Dewey, 


Small Distributor Sells Motors 


OUR YEARS AGO, Kendall Electric Supply decided 
to go after the industrial motor market. Today, the 
Battle Creek electrical distributor’s motor business 
accounts for 14% of its toral annual sales volume—and 
this, at profit margins ranging from 14 to 35%. 
¢ Right Formula—How did Kendall Electric do it? Ac- 
cording to sales manager Jack Shay, the distributing firm 
took these basic steps and built on them: 

© Cooperation with the motor and the motor control 
manufacturer through close work with agent E. B. (Bruce) 
Dewey, representing the Louis Allis Co. and the Allen- 
Bradley Co 

e Cultivation of large and small industrial accounts 
and industrial-type electrical contractors by motor-minded 
salesmen 

® Continuous customer education and missionary work 
on the benefits and services offered by the local elec- 
trical distributor prepared to gear operations to the needs 
of the motor customer, as well as to supply all other 
electrical materials 
e Sales Set-Up—tThree outside salesmen plus the sales 
manager, Jack Shay, actively cultivate and sell the motor 
market in Kendall’s mid-Michigan territory. 

With the large and small industrial accounts, their 
approach is simple. They always call on the purchasing 
agent first. On subsequent visits they also ask to see him 

if he has time. 

“P.A.’s in our area are very emphatic about control 
of details involved with purchase of material,” explains 
Shay, “so we make a point of checking with them so there 
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will be no misunderstandings. After all, they issue the 
‘selling license’!” 

On these initial calls, the distributor’s salesman will 

acquaint the p.a. with the services Kendall can give, 
stressing the assistance of manufacturers’ agent Dewey, 
if needed. 
e Back Of Plant—Through the p.a., the salesman gets to 
meet members of the engineering and maintenance staff, 
plus—in the case of the large industrials—the design engi- 
neers. Frequently he is shown the plant operation and 
this prepares him for the next step in the motor selling 
plan 

[he salesman then sits down with Dewey and Shay to 
discuss potential motor and control needs tailored to the 
particular customer. They then arrange for a follow-up 
call on the p.a. and the engineers or maintenance men. 

Kendall’s three salesmen and Shay draw heavily on the 
experience and know-how furnished by agent Dewey. A 
graduate electrical engineer, he is specially effective in 
helping sell the industrials that design and assemble cus- 
tom machines for their own production lines. His main 
job: to help the salesman convince the customers that it 
is wiser and less expensive in the long run to buy motors 
for inclusion on the machines rather than to buy the 
complete machine with motor and controls considerably 
marked up. Dewey is always available to customers for 
aid on speed drives as well as help on design and engi- 
neering questions. 
e¢ Who Buys?—Kendall Electric serves three types of 
motor customers—large industrials, regular size indus- 
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SALES MEETINGS, though small and impromptu, are vital 
to keeping personnel motor-minded. Here Dewey briefs Jack 
Shay, Burt Kirkham and Hainline on gear motor 


manufacturers’ agent for Louis Allis Co. and Allen-Bradley 
Co., and Thurman Allen, electrical engineer for the breakfast 
food firm. Motor drives forced draft drying fan 


In a Big Way 


trials and the industrial type contractors. 
Among the large manufacturers are W. K. Kellogg Co INDUSTRIAL CONTRACTORS, 
and the C. W. Post division of General Foods. Here, are constantly cultivated by Kenda 


Irohlem marein i 
standardization is the key to motor sales. Though it in motors. Problem: margit re 


volves a substantial amount of engineering by Kendall 
salesmen and Dewey, both firms have standardized and 
specify the Kendall product line—but it’s a continuing 
effort. 
The regular industrials are small and medium-size man 
ufacturing firms that have their own staffs. They require 
more engineering, but the problems are not as great 
Many are served by industrial-type contractors, the third 
kind of motor customer 
“Our big job is selling the contractors,” says Jack Shay 
“They must be convinced of the motor market's untapped 
potential. They get everything in small plants but the 
motor because the margin seems too small to bother with 
but they forget that for this margin they don’t have to do 
a thing. There’s no stocking by them, no engineering 
either. We take care of that. They get their 4. 5 or 6 
© Where the Money Is—Unit-wise, 85% of Kendall Elec 
tric’s motor sales are in the 42- to 15-hp group. “We do 
well in gear motors,” says Shay, “which can run anywhere 
from two to four times the price of a standard compara 
ble motor, but gives that much more flexibility to the 
user.” 
Where does the potential lie? “Now,” continues Shay 
‘it's about evenly divided between big and regular-size rEAMWORK between 
customers. We're building more intensively—and pr tailored to applicatio 
ably t 
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Counterman Abe Rumaner pencils in a last order from a small account. From now on this customer 
will pay cash for material, because Baldwin-Hall is waving . . . 


Goodbye to Small Orders 


By Herb Cavanaugh 


dl HIRTEEN dollars and ten cents, 
$2.16, $2.41 and $5.48.” Robert 
F. Baldwin, president of the 
Baldwin-Hall Co., _ Inc., 
N.Y 
sales 
order figures 
Closing the 


Syracuse, 
firm’s 
small 


scans the pages of the 


record book reciting 


book he remarks 
“These are small orders from accounts 
that we are extending credit to. It’s 
ridiculous. We have 


been soliciting 
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Think a lot of little items add up to a large sum? Here's 
one distributor who doesn't. He's going all out to get rid 
of small accounts that charge small orders 


business from too many customers of 
this type—the kind 
order potential.’ 
“What's wrong with small orders?” 
Baldwin “You can’t make any 
money on them!” Six percent of the 
company’s business is in this type of 
“and that 6% 1s 50% of 
all our transactions,” he states. Bald 
that there will never be 
enough potential volume in this type 


with no large 


asks. 


transaction 


win Says 
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of small account to warrant the ser- 
vice that other 
customers, and the expenses that are 


they want to give 
tacked on to small orders and large 
orders alike 

“Unless,” Baldwin 


customer has a 


explains a 
potential for 
want 


bigger 
and the 
and 
orders the 


don’t him 


we Say 


volume, we 
goodbye to him 


under-$20 


faster 
his perpetual 


better.’ 
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ae 
PRESIDENT Bob Paldwin shows how CLERK, whose job is to gather information from “Ka 
time-saving photographic reproducer file, gets her requests from P.A. system on of cabinet 
helps cut down small order losses When she finds right card she speaks into P.A. It 


rdex 


e Investigation — To find out just 
what small orders were doing to its 
business, Baldwin-Hall had to make a 
microscopic, internal and external 
study of its organization. The study 


got underway in February 1958. Here ; : 
. ? “"“ INSIDE SALESMAN, Herb Owens. who 


takes down information over phone that 
is connected to P.A. system. As he copies 
into three groups for the month of _ jnformation, he tells customer. Then 
February °58, it was learned that 


are the results: 
e By dividing all customer invoices 


55.3% were less than $21, 31.3° 


were less than $100 and 13.4% were _ 
over $100. Co: 
_ a 


e Actual paper handling costs were 
determined from the time the order 
was transferred to the charge form 


MEMORANDUM which contains penciled-in information 
Is sent to girl to be typed. Entire system is a method used to 
keep in touch with good small account customers 


processed through the order service 
dept. and prepared for the customer 
Labor costs, stationery and postage, 
divided by total number of invoices, 
gave an average handling cost of 
$1.27 each. Average gross profit of 
all orders less than $21 was deter- 
mined to be $1.56. This left 29¢ to 
pay all other expenses 

The study was continued for March 
1958 and concluded by comparing 
the February and March months of 
1959 with the ‘58 study. Results? 
One half of the customers was pro- 
fitable and the other half was not. 
e Corrective Measures — After the 
study was completed, Baldwin-Hall 
decided to take some necessary steps 

ones that would not cost them any 
business and would result in reduction 





of small order losses 
e Ticklish Problem — “We have 
divided our business,” Baldwin ex- 





plains, “into various cost factors such 
as Outside and inside selling; service; 
warehousing and administrative ex- 
penses. What we hope to determine,” 
he said, “is this. Does the warehouse 
operation, the way we are now 
operating and performing this func- 
tion, pay off? What do we actually 
make—per charge—on direct ship- 
ments after expenses are taken out? 
If our suspicions are confirmed and 
we find that we are making our 
profits from large orders on direct 
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Goodbye Small Orders (cont.) 





FORMS which the photographic repro- 
turn out with time saving 
shown, right. Machine costs 
$1,200 justified its cost. 


ducer can 


speed are 


Baldwin has 


shipments (where you only have paper 
work to contend with), then we will 
have to solve the ticklish problem of 
the merchandise 
that we carry and,” he “stop 
giving the kind of have 
been giving on stock shipments.” 

e Delivery Instead of making de- 
liveries every Baldwin-Hall is 
making them once or twice a 
“As a matter of fact,” Baldwin 
“we are thinking about going 
five othe 


reducing types of 
added, 


service we 


day, 
now 
week 
reports, 
in with about four or 
distributors around here and employ- 
ing a common carrier.” Object behind 
all of Baldwin he pays 
truck $3.50 an hour. 
“Say who wants 
to buy Baldwin 
business 
They 
because they 
This means 10 
about $2 a trip. Even 
these lamps, 
have to 
work 


this: Says 


and drivers 
you have a custome! 
from you,” 
suppose this 
$200 a 


lamps 
“And 
to about 
units of $20 


narrates 
amounts 
order in 
can’t store the lamps 


year 


trips a year at 
if we made 30 on 

that comes to $6—but 

take off $2 for trucking, 
and other expenses 

e Withdrawing Salesmen Baldwin 
says that he has to keep in mind a 
large potential customer when the firm 
service The 
goes on small and 
this case. “But where the potential of 
not keep 
and eliminate that 
Chis 
ex- 


you 


paper 


IS giving Same service 


large orders in 


the account is large—we 
the salesmen away 
account from our credit line 
saves, Baldwin explains, “in 
pense (which amounts to 26 of 
the gross profit in 
count) time.” 

“Those accounts that 
credit line pulled from them will have 
to pay the 
we're backing this up 


It ll be 


mavbe well do it by 


sales 


this type of ac 


and sales 


have had the 


cash over counter, and 


vith addresso 


plates brutal telling 


this 


graph 
them 


68 


letter—but let’s not forget we're in 
business to make money.” 

e Keeping Contact—“One of the 
problems,” Baldwin states, “is 
forecast whether or not a 


big 
trying to 
customer has a large order potential. 
If we are not sure, and we would like 
to maintain contact, but at the same 
time save that outside sales expense, 
our inside salesmen keep in touch 
with these accounts. They'll call them 
once or month and 
there is anything we can do 
that customer 
still get service, but won't 
rush a truck over (except in emer- 
gency cases). We'll wait until we have 
then 


about twice a 
ask if 
them. If 


for there is, 


will we 


group of orders going his way 
we'll deliver it.” 

e Memorandum System — A system, 
used to solve the problem of taking 
fast and keeping them, has 
been developed by Baldwin, which 
also takes in the problem of the small 


orders 


order 


Here’s how it works (see page 67): 


Inside salesman receives call from 
customer who wants to order, inquire 
about or price a specific item. Inside 
salesman presses hold button on his in- 
coming line, goes to another line and 
asks girl stationed at Kardex about 
item. His voice comes over speaker 
located over files and the girl can look 
up item and at same time call out in- 
formation into the two-way speaker to 
inside salesman on other end. Infor- 
mation is then relayed to customer and 
memorandum pad 
girl who 


of small 


down on 
order is then 


up (except In Cases 


copied 
The 
types it 
orders, store accounts and some back 
they are written in pencil) on 
in invoice form 

e Blanket Order 

cut down on 
from small order losses is the blanket 


given to 


orders 


method 
resulting 


Another 


used to losses 


form. “Our customers,” Bald- 
win states, “who want to do business 
this way—they usually like it because 
it saves them paper work 
blanket order. Every time they want 
to order some equipment they phone 
us and we charge it to their blanket 
the end of the 

they order is 


order 


send us a 


number. At 
the material 


order 
month 


gathered on to one invoice and put 


through. It saves on paper work and 
the number of invoices we have to get 
out per month.” 

e Faster Billing — A $1,200 ma- 
chine that has eliminated 112 people 
from Baldwin’s billing operation has 
not only eliminated the need for 
typing out invoices and reduced con- 
siderably the time to produce paper 
work, but it used for 
back order operations, aging sheets, 
invoices, sales 
booklets for 


can also be 


letters, manufacturer’s 
reports 
contractors 

The machine is an Ozalid photo- 
graphic reproducer and it has cut 
down the length of time needed to 
bill a customer by three to four days 
“We five or six days 
behind in our billing,” Baldwin said 
“Now it takes only two days and we 
are shooting for 18 hours.” 

Here are Baldwin Hall’s_ billing 
steps: (1) needs of customer 


interpreted and order is written on 


and quotation 


used to be 


are 
charge (2) price goes on charge after 
credit is approved and prices quoted 
(3) order goes to order service depart- 
ment and it is taken off 
then to extension and checking. (4) 
Ozalid machine takes over and makes 
number of forms from 


cards 


up proper 
original invoice 

By using a_ re-takeoff method, 
Baldwin Hall is hoping to solve the 
eliminating any 


problem of costing 


order less than $20 
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Here is a rundown on 


changes in the National 
Electrical Code which high- 
lights the revisions of parti- 
cular significance in your 
future selling efforts. Pre- 
pared by an expert, it can 
help you pinpoint product 


emphasis for customers. 


For Dwelling Occupancies 
Grounding - Type Receptacles 
Must Be Used In — 


Laundry rooms 


Breezeways 





Basements 


Cellars 





Big Changes In the Code: 
What They Mean to You 


HE recently-issued 1959 edition of 

the National Electrical Code repre- 

sents substantial revision and 
change in the 1956 requirements. 

A completely new numbering sys- 
tem is used for designating various 
sections within articles. 

Most of the tabular from 
Chapter 10 of the old Code has been 
re-shuffled to place the tables closer 
to the sections to which they apply 
And a number of major changes 
have been effected in the use of elec- 
trical equipment and materials. The 
following covers the more important 
changes in and installation 
requirements: 


NEW DEFINITIONS 


definitions 


data 


design 


Several new have been 
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added to Article 100 in the front of 
the Code. These serve to clarify terms 
which have and mis 
understood. A few of new de 
finitions are as follows: 


been misused 


these 


Automatic—means self-acting, operat- 
own mechanism when 
some impersonal influ- 
ence. A control operation in which 
a motor starter or magnetic contac- 
tor responded to control by a ther- 
mostat (or pressure switch, or limit 
switch, or float switch or other “im- 
personal influence”) is properly de 
‘Automatic” control 


ing by its 
actuated by 


scribed as 


Non-Automatic—means that the im- 
plied action requires personal inter- 
a hand-operated 


vention (the use of 


switching device, such as a pushbut 
initiate the 
a pushbutton to operate a 
a typical 


non-automatic control operation. 


ton) to control operation 
The use of 
Starter 1s 


magnetic motor 


Current-Limiting Overcurrent  Pro- 
tective Device—is a device (a fuse o1 
and CB 
shortcircuit so fast 
fault 
build 


could 


combination fuse device) 


which clears 


(less than a half cycle) that the 


current does not have time to 


up to the maximum value it 


reach, that the current is actually 


limited to a value uch lower than 


the system is capable of delivering 


AC General Use Snap Switch—is a 
form of general use snap switch suit 
able for . It 


only for use rnating cul 


CONTINUED 





Big Code Changes (cont.) 





FIG.2 


Minimum of Two Smal! Appliance 
Circuits Required in Dwellings 


ais 


| F— 
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7 
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20-amp 
protective 
device 


For Loads In: 


Kitchen 
Loundry 





Pantry 
Dining - room 


| 
| 
| 
; 
| 
Breokfast-room Y 


Appliances 
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| 
i 
| 
| 
| 
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Circuits must 
have only 
receptacie 
outlets 


No. 12 
wires 
} 





Pe», Gree 





circuit for controlling: resistive 
inductive 
tric discharge lamps) 
the ampere rating at the voltage in- 
volved; tungsten filament lamps loads 
not exceeding the ampere rating at 
120 volts; and motor loads not ex- 
ceeding 80% of the ampere rating 


of the switch at the rated voltage. 


rent 
and loads (including elec- 


not exceeding 


More Use of 480/277 Volts—The 
old Code permitted the 277- 
volt (or 265-v, depending upon the 
voltage spread) fluorescent and mer- 
cury-vapor lighting in industrial es- 
tablishments, office buildings, schools, 
The 1959 edition expands 
277-v lighting, 
allowing its now in public and 
commercial areas of other buildings, 
such as hotels or transportation ter- 
minals. [his mean more sales of 
ballasts and luminaires for 277 


use of 


and stores 
permission for use of 


use 


will 
ati-V 


circuits 


Receptacles on 30-Amp Circuits: 

le required that plug 

30-amp circuits 

ther 20-amp or 30- 
Code permits only 
eptacles on 30-amp 


The | COC 
receptacle d on 
be rated 
amps. The 
30-amp rated 
circuits. 


Spacing of Rece, icles in Dwellings: 
To clarify the !,yout of plug re- 


| 
y 
@ @ 


| @ & 


Appliances 


ceptacles in dwelling occupancies, the 
1959 code sets forth the following. 

“In every kitchen, dining room, 
breakfast room, living room, parlor, 
library, den, sun room, recreation 
room and bedroom, receptacle out- 
lets shall be installed so that no point 
along the floor line in any 
wall space is more than six feet, 
measured horizontally, from an out- 
let in that space including any usable 
wall space two feet wide or greater 
and the wall occupied by 
sliding panels in exterior walls. The 
receptacle outlets shall insofar as 
practicable, be spaced equal distances 
apart 

“Receptacle outlets in floor shall 
not be counted as part of the required 
number of receptacle outlets unless 
the wall.” 


usable 


space 


located close to 


Use of Grounding Receptacles: 


The Code requires extensive 
application of grounding-type plug 
receptacles in dwelling occupancies. 
These are receptacles with three open- 
two for the circuit wires 
and one opening for the grounding 
These receptacles take 
the three-prong type of plug used on 
many appliances (Fig. 1). The next 
rules follows: 

is installed in the 


new 


Ings slots 
connection 


are as 


‘Where an outlet 


kitchen at the sink location, this out- 
let shall be of the grounding type. 
“Only grounding type outlets shall 
be installed in laundry rooms, open 
porches, breezeways, basements, cel- 
lars, work shops, garages, on the ex- 
walls or in 
the outlet may 


terior surfaces of outside 
like locations where 
supply equipment used by persons 
standing on the ground or on 


grounded conductive materials.” 


Another Kitchen Appliance Circuit: 


The 1956 code required that at 
least 20-amp branch circuit be 
provided for all receptacle outlets 
(other than clock outlets) in the 
kitchen, laundry, pantry, dining room, 
and breakfast room of a dwelling 
occupancy (Fig. 2) 

This circuit included to han- 
dle the small-appliance loads in these 


and no outlets at all in other 


one 


was 


areas 
areas. 

The recognizing the 
rapid growth in application of kitchen 
appliances and similar small appli- 
ances, now minimum of 
two such appliance circuits in dwell- 
ing Occupancies. This is a mandatory 
increase in the number of circuits 
required and may very well have the 
effect of diminishing the use of 4-cir- 
cuit type entrance panels, 
even where gas is commonly used be- 
the combination 
utilities 


1959 code, 


requires a 


service 
cause of rates of 
gas-electric 
Service: 


Calculation For Residential 


Section 220-7 of the 1959 Code 
sets forth a method for calculat- 
ing the required size of service en- 
trance conductors to a 
This method, may be used only for 
individual (one-family) 
only where the 
mum capacity of 
115 /230-v 


new 
residence 


residences 
service has a mini- 
100-amps, 3-wire, 
the total load 
one set of service en- 
trance conductors. This new method 
recognizes the greater diversity ob- 
tainable in large capacity installations 
—the fact that simultaneous use of 
appliances and other load decreases 


as the total 


and where 


is served by 


load increases 


Size of SE Conductors: 
The 


states that service 
entrance must have a 
minimum capacity of 100-amp, 3- 
wire, when the initial load of a single 
family residence is 10-kw or more— 
220-4. 


Code 


conductors 


new 


as calculated by new section 


Changes in Overcurrent Protection: 


A number of rules in- 
cluded covering application of over- 
current devices (Fig. 3): 

1. Overcurrent 


new are 


devices installed in 
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residential occupancies on clr- 
cuits of 20-amps or less Must 


be of the time delay type. This 


includes fuses and _ circuit 
breakers 

2. Type S plug fuses are made 
mandatory, becoming effective 
on January 1, 1961. Edison-base 
plug fuses—0O to 30-amps—may 
be used only in holders for Type 
S fuses. 

Under the new rule, fuses rated 


16- to 30-amps could not be used to 


replace fuses rated up to 15-amps 


The use of self-locking adapters in 
Edison-base fuse sockets would limit 
interchangeability of plug fuses 


The 1959 Code requires that “now 
interchangeable circuit breakers used 
for lighting and appliance branch cir- 
cuits in residential and other oc 
cupancies, except where the condi- 
tions of maintenance and supervision 
assure that overcurrent protective de- 
and branch circuit wiring will 
be maintained at proper rating” shall 
be non-interchangeable on the follow- 
ing basis for breakers up to 250-v or 
and not more than 100-amps: 

Q to 20-amps 
21 to 50-amps 
51 to 100-amps 
NOTE: The 


become 


vices 


provisions of this 
effective July 1, 


sec- 


tion 1960 


Grounding Portable Appliances: 
The new Code for the first time 
requires grounding of certain porta 
ble appliances in residential occupan 
cies (Fig. 4): 
1. Clothes 
Dishwashers 


washers 


FIG.3 


Mandatory Type S Fusing 
Restricts Interchangeability 





Type S fuse has a shank diameter " 
smaller than standard Edison base @® 








Type S adapter fits into Edison base 
cutout and takes Type S fuse rated 


for O-I|5amps or 16-30 amps 


3. Portable, hand-held, motor-op 


erated tools and appliances 
such as: drills with chuck 
capacities over ¥s inch, hedge 
clippers, lawn mowers, wet 
scrubbers, sanders and saws 
New Types of Wires: 
Conductor tables in new article 


310 list type of insulated 
ductors, as follows 
1. Type THW—tThis is 
and heat resistant thermoplastic 
insulation rated for 75C appli- 


cations of general circuit wiring 


new con 


moisture 


in dry and wet locations. It is 
a plastic insulated version of 
RHW conductors 


2. Type SA—This is a conductor 
using silicone 
rubber as the insulation, with an 
outel 


glass It is 


solid dielectric 


covering of asbestos on 
rated for 10C ap- 
plications in dry locations, with 
a maximum 
ture of 125C for specials 
3. Type TBS—tThis is a 90 
ductor, with thermoplastic and 


operating tempera 


con 


fibrous outer braid, for switch- 
board wiring only 

It should also be noted that 
type WP conductor has been 


deleted from the tables 


Unlimited Number of 
Cenductors in Conduit: 


In the past the National Electrical 
Code has prohibited the use of more 
than 


nine conductors in a single con 


duit for general purpose power and 
light wiring. Only special exceptions 
were made to this rule The 1959 


FIG. 4 


In Residential Occupancies 
These Portable Appliances 
Must Be Grounded 














now permits filling of conduit 


a percent 


Code 
with 
age ol the 
Tables | 


Code 


conductors based on 
condult 
of Chapter 10 in the 


maximum 


cross section 
and 


new show the num 


bers of conductors of various sizes 
installed in the various 


The 
a particular 


which can be 


sizes of conduit or tubing max! 


mum number of wires in 


case is determined by taking 40 ot 


the cross section area of a conduit 


(when four or more wires are to b 


used and dividing into that value of 
one of 


the cross section area of 


area 
the conductors to be installed in th 
example, 103 No. 12 


used in a 4-inch conduit 


conduit As 
wires can be 
As in the past 


Code 


howevel the new 


requires derating of carrying 
capacities when more than three con 
used in a conduit. For 4 


derated to 80 


ductors are 


to 6 wires, each 1s 


of its carrying capacity when only 


. +A 
three are used. For to + wires, a 


70 der 


25 to 4 ? 


And 


capacily 


ating is used. For 


wires a 60% derating 1s used 


above 42 wires, a carrying 


is Only 50 of the base value 


Qutdoor Wireways: 


The 


wireways 


new Code permits the use of 


and auxiliary gutters for 


outdoor applications, provided they 


ire of raintight construction 


MI Cable in 
Hazardous Locations: 


Iype MI cable with termination 
httings approved tor the purpose may 
now be used as general wiring 
method in all classes and divisions 
of hazardous locations 


Clothes washer 


Dishwasher 


table drill w 













HOW to get more profit from your customers is 
pointed out by Bob Heidt 


PUTTING THE 
MiCrOCCOPE ON; 


ae 


= The ‘9 foy Wonders” 


iw Ane‘ Money Traders” 
The "Gupor loryine Aecounte 
Ane ‘Foreign Trade 
Ahe ‘bow Vrotit Coles 
he Credi? Loturners 


=. J 


ANALYZING each customer’s account shows how profita 
ble he really is to your business 





Pinpointing the Profitable 


This can be done best, according to one distributor's simple 
but effective slide talk at NAED's Eastern Region Convention 
(page 93), by eliminating the customers who are unprofitable. 


O YOU HAVE AN IDEA of how many really 

profitable customers you have right now buying 

from your company? I mean the number of 
customers who give you profitable business as compared 
to the number of customers who just give you the 
business every chance they can. 

First of all, I think we have to define our terms, 
What is a profitable customer? If this were Utopia, 
I'd imagine a profitable customer to be one who: 

gives you a completely unsolicited order 

. . . for which profitable material you are an author- 

ized distributor 

priced on and at suggested manufacturer resale 
sheets 

in large dollar amount 

accompanied by a prepaid certified check 

with instructions to ship at your convenience 

and you have exactly the right stock on hand 

to make one capacity shipment in standard 
cartons to a point of delivery within your trading area 

and he repairs or replaces all damaged-in-transit 
materials at his own expense 

and he has no returns or replacements 

By now you're smiling and reflecting on what a 
wonderful thing it would be if all your customers had 
all of these attributes, and you could operate your 
businesses under these ideal conditions. As a matter 
of fact, you darn near might settle for one or two of 
these conditions. 

But back to reality. After many years of so-called 
near “profitless prosperity,” we at Our company decided 
to find out how many of these elusive and hard-to- 
come-by profitable customers were among the names 
in our accounts receivables. In other words, how close 
did our customers come to measuring up to these 
Utopian conditions. 

We made an analysis of each and every one of our 
customers to see just how profitable he really was. 


72 


Now, analysis is a high-sounding word—I actually like 
to call it “putting the microscope on each customer.” 
What did we look for under this microscope? 

We looked for the slow pay customers—the “90-day 
wonders”—and over—who lived off our genorosity. 

We looked for the low profit customers who just wanted 
to trade dollar bills 

We looked for the customers who demand service 
beyond sales returns, such as special rush deliveries, 
unusual expediting, excessive price quotations and so on 

We looked for the customers who are outside our 
normal trading area 

We looked for low profit commodity sales 

We looked for those customers with unusual amounts 
of returns for credit. 

We found enough under this microscope to convince 
us that specific action was needed if we were to con- 
tinue in business. 

We found one customer who was constantly giving 
us delivery and expediting problems on business that 
was strictly sub-normal gross profit. Our decision: get 
rid of this account. 

We found another with a volume of business at low 
profit from stock. Answer: cancel price agreement; 
solicit more profitable business. 

One was out of our normal trading area. Delivery 
was always an effort and profit not always at normal 
rate. We invited this customer to do business elsewhere 

One account’s gross profit dropped from 29 per cent 
to 16 per cent. We had to find out why 

Another with a gross profit of 8 per cent. Question 
what are we selling and why? Can we raise? If not, drop 

One account had big volume possibilities—but all 
nickel and dime quotations—all written—too many bid- 
ders. We're better off without his business 

We found some slow pay accounts—credit headaches 
Answer: increase the profit rate to 40 per cent. That 
will discourage them or pay for our troubles 


ELECTRICAL WHOLESALING—October, 1959 








CUSTOMERS who cause delivery and expediting problems 
should be gotten rid of 


Customer 


By Robert E. Heidt 


President 
Heidt Electrical Supplies, Inc 


[his account gives us good volume—better than aver 
age profit. Increase sales coverage here. Pay a lot of 
attention to this account 

This account doesn’t seem to know what he wants 
We're doing his engineering on guesswork. Too many 
returns of wrong material. We can do better without 
his business. 

The total effect of all this analysis of our accounts 
receivable was that we began to get choosey about who 
we were going to do business with. We invited certain 
customers to do business elsewhere. We priced ourselves 
out of business with certain others. It was a revelation 
to us that some customers, upon being presented with 
higher prices, actually continued to do business with us 

This selective selling policy gave our company other 
advantages. Our outside salesmen increased their cover- 
age of more profitable customers; they're now concen 
trating on the more profitable commodities. Our inside 
salesmen now have more time to handle the more 
profitable customers; more time to earn a profit on 
each order. 

We have a closer supervision of returned materials 
Our bank borrowings are reduced. We were able to 
reduce the number of personnel. We were able to effect 
a reduction in our outside trucking and other expenses 

The actual results of our customer analysis and 
corrective action are these: 

e 15 per cent reduction in gross annual volume of 
business. 

e 10 per cent reduction in inventory requirements 

e 13 per cent reduction in overhead expenses 

e 3 per cent increase in company gross profit rate 

e Increased net dollar returns at a lower gross annual 
volume of business. 

We all know there is no Utopia—especially in our 
business. But, by reverse action—by the elimination of 
those accounts that are far removed from the Utopian 


conditions—you will find the “profitable customer.” 
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Separating 
Lighting 
Supplies— 
A Trend? 


from 


In a recent lighting survey conducted by ELECTRICAI 
WHOLESALING, replies—while not necessarily indicat- 
ing a trend—showed that many distributors are think- 
ing, in One way or another, of setting up an entirely 
separate warehousing and sales organization for light- 
ing fixtures. Of 141 replies from distributors through- 
out the nation, 34% said they either had set up 
separate departments or were thinking about doing 
so in the future. Most agreed that the problems in 
merchandising lighting—particularly residential lines 

are acute enough to warrant some form of action 

Some distributors said they have made physical 
Separations in their existing buildings. Others indi- 
cated that they have plans to construct new buildings 
in which they will separate the lighting and supply 
departments by maintaining separate warehouse space 
and sales personnel 

Following are verbatim replies concerning what 
distributors are either doing or contemplating: 


Our lighting fixture display room is divorced entirely 
from our apparatus and construction materials as fat 
as display is concerned, being in adjoining building. This 
applies entirely to residential. Both buildings are open to 
each other on second floor for stock purposes—Mans- 
field, Ohio 


Lighting has always been a separate department. How- 
ever, it is integrated with overall operation—Rock ford 


Hl. 


Yes—thought quite seriously of it, but at present 
money is too tight at contractor level to make such a 
move—Brockton, Mass. 

Our warehousing and sales have always been separate 
but overlapping, i.e. separate invoicing, sales personnel 
and inventory control—Uniontown, Pa. 

We have large showroom and one fixture salesman 
don’t plan any immediate changes in setup—Roanoke 


Va. 


Not a separate warehouse, but we may enlarge our 
fixture display—Hartford, Conn. 
We now have one and we plan a sub-distribution dis 


play and sales room—Atlanta, Ga 
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Ihe same road ... or separate ones? 


We use one warehouse for all the merchandise that we 
sell. However, we have a fixture manager with two 
assistants who spend all their time selling fixtures, taking 
care of the showrooms, and inventory and making quota- 
tions to contractors on fixture jobs—Scranton, Pa 

We are thinking of opening a separate showroom 
and leaving it open evenings—Waltham, Mass 


We have plans for the near future—Kansas City, Mo 


We have separate sales people for lighting—besides 
which our regular sales people sell lighting—Boston, 
Mass 


Planning to set up separate salesman to handle light- 
ing fixtures only—spending part-time inside selling on 
the floor and part-time outside calling on customers. 
Also, he will be doing most of the purchasing of lighting 
fixtures. However, this is future planning and not for 
this veal Bay City, Mich 


New showroom—more warehouse space for fixtures 


Philadelphia, Pa. 


We have set up a separate sales organization devoted 
to sales of lighting fixtures only. This organization has 
a separate building containing showrooms and ware- 
housing. However, we still maintain and warehouse light- 
ing fixtures from our supply headquarters—Los Angeles, 
Calif 


At the present time, we have a separate sales or- 
ganization for selling residential lighting. Our commer- 
cial fixtures are sold by our supply salesmen—Council 
Bluffs, Ja. 


Separate lighting department at general office head- 
quarters. Specialty lighting men in some of our branch 
operations—Davenport, la 


We are now in the process of moving, but do not 
plan a separate warehouse for lighting fixtures. We do 
have lighting specialists and concentrate on lighting 


Chicago, Ill 


Have had separate sales organization for two years. 
Have big stock to back up display—Columbus, Ga. 


Yes, we have our lot with ample parking facilities 
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ready to build at the right time—Kingsport, Tenn 
Present planning for a separate organization is long 
range—about five years—Toms River, N.J 


We do have a separate department in our sales or- 
ganization concentrating on lighting and lamps—Salina 
Kan. 


We are planning on building addition for fixture ware 
house and additional display—Seymour, Ind 

We are contemplating an entirely separate showroom 
enlarged and completely divorced from our regular sales 
building—Mount Holly, N.J. 

* * a 

Yes, we have discussed our plans with lighting fixture 
manufacturers, and in the near future we feel that we 
will have our lighting fixtures sales completely separate 
and apart I 
we can now show 


Ma 


and be able to display many more items than 


I lorence {la 


We have recently built a separate warehouse and 
lighting studio with sales organization. Studio is approx! 
mately 27-ft x 40-ft and devoted exclusively to light 
fixtures display—Fr. Smith, Ark 


Future plans only, nothing now—Hopkinsville, K 
Purchased additional storerooms for selling and ware 
housing lighting fixtures—Dayton, Ohio 


No separate warehouse. Lighting specialist now works 
with regular outside men, two showroom salesmen 
ittshureh, Pa 


Our fixture department is operated separately from 
our supply business but all stock is carried in our ware 
house. Our regular salesmen do sell lighting but we 
employ two lighting consultants that work mostly with 
architects—Kansas City, Kan 
We have this in effect now—Pensacola, Fla 


Yes, we have }uUSt a ijded a showroom and now have 
a male fixture specialist and a female sales clerk in this 
showroom—Jacksonville, Fla 


We have given this some consideration, but have 
taken no positive steps—Wilson, N.¢ 

We already warehouse in a separate floor of our build 
ng, but there are not enough people in our market to 
warrant a completely separate fixture sales organization 

Huntington, W. Va 


For a number of years our lighting division has 
functioned to a considerable extent, separately from our 
other departments. The fixtures are warehoused in segre 


gated areas and stock is handled and orders filled by 
lighting division personnel. The major portion of our en 
gineering, quotations, and sales are handled by our light 
ing division personnel. However, our A&S salesmen are 
invaluable in digging up leads and establishing sales, 
working as a team with our lighting personnel. Our ac 
counting, billing and shipping are common to all de 
partments—Detroit, Mich 


Just completed 8,000-sq ft warehouse and show 


room—four salesmen and saleswoman and two ware 
house men-—Birmingeham, Ala 
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We intend only to enlar 
Schenectad\ V.) 


7e our fixture showroom 


We have a Separate sales organization. We assign an 


entire floor of our warehouse for nothing but fixtures 


Baton Rou n La 


Yes, in process ol establ shing Separate department 
to handle residential lighting fixtures—Sacramento, Calif 
We already have 1 specia zed sales organization on 
lighting. It is our intention that this phase of our busi 
ness will be given every opportunity to grow. Separat 
warehousing is a distinct possibility some time in th 


future—Lincoln, Neb 


We are thinking seriously f it. When you speak of 
lighting fixtures, you are speaking of two different ani 
mals. Residential light 


sales must definitely be separated from regular electrica 


fixture for retail and showroo 


wholesale sales, under present marketing conditions 
Phoenix, Ari: 


We have separate lighting showroom and residential 


f 


department. This dep 


commercial. However, our industrial and commercial 
is handled by our regul ‘ department in most cases 


Cleveland, Ol 


Yes, but have made no basic plans. Contemplating 


fixture sales organization ko Wo lex 

Idea has merit—our company won't go for is yet 
Waukeean, Il 

Have given the idea considerable thought. Feel th 
ultimately this is the right w f sidential lighting 
to be merchandised. Shortage of e and training of 
personnel holds back further steps in tl direction 
Chicago, Ill 

Have had separate lighting sales dept. for 15 ye 
seek ways to justify this expense in present sale situation 


At the present time. we warehous lighting sep 


rately and operate a separate lighting cle partment covel 
ing quotations, purchasing, ete-——Chic I] 

We maintain separat varehousing ilesroom ind 
personnel under the same roof with our wholesale suy 
plies Davtone Beacl / 

Yes. However, we have competition from some manu 
facturers selling direct to contracto nd hardware stores 
which reduces our potential-——Gadsde { 


t 


No separate warehouse, but we do have three commer 
cal and industrial specialists and two employees whi 


devote full time to residential sales Vian Fl 


A specialized department is being organized but no 


separated from our present operation—TJoledo, O] 


We have maintained a separate department tor light 


ing for many years Varehousins es pricin et 
New Haver Conn 
We handle all lighting within rgan ition. We 


would not think it possible to havi parate organiza 
tion as lighting is only of the total job. Our men 


sell the entire job Muske ! Mic 





75 








Electrical Distributors and the 





Bb ge a: 


WIDE HIGHWAY on other side of building, runs past the 


: } : -WISE Womack Electric & Supply Co. i ; 
ee paged ice mgs es entrance to the second-story level of Womack Radio Supply. 


located on the first floor of a two-story building but 


SECOND FLOOR where electronic parts supply counter is 


FIRST FLOOR is where electrical supply counter is lo- 
cated. Same amount of space is given this operation as 


Both businesses are designated as separate corporations. 


1. Long-timer in the business, Womack in Danville has 


One House, Two Operations 


VER-INCREASING recognition by the electronic 
manufacturers is being given to the electrical dis- 
tributor. These manufacturers are beginning to 

see the electrical wholesaler as a potent figure in 
the sale of transistors and other specialty items to 
the OEM market. This the opinion of C. A. Womack, 
president of Womack Electric & Supply Co., Inc., in 
Danville, Va., an electrical distributor who has been 
selling electrical supplies and electronic parts side- 
by-side for twenty years. Even though Womack’s big 
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market is the radio and television repairman, he 
recognizes the value of selling electronic parts to the 
industrial and OEM buyers and has his eye on this 
market now. In operating the two businesses, Womack 
champions physical separation so that better concen- 
tration on each is allowed. What about the cost of 
separation? The Danville distributor says that there 
is enough business in both the electronic parts and 
electrical equipment supply field to afford concen- 
tration on each. 


FOR DETAILS, SEE PAGE 80 








Electronics Supply Business .. . 














ELECTRICAL supply house of Wehle Electric in downtown 
Buffalo saw the opportunity last February to purchase an 





SL NSET 


ELECTRONICS 






ELECTRONICS wholesaler with an established trade. At the 
same time, Wehle was preparing other ove n the field 





BUFFALO is where the electrical supply counter of Wehle 
is found. So industrial customers wouldn't have to go to 


EGGERTSVILLE, the site of the electronics counter. Wehle 


is erecting similar counter tn its 1 mped Buffalo warehouse 


2. Newcomer in the business, Wehle at Buffalo has 


Two Houses, Two Operations 


ID-FEBRUARY 1959: Wehle Electric Co., Inc., 

purchases all the assets of a three year old, well 

established electronics wholesaler six miles out 
side of Buffalo. The name of the firm is Sunset 
Electronics. Since then, Wehle Electric has taken 
long strides in the electronics field. Its markets have 
expanded—starting out with the radio and _tele- 
vision repairman, to OEM’s, ham radio operators and 
of late, a fast pick-up in selling to the industrial 
buyers. So fast, that Wehle is now building an elec 
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tronics counter in its refurbished warehouse in the 
city of Buffalo. Reason: to serve the ever increasing 
industrial electronics customers and downtown re 
pairmen. In addition, a complete electronic stock for 
industrial customers will be located at this site. Top 
management and good business procedures are what 
Wehle considers important pre-requisites to entes 
Wehle says that it is a 


ing the electronics busines ‘ 
and with 


field with growing pains, bound to matui 
future that promises enormous growtl 


FOR DETAILS, SEE PAGE 78 








INVENTORY control section has eleven Robot-Kardex ma 
chines plus three clerks to hancle all Wehle branch offices 


UDDENLY, Wehle Electric Co., Inc., Buffalo, 
N.Y., found itself in the electronics parts field. 
Actually, it was not quite that sudden. For three 

years, the executive committee of Wehle Electric, 
composed of all officers in the organization’s four 
branches, had been talking about a move like this. 
Finally they decided to start the Binghamton, N.Y. 
branch off from scratch in radio & TV and indus- 
trial electronic parts. Electronic parts material was 
ordered from manufacturers; additional facilities were 
gradually adjusted and a man-hunt for qualified per- 
sonnel was carried out. The electronics division of 
the Binghamton branch was slated to open on April 
iL, 39a. 

“All of a sudden,” exclaims Richard J. Wehle, 
president of the organization, “while all these prep- 
arations were being made, we found ourselves selling 
electronics parts in Buffalo.” Six miles outside of 
Buffalo, a ‘for sale’ sign had shot up on a three- 
year old, independent electronics firm named Sun- 
set Electronics. It was a firm with a good solid trade 
in servicing radio & TV repairmen, and the only 
reason it went up for sale was a lack of capital to 
keep it going. “We saw a great opportunity,” Wehle 
said. “I had been shopping around for something 
like Sunset for a long time, waiting for the right 
buy to come along.” As soon as he turned his back 
on the search to concentrate on Binghamton, Sunset 
Electronics fell into his lap. Wehle wasted no time 
in purchasing all the assets of the newly acquired 
firm in February of 1959. Within two weeks after 
the initial contact with William Berger and George 
Shaefer, former president and vice president of Sun- 
set, Wehle Electric was operating the firm—two 
months before they had planned entering this field. 
e@ Personnel—Berger and Shaefer are now head- 
ing up the electronics division of Wehle. All four 
employees, previously with Sunset before it was pur- 
chased, were retained and an additional two qualified 
men were added. This solved the problem of search- 
ing for, interviewing, fretting over and finally choos- 
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Wehle (cont.) 


Everything Came 





AUTOMATIC machine like this one is used for close inven 
tory on electric and electronic items. Cost: $3,000 


ing personnel who fit the description Wehle had 
drawn. In a short while, the new firm was gradually 
breaking into the industrial electronics parts field, 
according to Wehle’s plans 

e@ More Space—While all this activity was going 
on—preparing for the Binghamton electronics debut 
and running, on short notice, the Sunset operation— 
another project was just being completed. Twenty-five 
thousand-sq ft of office, warehouse and parking 
space had been added on to Wehle Electric in Buf- 
falo. The added space made inventory taking much 
easier, placed all merchandise on one floor, opened 
up more parking space, gave better light and more 
elbow room for the office workers and lifted the cur- 
tain on another move that was yet to come. 

e Serving Downtown—Within the new warehouse 
space, a counter is being built for the purpose of 
serving Wehle’s downtown industrial electronic cus- 
tomers, so they will not have to travel all the way 
out to Eggertsville, where Sunset is located. A com- 
plete stock of electronic parts equipment will be lo- 
cated at Wehle for these industrial buyers. In the 
near future, Wehle also plans a downtown counter 
and complete stock for the radio and TV service 
man. Enough stock will remain at the Sunset branch 
where emphasis is still heavy on radio and TV, to 
maintain the going counter trade that it attracts in 
that area. In case of overstocking at Sunset, equip- 
ment can be transferred to either one of the branches 
in Binghamton or Buffalo. 

e Experience Counts—Between the two electron- 
ic parts supply houses that Wehle has in Buffalo 
and Binghamton, the Sunset branch outside of Buf- 
falo is larger because it was already established 
when Wehle took it over. An additional advantage 


ELECTRICAL WHOLESALING—October, 1959 








With the New House 





BILLING machine can now do in one hour what formerly 
took three to four girls to do in eight hours of typing 


of this acquisition is the fact that the two months’ 
experience gained in operating it gave Wehle, “a 
lot of know-how,” as he says, “in ordering mate 
rial for both operations, and in learning something 
about the business via the route of practical ex 
perience.” 

Total electronics parts stock now is $100,000 
e Profit Margin—According to Wehle, the profit 
margin in the electronics parts field is good. “How 
ever,” he states, “operational costs are higher and 
there are problems peculiar to an industry that is 
still young and suffering from growing pains.” 

e@ Inventory—Wehle cites inventory as the first 
real problem in this business. “Items change fast,” 
he declares, “and you are required to carry a large 
stock of equipment that you may get only an oc- 
casional call for. Not only do you have to main- 
tain a strict inventory control, but there must be a 
constant addition of new litems to stock,” he says 

These particular problems, according to Wehle, 
will flatten out as the industry settles down and as 
new products are brought on to the market 
e Distribution—*Distribution,” Wehle continues, 
‘especially in the electronics parts industrial field, is 
fairly new, and most of the manufactures will re- 
strict the electrical distributor who deals in electronic 
parts. For example,” he says, “if you get into any 
large purchases of equipment, some manufacturers 
will restrict the wholesaler to sales under 100 units, 
while they themselves take all sales over 100 units. 

“Light is beginning to break through however 
because the trend in the last two years seems to find 
some manufacturers increasing that minimum to pe 
haps 250 units.” 

e@ Great Need—Wehle says that the reason why 
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ICE space with plenty of elbow room and 150 to 175 
nas 


OFI 


been added. It is t of remod ’ tockroor 


manufacturers are taking this attitude lies in the 
growth and newness of the industry If he says 
“electrical distributors like ourselves, with sales and 
equipment handling know-how, can show thesc¢ 
electronic parts producers the great need they have 
of us and when these manufacturers begin to realize 
that the good distributor will be able to take care of 
the large orders with speed and efficiency—both 
from the factory and customer view point—then | 
think this problem will be eased 

“I feel,” he concludes that the future of the 
electronic parts business is very bright, and will be 
surprised if it does not at least equal our electrical 


supply business within the next few years 


Inventory Control & Billing 


Complete separation of the electrical and the 
electronics division characterizes the Wehle opera 
tion. Aside from the fact that there is one credit 
manager for both divisions in all the branches, and 
one shipping and receiving department at Wehle in 
Buffalo and Binghamton (to facilitate ease of han 
dling and cut down on the need for additional ware 
house assistance), all personnel are segregated in 
their duties 

Wehle Electric does, on the average $6 million 
worth of business per year. Ten thousand invoices 
averaging five lines apiece, go out every month from 
the electrical and electronics divisions combined. To 
handle this load, a fast and efficient system is needed 
to cover all the branches. “The simplest system ts 
the best,” Joseph F. Enright, secretary of Wehle 
comments. “We found this in using the Robot-Kardex 
and a Bruning machine that copies invoices at the 
rate of 600 an hour 


Eleven Robot-Kardex machines costing $3,000 
each, are used for the necessary close inventory con 
trol. First installed at Wehle in 1951, they proved 
so valuable that more were added as busine volume 
vrew. Now there are six machines for the elec 
rical supply business and five for clectronic 
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TIME SAVING machine makes addressograph plates right on pre- 
would take 5 days to get them back. 


mises. If made outside, it 
Womack color-codes plates for credit standing. 


Womack (cont.) 








FIRST STEP in Womack’s IBM system is the stamping 
of the customer’s name and number on the blank invoice. File 
next to machine contains Addressograph plates for stamping. 





CARD PUNCH machine has many uses but two big 
ones are: 1, to be ready when No. 632 is tied up, and 


2, to save time when one item is listed on invoice. 


Concentration is the Key 


dent of Womack Electric & Supply Co., Danville, 
Va., “is the key to our success in selling electrical 


ws ONCENTRATION,” says C. A. Womack, presi- 


supplies and electronic parts to radio and TV servicemen 
and industrials.” 

By concentration Womack means an almost complete 
physical separation of the electrical supply from the 
electronic parts business. This allows undivided attention 
to be aimed at each one individually. Cost? The Danville 
distributor says that there is enough business in both the 
electrical supply business and the electronic parts field 
to afford this kind of concentration. 

Womack’s Danville operation is a one-building affair, 
erected in 1954 for the purpose of divorcing the electrical 
and electronic Operations and creating two different 
corporations—Womack Electric & Supply Co., Inc., and 
Womack Radio Supply Co., Inc. Except for bookkeeping 
and delivery, this cleavage has produced dual counters 
warehouses (each has the same amount of floor space), 
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sales forces and personnel. There are nine branches in two 
states—seven electronic and two electrical—each with a 
different name and all headed up by Womack. “The 
reason for giving each a different name,” Womack ex- 
plains, “is to encourage branch managers to become part 
owners in their particular branch. This way they are 
more apt to show special interest in the firm, and do a 
better job. People in the electronic parts side of our 
business can not own stock in the electrical and vice- 
versa.” 
e Throes of Change—In business—this includes both 
fields—since the late 1930's, Womack says that his or- 
ganization has gone through all the throes of change. 
“We have combined and divided a number of times,” 
Womack states, “but we found that the two businesses 
are definitely not like ham and eggs.” 

Womack gives five reasons why he thinks the electrical 
equipment supply business should be physically separated 
from the electronic parts operation. They are 
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1. Physical separation is best for taking inventory. 
For Womack, the electrical end of the business hits a 
lull in December, electronics in June. It is during these 
lulls that inventory is taken. 

2. Because the items are so different, it is best to keep 
them apart. 

3. “It’s hard enough,” Womack explains, “to train 
countermen, warehousemen and salesmen in one field, 
without trying to have them qualified in two. Good men 
who know their field are essential in both businesses.” 

4. “You have to be set up division-wise for separate 
phone calls, sales meetings, promotion, training and 
customer-distributor meetings.” 

5. “Ninety-per cent of the time, the sales calls to the 
respective customers in each field are different from one 
another because of the people. The radio and T V re- 
pairman has a different training background then the 
electrical contractor,” Womack states. 





NO. 632 machine is where invoices are brought after they 
are priced. They are then extended, calculated and totaled. 
At same time machine punches card totals for these categories. 


it 





“* 


NO. 402 machine is used to prepare daily deposits; to pre 
pare aged account lists; to write payroll checks and pay 
electrical manufacturers bills to all Womack operations 


October, 1959—ELECTRICAL WHOLESALING 





At Womack, most of the sales in electronic parts to 
industrials are made over the counter, amounting to 
about 1% of its total electronic parts sales volume. “Un 
fortunately,” says Womack, “we are not yet hitting this 
segment of the electronic parts business as hard as we 
should. The reason is because the area we are located 
in would not now justify stocking the parts needed to go 
into it full swing. But,” he says, “we have our eye on 
industrial business for the future.” 

As for the OEM market, Womack says that the ever 
increasing recognition by the electronic parts manufac 
turers that the electrical distributor is a very potent 
figure in selling to OEM’s “has convinced us that here 
too, is a wide open market—particularly in transistors 
and special items.” 

e Sales Calls—The electrical equipment salesman and the 
electronic parts salesman in the Womack operation sell 
different items, and in most cases do not overlap one 
another. The few cases where they do get into each 
other’s field are in the fringe territories ‘where two types 
of salesmen cannot be justified. In the main markets, 
however there are only individual salesmen 

e Promotion—With its sights trained on giving the two 
separate fields the added promotional push needed to 
sell electronic parts and electrical supplies in the Dan 
ville area, Womack-has started two programs with one 
purpose—education and training of customers. The 
electronic parts buyers and the electrical contractors at 
tend tape, film and slide-supplemented meetings run by 
manufacturers common to the customers’ fields and by 
Womack personnel. Object: to teach them how to go 
about making more profits; how to better plan their 
business affairs and to “show them,” Womack says, 
“their value to the public they serve.” 

Womack also does a little advertising on television 

and in newspapers. Every other year, the firm prepares 
an electrical supply catalog and an electronic parts 
catalog. 
e Magic Word—Womack disagrees with those who seem 
to think that selling electronics parts is a natural oppor- 
tunity for the distributor already selling electrical sup- 
plies. That’s what Womack calls a “situation that has to 
be cleared up.” Tagging the electronics parts business as a 
very profitable one, he warns, “when you are looking to 
get into the electronics parts field, look for an area that 
has a potential for growth and expansion in a lot of 
different directions—particularly in the industrial and 
OEM markets.” 


Machine-Made Statements 


To handle the tremendous volume of business that 
Womack’s electrical supplies and electronic parts nine 
“stores,” are doing, monthly operating statements, pay 
rolls, accounts receivable and payable, sales analysis and 
product analysis are all being done out of the Danville 
office with an IBM system. 

The operation is an inexpensive one for the volume 
the firm is doing, because, as Womack states, “we are 
not trying to see how many uses we can get out of it 
We just want to see what we can get done efficiently 

With the new set-up, installed about two years ago 
(see pictures), Womack is sending through 50% more in- 
voices and at the same time has eliminated extension of 
credit by the branches. In addition, sales are being 
broken down into cities; there is tighter control on ac 
counts receivable and a monthly statement is being run, 
instead of every two or three months as previously 

The system does not enter into Womack’s billing op 


eration, however. When billing is extended a card be 
comes the by-product. For billing, normal tnvoices are 
used 
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THE SALESMAN’S TECHNICAL NOTES No. 68 


CLASS “ INSULATION, which per- 


mits higher operating ternperatures 
than all other standard classes used 
tor general industry applications ases 
silicones and other inerganic mareria /s 
as illustrated by the motor arma- 
ture below. 

Sihicon- bonded Silicone-glass Sihcone glass 


211C4, i? Com- wedges g silicone rc 
mutator s/ots 7ape around 























ENCAPSULATING 0/ cal snwhes 4irst 





by 


wrapping wire coil with glass fape or — preven \an 
1 a 
Ta * 


ZY 


ao 


Cloth (above), then impregnating and 
erasing coil in a mould with an 
insulating compound, plus atinish 


shell of resin (below). 





2 
i 


Silitone- bonded 
sheer ruta under 
coll! Sead cormection s 


Silicone and Glass 
fom posi7e S/or 
Jinets 


A Class A-tnsulated stator uses, in 
addition, silicone of/ and grease for 
bearings, silicone sleeving over si/icone- 
rubber-insulated magne? wire, and sifi- 
cone-freated tying cord. 








Hottest spot 
temperature 
(deg C) 


Permissible 
rise 


(deq C) 


Materials Used 
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35 - 45 


Corton, silk, paper and similar organic materials 


fot tmmersed or (impregnated with dielectric. 
Same as Class O, but immersed or impregnated 
with Berectric; moulded and laminated materials 
ath cellulose tiller or resins; films and sheets of celle 
lose derivatives; varnishes name!) applied 40 conducrors. 
Mica, asbestos tiper Yass and similar sner- 
ganie materials in built-up terms, with organ- 
ye binding substances. 

Mica, asbestes fiber glass and similar /rer- 
ganic rraterials in built-up forms. 





/05 50-60 





/30 70-80 








Nor yer estabsished 





Same as Class © tn burlt-up forms with silicone 
compounds or eguivalen? as binding substarces. 


| NDUSTRY STANDARDS detine classes ot snsulaton for ekctrical mackin- 


ery (7 accordance with permissible operating Temperatures. Fermiss’b/e 
rise refers fo rise in Temperature above ambient air unti/ the Femp- 
erature +s steady with the machine running fully foaded. The range 
shown #s Aue Fo ai fferences (7 peasuring merhods. 


180 100-120 
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Pinpoints the Information You Need on . 


Insulating Materials 


By J. F. McPartland 
and W. J. Novak 


LTHOUGH current-conducting 


materials—such as copper ot 


aluminum wires, busbars, con- 
nectors, etc.—are the primary ele- 
ments of electrical equipment, cir- 


cuits and systems, the practical ap- 
plication of electricity would be im- 
possible without the use of insulating 
materials. These are the non-current- 
conducting materials—or dielectrics 
which are used to current 
carrying parts, assuring proper opera- 
tion of circuits and minimizing haz 
ards of electricity. 

The following is a breakdown of 


enclose 


the common types of insulating ma- 
terials used in the construction and 
maintenance of electrical systems and 
the repair of equipment. 
Tapes 
A wide variety of tapes is used 


for insulating. Some are used in elec- 
trical construction; some, in 
ment insulation. Some 
hesives; others are not 

Typical tapes used for splicing and 
terminating wires and cables include 
friction tape, rubber tape and plastic 
tape. Friction tape consists of fabric 
to which a strong dielectric is bonded 
by impregnation. And the rubbery 
impregnation provides a firm adhesive 
hold. Available in a number of qual 
ity grades, friction 
for general-purpose 


equip- 


tapes are ad- 


are used 
high-volt- 


tapes 
and 


age splices and wraps and for wrap- 
ping over splicing compounds 
Rubber tapes or splicing com 
pounds, as they are commonly called, 
consist of rubber compounds made 


into thin tape form. They have high 
insulating quality and tensile strength 
They are self-conforming to irregular 
surfaces, have adhesive tackiness and 
readily 

mass. It 


mold into a solid insulating 


is COMmon practice to use 


friction tape over rubber tape for 
added mechanical protection 
Plastic tapes are made of special 


plastics with high dielectric strength, 
great mechanical strength and elonga- 
tion characteristics. These tapes 
adhesives and provide ready molding 
over irregular shapes. Plastic 
have come to be used in 


are 


tapes 


place 
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et rubber-and-friction tape 
They offer speed and ease for splic 
ing in tight quarters. Typical plastic 
tape is highly resistant to flame, 
abrasion, sunlight, moisture, alkalies, 
solvents, oil and many Plastic 
tapes are made in a number of thick 


splicing 


acids 


nesses for various abrasion resist 
ances 

Another type of splicing tape is 
varnished tape. This tape provides 


electrical varnish protection for high 
puncture resistance. A conformable 
varnish tape combines varnish insula 
tion with a plastic tape, for 


motor 


use on 
connections or for splicing 
cambric Varnished 
tape with backing 
the same application. 

insulating tapes include 


varnished cables 
cambric 
is used tor 

Still other 
special high-voltage tapes for use on 
plastic insulated 
and 


adhesive 


rubber, neoprene or 


splices or connections, 


tapes fo! 


cable 


glass cloth use on asbestos 
or glass insulated wires in high tem 


perature applications 


Cable fireproofing tape is a dry 
tape made of asbestos. It may be 
silicone-impregnated to repel water! 
or may be treated with waterglass 
for moisture resistance. Such tape is 
commonly used to bind individual 
conductors of feeders into cabled as- 
semblies in pull boxes and switch 
board rooms. The tape wrapping 


protects each set of feeder conduc- 
tors and provides ready identification 
ol conductors 

Electrical many 
ways in the rewinding and repair of 
and 


used for fastening the turns of coils 


tapes are used in 


motors transformers. Tapes are 


holding windings in place, reinforc 
ing slot liners and a wealth of other 
major and minor taping details. Such 
tapes include: crepe paper tapes, 


glass cloth tapes, cotton cloth tapes 


and plastic film tapes 


Varnishes and Paints 


Insulating by means of varnishes 
and paints is used in some phases of 
work and in 


repair 


electrical construction 
motor and transformer! 
tions. Insulating 
tions of resins and drying oils in suit- 
They are 
to bond, to fill, to seal or 
electrical equipment against heat, oil, 
chemicals or mechanical 

Basically, varnishes can be divided 
into several different types. Baking 
varnishes are dried by heat in baking 


opera 
varnishes are solu 


able solvents used to coat, 


to protect 


forces 


ovens. Such varnishes are generally 
tougher and more effective insulations 
and are used on equipment for heavy 


duty applications. Air-drying varnish 


es are used where baking is not 
possible or practical. They are not 
as effective or long lasting as_ the 
baking type. Finishing varnishes are 


highly resistant to oil and 
making them 
final other 
They hard, 


Varnishes are made in clear and black 


gasoline, 


well suited to use as a 


coating over insulations 


dry to a smooth finish 


types, each of which has particular 


application adv antages 


[The most common method of ap 
plying varnish is by dipping the parts 
to be insulated in a tank containing 
the varnish. Vacuum or pressure im 
pregnation may also be combined 
with the dipping process to assure 
full penetration of the varnish into 


the winding or part being insulated 


Insulating enamels are general put 


pose insulating finishes for coils, end 
windings and armatures, where resist 
ance to chemicals, oil, acids or moist 
ure is very important 
Insulating Compounds 
A number of compounds are avail 
able for use as insulation. One type 


is Known as filling compound and ts 


used for filling large openings in 
coils, ballasts and potheads—where 
thin varnish would not be suitable 
Typical compounds for impregnating 
or filling are poured fter heating 
into the work 

Another insulating compound 


comes in the form of a roll of tape 
called insulating putty. Strips of this 
putty are used to mold an insulating 
jacket around splicing connectors ol 
the bolted type The putly ts readily 
formed to any shape ind then an 
outer wrapping of electrical tape Is 
applied to seal the jacket in place 

Still other compounds are avail 
able in liquid form for making cast 


insulating jackets on splices in the 
field. Such 


ivailable in 


liquid resin compound is 


premeasured quantities 


W hen 


about 30 


for specific sizes of splices 
the 


minutes to a 


resin sets in 


mixed 


solid, firm insulating 


mass. It can be used for insulating 
or sealing. This compound is also sold 
in special splicing kits which contain 
all the materials to make cast splices 
including the resin and the molds 


Next: Grounding Accessories 
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From A Proud New Building .. . 


Flynn's Camden Electric Supply Co. is on the road to 


rapid recovery after a fire caused an estimated $500,000 


damage. Here are the six steps to recovery. 


By Bill Murray 


confronted with a fire loss amounting to $500,000 
damage of stock and a warehouse? 

Here’s how Flynn’s Camden Electric Supply Co. of 
Delaware Township N.J. got back on the road to a 
quick recovery following a half-million dollar blaze 
e Fire—A spectacular blaze which called for ten fire 


W HAT does a distributor do when he is suddenly 


Fires Out—But 


companies from surrounding communities occurred 
shortly after Flynn’s Camden Electric Supply Co. closed 
at 5 p.m. on August 19th. According to local fire officials, 
the $500,000 fire, which almost completely gutted the 
one-story 15,000-sq ft building, apparently started in the 
stock room in the rear of the building and rapidly spread 
to the front. 





WAREHOUSE of modern shelving is pictured here stocked 
with supplies for customers, Structure features no windows 
except plastic-glass aperture that runs length of building. 


BURNED stock and charred and twisted shelving is all that 
remains of warehouse interior. Plastic-glass skylight and steel 
roof collapsed in the blaze. Note hole in top of roof. 
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Not Business 


The lighting display room in the front of the build- 
ing, however, escaped fire damage due to a firewall run- 
ning the width of the building. But significant damage 
occurred to merchandise in the display room from water 
and heavy smoke 

Due to the steel strike, according to T. Curtis Flynn, 
vice-president, “we had our warehouse fully stocked 
with electrical conduit.” The complete warehouse stock 
was ruined by fire, he mentioned. Other damage was 
distributed among lighting fixtures, cable, appliances, 
and electrical equipment 

Here are the six steps, as outlined by Flynn, which 
have placed Fiynn’s Camden Electric Supply Co. on the 
road to rapid recovery: 

1. Temporary Move—tThe fire-razed structure, which 
is located on Haddonfield Road opposite New Jersey's 
Garden State racetrack, was erected in late 1955, 
but was not completed until November of last year. 
Flynn’s Camden Electric Supply Co. originally opened 
in Camden in 1901 in a four-story stone building 
at the corner of Front and Federal Sts., but moved 
its complete operation to the Haddonfield Road building 
last year. 

As a result of the half-million dollar destruction to 
the newer building, the operation was shifted immedi 
ately back to the 58-year old structure, according to 
Flynn. “This old building proved to be an asset in this 
type of emergency,” Flynn stated. It enabled operations 
to resume practically immediately after the fire occurred, 
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To Old Reliable ... 


he noted. “However, the move is only temporary until 
we can get back on our feet again,” Flynn added 

One of the immediate problems faced by Flynn was 
the need to re-stock supplies as soon as possible in 
order to keep operations flowing smoothly 

2. Restocking—The problem of obtaining the stock 
for the continuation of operations was partly alleviated 
according to Flynn, “by the cooperation of the manu 
facturers, who understood our situation 

The remarkable thing, according to Flynn, was that 
after the fire had been mentioned in the m vspapers 


he didn’t have to contact the manufacturers regarding 


supplies, orders, and shipments, they contacted him 
Many of the manufacturers which supply Flynn's 
Camden Electric Supply Co. agreed to extend credit on 
tir { n page Iit 

as 








Sola ballasts guard your reputation 
by giving full-rated lumen output 


When you install, furnish, or specify Sola fluorescent ballasts, you’re 
confident that this line of all-CBM-certified ballasts delivers the 
total light output demanded by CBM performance standards. Con- 
servatively engineered to surpass CBM specifications, Sola ballasts 
boast hefty reserve tolerances both in materials and components. 


Sola-ballasted lamps and fixtures live up to their output ratings and 
give cool, efficient, trouble-free service. They satisfy the engineer, 
the fixture manufacturer, the contractor, and — most important — 
the man who insists on all the light he’s paying for. Sola ballasts 
guard your reputation. Why not call your district sales engineer 
now and get all the facts. Sola Electric Co. (A Division of Basic 
Products Corporation) 4633 W.16th Street, Chicago 50, Illinois. 


SOLA BALLASTS 
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WIN this certificate, lettered with your name and suitable for framing, by successfully completing this . 


20-Hour Electrical Course Test 


These 40 questions represent the final examination for EW's 20-Hour Electrical 
Course. The instructions for taking the test are detailed below. Designed as an 
“open-book" examination—that is, one in which textbooks may be referred to— 
it will thoroughly test your knowledge of electrical technology. Good Luck! 


ERE is the examination that completes the 
formal aspects of EW’s 20-Hour Electrical 
Course, as outlined in the May, 1959 issue 

(page 56). The ground rules for taking it are as 
follows: 


1. Answer each of the ‘Odineine questions or 
complete the statement by selecting the correct phrase. 
In no case is an answer longer than two to three 
sentences expected. Most questions can be answered 
in a few words. They will be marked solely on their 
technical content—not on grammar or writing style. 

2. The three textbooks* on which the course is 
based may be referred to freely while taking the 
examination. 

3. All answers should be written or typed on a 
sheet or several sheets of paper (any kind will do) 
identifying your answers by numbers corresponding 
to the numbers of the questions. Do not write your 
name or address on any of your answer sheets. 
Instead, write your name and address on a separate 
covering sheet and attach it to the others. This is 
necessary to facilitate our very objective method of 


*“Elementary Applied Electricity,” “Electrical Equipment 
Manual,” “Electrical Systems Design.” 
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grading the answers. Important: do not write on 
and return pages 87 and 88 from this issue; return 
only your own answer sheets. 

4. Each of the 40 questions is worth 2.5 points. 
A score of 75 or better (in other words, no more 
than 10 wrong answers) represents a passing grade. 
Notification of a passing grade will be by receipt of 
course certificate; otherwise, there will be no notifica- 
tion. 

5. Address answer sheets to Electrical Course 
Editor, ELECTRICAL WHOLESALING, 330 W. 42nd 
St., New York 36, N.Y. To facilitate our grading of 
the tests, we have set a deadline of December 1, 
1959 for receiving answers. 

The offering of this course was made in the belief 
that acquiring a well-rounded understanding of 
electrical technology is a distinct asset and demands 
a planned approach. The kind of knowledge that 
will make a salesman valuable to his customers can 
only come from a formal effort at learning. And 
outside of the industry’s own training programs, 
self-instruction is the only way in which a salesman 
can initiate and carry forward his own technical 
development. The 20-Hour Electrical Course, as 
created by ELECTRICAL WHOLESALING, is aimed at 
building a basic framework of electrical understand- 
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ing with the minimum possible time and moncy 
investment on the part of the salesman. 
This opportunity is yours for the taking. 


SECTION I—THEORY 


1. 


A voltmeter must always be connected (in series, 
in parallel) with the load across which the 
voltage is to be measured. An ammeter must 
always be connected (in series, in parallel) with 
the load through which current is to be measured. 
(Select the phrases which correctly complete 
these sentences.) 


. State Ohm’s Law in three different ways. 
. A 220-volt motor is drawing 2.75 amps. What 


is the apparent resistance of the motor? 


. In a two-wire 120-volt circuit supplying three 


series loads rated 6 ohms, 4 ohms and 2 ohms, 
what is the value of current flow? 


. If a current of 12 amps flows through a load 


which has a resistance of 20 ohms, what is the 
voltage across the load? 


. If a two-wire 120 volt circuit supplies three 


load resistances in parallel rated 30 ohms each, 
what is the current through each load resistance 
and what is the total current of the circuit? 


. What is the effective total resistance of three 


load resistances rated 4 ohms, 8 ohms, and 
24 ohms and connected in parallel? 


. A lamp connected on a 115-volt, two-wire circuit 


draws a current of 0.87 amps. What is its 
rating in watts? 


. An electric iron has a resistance of 50 ohms. 


At 110-volts, what power in watts does it 
consume? 


. A 25-watt incandescent lamp is burned for 


2,000 hours. How many kilowatt-hours of en- 
ergy were consumed? At 3 cents per kilowatt- 
hour, what was the cost of the energy used? 


. A two-wire circuit runs from a circuit breaker 


in a panelboard to feed, ten 100-watt, 120-volt 
incandescent lamps connected in parallel in a 
school interior. Each of the two circuit con- 
ductors has a resistance of 0.5 ohms from the 
CB to the first lamp outlet connected on the 
circuit. If the circuit voltage is 120 at the 
panelboard, what is the voltage drop in the cir- 
cuit up to the first outlet and what is the volt- 
age at that outlet? What is the power dissipated 
in the line conductors? 

In an alternating-current circuit what is the 
total impedance of a series load which contains 
resistance of 10 ohms, inductive reactance of 
20 ohms and capacitive reactance of 15 ohms? 


. A 110-volt ac circuit supplies a series load of 


10 ohms resistance, 9 ohms inductive reactance 
and 6 ohms capacitive reactance. What is the 
value of current flow? 


. The apparent power of an ac circuit is 600 


watts. If the power factor is 0.92, what is the 
true power? 


SECTION TI—EQUIPMENT 


15. Name six types of incandescent lamps and 


designate application of each in a few words. 


24. 
25. 


26. 
27. 
28. 
29. 


30. 
31. 


32. 
33. 


. Name three types of fluorescent lamps and 


indicate the differences among them. 


. In the code designation of fluorescent lamps 


(e.g. 96T12), what does the number following 
the T designate? 


. State two ways in which stroboscopic effect of 


fluorescent lamps can be reduced. 


. What is a “universal motor”? (Briefly) 
. From what does the capacitor motor get its 


name? 


. Name the two types of 3-phase induction motor. 


How do they differ? 


. What type of ac motor is sometimes used for 


correcting low power factor in an electrical 
system? 


. What are the allowable current-carrying capac- 


ities of the following types of conductors (based 
on the National Electrical Code tables for not 
more than three conductors in a raceway)—#8, 
type TW; #2/0, type RHW; #2, type AVA; 
and 500 MCM, type R? 

What is type UF cable? Type NMC? Type SE? 
In what minimum and maximum trade sizes is 
electrical metallic tubing available? 

Name two types of galvanizing used on steel 
conduit. 

Where may EMT be used for wiring of circuits 
over 600 volts? 

Under what circumstances is the use of surface 
metal raceway prohibited by the NE Code? 
Under what circumstances does the NE Code 
prohibit use of underfloor raceways? 

What is an open-type switchboard? 

What is a split-bus panelboard and what is it 
used for? 

How does a mercury switch work? (Briefly) 
What is a “gang” box? 


SECTION ItI—SYSTEMS 
34. What are the permissible ratings in amperes of 


35, 


. Branch-circuit conductors 


branch circuits supplying two or more outlets? 
When a branch circuit supplies a load which 
will be in operation for long periods (hours)— 
such as office areas, stores, schools, etc.—the 
circuit must not be loaded in excess of % 
of its full rating. 


. In branch circuits, voltage drop should be held 


to a maximum of % of the value of 
voltage at the circuit overcurrent device. 
serving only one 
motor must have a current-carrying capacity of 
not less than % of the full-load current 
rating of the motor. 


. The voltage drop in a motor feeder, from the 


service entrance to the point of origin of the 

motor branch circuits, must never exceed 
%. But a maximum voltage drop of only 
% is widely used and recommended. 


. According to the NE Code, all interior ac 


wiring systems must be grounded if they can be 
so grounded that the maximum voltage to 
ground does not exceed volts. 


. In what types of buildings are emergency 


electrical systems generally required to be 
installed? 
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INSTALLED FAST 
ees tO te es 


better from top to bottom 
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FIVE GOOD REASONS 


why a Blackhawk kit means a faster, better installation 
from cable entrance to meter. May be purchased as a com- 
plete kit or as separate fittings 




































Slip-fitter service entrance head — Just slip it on over conduit and 
tighten two set screws. That's all nothing to cut, no extra 
parts to handle. Made of corrosion-resistant ductile aluminum. 
Available in a full range of sizes. (Patent applied for.) 

Insulators — Reinforced, durable, well-rounded porcelain 
secured to metal pipe mounting clamp clamp bolt and nut 
included, hot dipped galvanized. Special V-grip fitting holds 
mounting rigid. 

Flexible Synroflashing— Absolutely leakproof. Made of flex- 
ible neoprene to absorb mast vibration due to wind and cable 
sway. The mast can’t work loose, damage shingles, or give 
moisture a place to seep in. Won't rot, peel or crack in any 
weather. Shingles fit easily over Synroflashing. Metal clamp 
seals collar to mast for permanent, weathertight fitting. Synro- 
flashing is available for 144, 142, 2 and 2% inch pipe. 

Mounting brackets— Exposed parts of corrosion-resistant 
aluminum alloy. Special shoulder eye fits flat against masonry 
or siding. Lock set screw gives additional grip. Brackets attach 
to vertical studding on the house. Support entire service drop 
strain, eliminates weight and pull from rafters. Half-inch by 
10-inch bolt, with 6-inch thread to meet installation require- 
ments. 





Offset reducer — Corrosion-resistant aluminum alloy. Threaded 
to fit 1% and 1'%-inch meter hubs to a 2-inch or 2%-inch 


pipe riser 
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Re ees =t 


The better-made parts in a Blackhawk kit let you do 
a fast and sound job on every service entrance mast 
installation. Saves you time, builds your reputation for 
quality and service. 


Specify B-! when you buy! 


where the new ideas come from 
DUBUQUE, IOWA 
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How to choose the right diffuser 
for fluorescent lighting applications 


Published as a service to the lighting industry 


by Lighting Products Inc., Highland Park, Illinois 


Fluorescent lighting diffusers should be designed to 
achieve proper brightness balance and even light 
distribution. They shield light, transmit it, redirect 
or diffuse it. They do this by means of metal or 
plastic “egg crates,” baffle systems, or complex con- 
figurations of plastic and glass. Some diffusers serve 
the added function of preventing dust or moisture 
from entering the luminaire. 

Selection of the right diffuser for an application 
is based on the illumination control that is required 
as well as economic and esthetic considerations. The 
table below is designed to aid in making a choice 
among ten typical diffusers on the basis of their 
relative costs and of their brightness control at six 


angles of vision as well as control of brightness on 
the visual] task itself. 

The relative costs of diffusers listed in the table 
are represented by index figures. In calculating the 
cost index of any diffuser, maintenance is an im- 
portant consideration. The diffuser should be easy 
to clean and durable enough to withstand normal 
cleaning and maintenance over a period of many 
years. These factors are reflected in the figures given. 
The acrylic formed diffuser is used as a base at 100. 
Comparative cost indexes for other types of diffusers 
follow in decreasing order. The vinyl pan is rated 
at 20 and costs only one-fifth as much as acrylic 
formed diffuser. 


DIFFUSER SELECTION TABLE 





Maximum brightness in footlamberts at indicated viewing angles for both crosswise and 
lengthwise shielding — measured on typical 2x4 troffer with four 40w rapid start lamps. 


Type of Diffuser 


Cross- | Length-|Cross- | Length- 


wise | wise 





Acrylic Formed Diffuser 





Hex Aluminum Louver Brightness 


1150 | 1000 860 


Lamp 
Brightness 800 





Fiberglass Flat Sheet 





Vinyl Circular Louver Grid, White 





Lamp 
Brightness 


850 | 860 


Lamp 
Brightness 


Viny! Circular Louver Grid, Gray 





Pigmented Ventrolens Diffuser 





Gray 2‘-Cell Plastic Louver 





Clear Prismatic Ventrolens Diffuser 1650 [ 1650 





Lamp 


| White 2%-Cell Plastic Louver 
Brightness 





750 | 750 


Formed Vinyl Pan 


— 











90 


55 65° 75° 85 


Cross-| Length-| Cross- | Length-| Cross-/| Length-| Cross- | Length- 
wise wise wise wise wise wise wise wise 


425 








185 





















































ELECTRICAL WHOLESALING—October, 1959 











Angies of Vision—lengthwise shieiding 


o° Angies of vision—crosswise shielding 
Nadir 


Illustration shows viewing angles at which brightness values were measured for ten types of dif 
T 


fusers. Results for both crosswise and lengthwise shielding are shown on Diffuser Selection 1 


Once the desired lighting level and the type of fixture 
required for an installation are determined, a diffuser 
with the proper characteristics for the application 
should be selected. The table will aid in determining 
which diffuser best meets brightness requirements. 
It shows brightness in footlamberts for the ten types 
of diffusers and at six angles of view — both length- 
wise and crosswise as illustrated in the diagram above. 

These angles of view are significant in relation to 
the size of the room. For a large room, it is important 
to consider brightness at low angles because raising 
the line of sight 10 to 15 degrees may bring the 
luminous section of the diffuser into sight. In small 
rooms, viewing angles in the 45 to 65 degree zone 
may be of greater importance. 


Brightness at nadir is a meaningful factor when 
considering glare. If reflectance of a lamp from a 
work surface is objectionable, a diffuser which shields 
lamp brightness in this zone should be selected. 
Louver systems or grid type diffusers are less satis- 
factory than closed type diffusers for shielding 


Reprints available—If you would like reprints of this discussion 
for your own use or for others in your organization, we will 
be pleased to provide them. Drop us a line mentioning the 
number of Diffuser Selection Reprints you would like. Also, please 
remember that your LPI representative is always ready to offer 
technical assistance on every aspect of fluorescent lighting 
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the brightness of the fluorescent lamp at nadir. 

Note that pigmented-louver diffusers have sig- 
nificantly lower brightness at lower angles. For 
example, the vinyl circular louver grid in white is 
rated at 300 footlamberts at a viewing angle of 85°; 
the same diffuser in gray reduces brightness to 180 
footlamberts. At nadir, both diffusers permit lamp 
brightness. The brightness of pigmented ventrolens 
at nadir is 850 footlamberts; at an angle of 85 
brightness is 375. 

Diffusers have an important effect on the efficiency 
of the luminaire. A typical troffer has 67% efficiency 
using clear ventrolens diffuser. If the diffuser is pig- 
mented to provide better control over direct glare, 
efficiency is reduced to 60%. Vinyl pan further 
reduces luminaire efficiency to 54% 

The table enables comparisons of performance 
and economic factors for the ten diffusers shown. 
Selecting a diffuser on the basis of this data makes 
it simpler to achieve a proper balance of lighting 
efficiency, pleasing appearance, and cost. 





Lighting Products Inc., Highland Park, Illinois 


FLUORESCENT 
LIGHTING 
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NEWS FOR THE INDUSTRY 








NAED Jam Session... 





Eastern Region Meet—A Hit! 


Capacity crowd attends first annual eastern regional convention of the 
National Association of Electrical Distributors. Event is highlighted by 
speeches, discussions and social events. 


HE FIRST ANNUAL convention 

of the Eastern Region of the Na- 

tional Association of Electrical 
Distributors, which was attended by 
more than 500 electrical wholesale 
distributors, manufacturers and guests 
last month at Whiteface, N.Y., was 
hailed as a success. 

The theme of the four-day conven- 
tion, which was held from August 30 
thru Sept. 2, was “Let’s Make Some 
Money”. Members from throughout 
the Eastern Region, comprising the 
following states, attended the meet- 
ing: all of New England, New York, 
New Jersey, Delaware, Virginia, 
Maryland, West Virginia, Pennsyl- 
vania, Ohio and the District of 
Columbia. 


Program 

The program of the convention 
paralleled that of a medium-sized na- 
tional convention. Morning sessions 
featured discussion panels and ad- 
dresses by top industry speakers. 
Afternoons and evenings were given 
over to informal discussions and to 
relaxation—including a golf tourna 
ment. A full ladies program was also 
planned for the convention. 
e@ Local Unity—The regional meeting 
was established in the NAED because 
it provides an opportunity for smaller 
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closer and more personal meetings 
Such meetings are characterized by 
a unanimity among members from 
the same area and allows them to 
discuss problems of a local nature 

At the Eastern Region convention, 
zone meetings were held among the 
members: Zone 1 included members 
from New England; zone 2, members 
in New York and northern New Jer- 
sey; zone 3, members in southern 
New Jersey, eastern Pennsylvania 
Delaware, Maryland, Virginia, and 
the District of Columbia; zone 4, 
western Pennsylvania, West Virginia, 
and Ohio. 


Opening Session 

The convention formally got under- 
way on Sunday. August 30th with the 
registration of the members. This was 
followed on Monday by the zone 
meetings and a golf tournament in 
the afternoon. The convention offici 
ally got down to business on Tuesday 
with the opening remarks by Bolan 
H. Boatner, vice president of the 
NAED Eastern Region 

Boatner cited the growth of the 
electrical industry and the challenges 
it has faced throughout the growing 
years. “At the same time that we and 
our companies have been growing up 
—as our electrical distributing indus- 





try has been expanding—our prob 
lems, unfortunately, have grown 
along with us,” he said 

The electrical industry, according 
to Boatner, is doubling itself approxi- 
mately every 10 years. In line with 
this, Boatner noted that the function 
of the electrical distributor must al 
ways be performed in this expanding 
economy. He noted the challenges 
facing the industry and the fact that 
the industry must be prepared to 
meet these challenges 

The next address on the agenda 

was on the subject “Manufacturer- 
Agent - Distributor Relations: How 
They Can Be Improved”. 
e Manufacturer—Representing — the 
manufacturer was Rex Pearson, Jr., 
assistant to the vice president in 
charge of sales, The Thomas & Betts 
Co., Elizabeth, N.J. The title of Pear- 
son’s address was “Number One On 
Your Hit Parade—Music To Do Busi- 
ness By”. 

Pearson initiated his address by 
suggesting a record album of “Music 
To Do Business By.” The object 
brought out by Pearson ts to develop 
and record the relationship between 
the manufacturer and the distributor 
into a completely harmonious sym 
phony 


Continued on page 94 


93 






































































Regional Meet... 


Continued from preceding page 

After a brief explanation of musi- 
cal terms, Pearson told the audience 
how the terms may be applied to the 
distributor and manufacturer in a 
business melody. Here is how Pearson 
explained it: 

“Stereophonically speaking, _ let’s 
say, therefore, that the distributor’s 
melody goes through the speaker on 
the left . . . and the manufacturer’s 
through the right.” According to 
Pearson these sounds must be syn- 
chronized to be harmonious. In order 
to attain harmony, Pearson men- 
tioned several points the distributor 
should know about the techniques of 
the manufacturer. 

e Orders Regarding orders, 
Pearson posed the following ques- 
tions: “Does he (the manufacturer) 
play harmoniously with you for the 
small orders . . . but then does a solo 
with the large orders? Or will he fol- 
low the music as written and play 
melodically with you on all orders 

even going out on his own and 
bringing back orders for you?” 

“In other words,” Pearson said, 
“regardless of the size of an order 

will he bill the material only to 
an authorized distributor?” 

e Prices—Mentioning prices he 
said, “will he give you the same price? 
In other words, are you sure that you 
will get the identical prices, terms 
and conditions as your competitor 

. whether large, medium or small?” 

Pearson then cited a few salient 
points that the manufacturer is en- 
titled to know about the distributor. 
Those mentioned, included: keeping 
adequate stocks at hand of all sizes 
and shapes; allowing others to obtain 
goods on credit; and will the distribu- 
tor sell his products at a respectable 
margin of profit to himself? 

Pearson concluded by that 
in order to attain complete harmony 
between manufacturer and distributor 
“there must be a published score—or 
policy—one that explains the ar- 
rangement clearly—one that applies 
to everyone at all times.” 

e Agent—Speaking as the agent was 
Frank E. Brown, of the Frank E. 
Brown Co., Inc., Farmington, Conn. 

Brown’s topic before the conven 
tion entitled “Selling 
Together To Survive.” He pointed out 
that this can be accomplished through 
loyalty, suggested resale price sched 
and teamwork. Brown noted 
that these techniques are directed at 
influencing the ultimate user to buy 
the manufacturer’s product at 
lished prices through 
channels. 
¢ Distributor — “The Relationship 
Between The Distributor And The 
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WINNING smile is shown by Joseph Colker, of West Virginia Electric Supply Co., 
Huntington, W. Va. who is receiving the NAED eastern regional tournament golf 
trophy from B. H. Boatner, eastern regional vice president. 


Manufacturers Representative,” was 
the topic of the address given by 
Phillip B. Leff, of the H. Leff Electric 
Co., Cleveland. 

In his initial remarks Leff told the 
convention audience that in order to 
discuss the relationship of his topic 
it was necessary to also include some 
explanation of the relationship be- 
tween the manufacturer’s representa- 
tive and the distributor. He covered 
this briefly by first mentioning the 
types of representatives that distribu- 
tors must work with. Leff pointed out 
that as a distributor, “you have the 
right to discuss with each and every 
representative, regardless of category, 
his policy and that of his principals 
as to: number of distributors; sales 
help, advertising, samples, catalogs; 
possible margins of profits; and stock 
requirements.” 

According to Leff, understanding 
between both parties will lead to 
good business, and better profits. Leff 
mentioned that an agent can also do 
as much for the distributor if he does 
not have too many lines and those 
that he has are related. 

Leff concluded his speech by noting 
that as a distributor in order to ac- 
complish your function you “must 
determine what you want to sell, to 
whom you want to sell it, and at what 
price to give you a fair profit.” After 
that has been determined, you must 
decide whom to buy it from and who 
will most help you achieve that which 
you have set out to accomplish.” 

“It is my opinion,” he told the 
members present, “that you are 
served best by: the direct representa- 
tive first, the non-warehousing agent 
second, and the stocking agent last.” 
He concluded, “the best test by any 
standard is; if you can work together 
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profitably with your supplier and 
have your supplier also profit from 
your efforts, you’ve got the ideal rela- 
tionship that is guaranteed to bring 
harmonious goodwill and 
growth.” 


success, 


Editor Speaks 


“How Does Our Industry Look— 
From Inside and Out?” was the ques- 
tion posed and answered by George 
Ganzenmuller, editor, ELECTRICAL 
WHOLESALING. Here is what he told 
the audience is an outsider’s view of 
the electrical distributing industry. 

Dr. Edwin H. Lewis, professor of 
marketing at the University of Min- 
nesota made an appraisal of the elec- 
trical wholesaling industry which ap- 
peared in the June 1958 issue of EW, 
Ganzenmuller told the audience. 

“In discussing the need of distribu- 
tors for self-appraisal, Dr. Lewis de- 
veloped a list of questions which any 
electrical distributor can use to check 
his own operation,” he said. Here are 
the questions: 

(1) Have I analyzed my market? 
Do I know which areas or territories 
are profitable? Do I know both the 
potential and the costs of selling in 
these areas? 

(2) Am I carrying any unprofitable 
lines? Do I actually know which lines 
are the most profitable? 

(3) Am I carrying excessive inven- 
tories in some lines? Am I leaning on 
manufacturers’ and agents’ local 
stocks when I should be carrying my 
own stock? 

(4) Have I considered reducing the 
number of competing lines? 

(5) Have I selected a type of busi- 
ness in which to specialize and be the 
leader in my area? 
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Jasco Ventilators 


Economical Proven 
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a, Powerful, deluxe turbo 


radial impeller for the 
most difficult exhaust 
ing jobs by pressure 

> through ducts. Develops 
pressures unobtainable 
by ordinary fan blades 
For ceilings or side wall 
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Absolutely the trimmest. Only 5'4” high, fits inside 6 , = 
joist without protruding. Permits installation on shal 
Tol’ mmo) -t-lasMmot-} ae) -tele-1 Mme. -111lal-4-Wmmd leoMal + lel imal io tt 1a] , e 
Easiest of all to install MODELS 
































B88A- 889A 


FASCO INDUSTRIES, INC. 


North Union at Augusta 
Sturdy, low-cost, chain operated 


ventilator. Deep pitched fan Rochester 2, New York 


blades remove odors, vapors EW-1059 

and fumes. Ample overlap on 

outside door frame and inside Please send me your new full-color cata 
tube makes flush finishing easy range hoods and ventilators 

and neat in any type wall 

construction 











Name 


Company 


— SATA IOATA. = 








(6) Have I done all I can to make 
my outside and inside sales people 
more effective? Do I request assist- 
ance from my manufacturers and 
work with them on sales training 
programs? 

(7) Do I have a sound credit policy? 
Am I carrying contractors who are 
operating on a shoestring and who, 
therefore, constitute a serious credit 
risk? 

(8) Do I follow sound practice in 
making bids to contractors? Do I re- 
fuse to rebid at a lower figure? 

(9) Do I have a sound and consist- 
ent pricing policy? Do I refuse to ac- 
cept business which is unprofitable 
even from “good” customers? 

(10) Have I fallen into the habit of 
accepting “brokerage” business? Is 
5%, 3%, 2%, 1%, enough of a mar- 
gin to make the acceptance of such 
business worthwhile? 

(11) Have I streamlined my order- 
filling procedures so that orders are 
handled at lower costs? 

(12) Do I really work with my 
leading suppliers and gain their con- 
fidence? 

“The value of this study,” Ganzen- 
muller pointed out, “can be im- 
measurable.” 

For an inside view of the industry, 
Ganzenmulier cited EW’s “occasion- 
ally seeing enough trees to make a 
forest.” 

According to Ganzenmuller, “one 
of the forests that we see is a need 
for better distributor-manufacturer- 
contractor relations.” It was noted 
that by spelling out what is expected 
of a manufacturer and distributor, a 
policy can draw the lines of respon- 
sibility sharply. This policy need also 
applies to distributors in their rela- 
tions with their customers, he staged. 

Several of the industry’s forests 
that have been observed by ELEC- 
TRICAL WHOLESALING include: 
the need for distributors to cure 
themselves of volumitis; the need on 

FOR INDUSTRY: Drop Light Reels # Multiple-Outlet | the part of distributors to make their 

Reels # Do-It-Yourself Reels # Electric and Cable Bal- | Pinions known; the need on the part 

ance Reels # Static Discharge Reels # Job Light Reels | f distributors to take greater pride 

Display Lite Reels » Drop Cord Setss FORTHEHOME: |” oe cede fers oo 

Handy-Lite Reels » Multiple-Outlet Reels = Drop Cord = mcrecible Price mess the industry has 
“8 managed to get itself into. 

Sets # Shop Light Handles and Guards. ; : 





A higher profit, greater turnover line. Unequalled Keynote Address 


guarantee and service. Immediate, economical de- The keynote speaker of the occas- 
livery from nearby warehouses. Productive merchan- sion was George W. Provost, Jr., 
dising and advertising. All products are Underwriters’ | president of the National Association 
of Electrical Distributors. He ad- 
dressed the members on “The Need 
For Creating Earnings”. 

In his address, Provost stated that 
such problems as government regula- 
tions, labor relations and community 
relations are putting a squeeze on 


ores pon Padian, ‘Peuahapile i feomtsnaoks production and marketing. He then 


Laboratories approved. 


applied this to the electric industry. 
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FIVE NEW = ates 
GEDNEY ont ; F = 
PRODUCTS... 


olderless lug. Malleable 
plated 


“that 
fit 


always!”’ 


Nobody knows better than you do 
how much time, trouble and expense 
are involved when electrical fittings 
don’t fit properly. That’s why Gedney 
has adopted the simplest of mottoes: 


Gedney Fittings fit. And we mean it! GEDNEY PUSH-PULL 
TAB CAP. 
Gedney Fittings are machined with For plugging bushings, 


unfailing accuracy, then carefully fin- cesin, SOME 
ished, finally they’re scrupulously in- . ethylene, in sizes 


spected. Result? You no longer have Ya" to 2" 
to make allowances for the fittings 
(and time) you used to throw away! 
One more thing. These better fittings 
cost you no more! 


Think of all the places you can save 
time and money with these five new 


Phang GEDNEY STATIC PREVENTIVE 
Gedney Fittings and Accessories! 


GROUND CLAMPS. 
Made to ground pipe or 
conduit from 2” to 8” 









GEDNEY 


ELECTRIC COMPAN 





RKO BLDG. + RADIO CITY + NEW YORK 20 
GEDNEY FITTINGS FIT 


Foundry, Factory and Shipping Point: Terryville, Conn. 
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AS AN INDUSTRY LEADER... 


EFENGEE sbuys onty FROM QUALIFIED 
PEOPLE, OFFERING FINE SERVICE AND 
QUALITY PRODUCTS ... 


Etengee purchasing officials Jim Puccio and Tom Martin agree with PAINE salesman John 
Grant on the importance of dealing with experienced, well-established companies 


PAINE People And Products Are 


Your Best Buy In Electrical 
Hanging, Fastening Devices 


What does it take to be your best supplier? The first thing 
most of you would say is — “you must offer the best prod- 
ucts at a reasonable price backed up with service.” But if 
you probe beyond the products, you come to people. And 
more than any single factor, people make the difference. 
It takes people to make and sell products. And leaders in 
any field insist on people with know-how, experience, inge- 
nuity and perseverance. People with these qualities, selling 
quality products, always give you the best products and 


service. 


Efengee, an Industry Leader, is one of many firms that be- 
lieves PAINE people have these qualities. And PAINE 
believes Efengee people are of the same high caliber. Stop 
in today, try PAINE products at your local supplier, and 


see for yourself. 


the best craftsmen always take 
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THE PAINE COMPANY, 


10 Westgate Road, Addison, Illinois 


| 
| 
| 
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“First, we are not making enough 
money—enough profit to provide for 
our mutual growth and develop- 
ment,” he told the members present. 
In comparing the distributor to the 
farmer who stockpiles seed corn for 
the next harvest, Provost said the 
farmer's technique may be applied to 
the electrical wholesaling industry. 

“In our industry we should realize 
where our seed corn will come from. 
The only source of seed corn for our 
industry—whether it be manufactur- 
ing, producing or _ distribution—is 
from profit—and that means profit 
for all of us.” He cited various rea- 
sons why the distributor needs profit. 
Among them were the need to meet 
current operating costs and to receive 
an adequate return on investment. 

Provost noted 
of manufacturer-distributor relations 
and emphasized the need for man- 
agement development. Speaking for 
NAED as a whole, he said, 
tively strong—and 
most satisfactorily provide every con- 
ceivable facility for orderly, profit- 
able transfer of electrical material to 
those who need it.” 

Concluding his 
quoted a passage from his predecessor 
J. P. (Jake) Customer 


several instances 


“collec- 


we are we can 


speech, Provost 
Hamblen. * ‘C 
relations are good or bad in direct 
proportion to the amount of profit- 
able business a customer produces— 
and how well he pays his bills’.” 

On the final day of the four-day 
convention the members heard an ad- 
dress by Melvin Wessel of the electric 
heating division of the Cavalier Corp., 
Chattanooga, Tenn. Wessel spoke to 
the members on the topic, “Electric 
Heating—Blowing Hot or Cold?”. 
He told the audience that “electric 
home heating is gaining in popularity 
far more rapidly than any other type 
of heating system known.” In order 
to meet this challenge Wessel suggest- 
ed several recommendations for pro- 
moting electric heating. 

The next the closing 
day agenda was Robert E. Heidt of 
Heidt Electrical Supplies, Inc., 
Linden, N.J. Heidt speaking on “The 
Profitable Customer—Is He?”, illus- 
trated his address with color slides to 
show where profits really lie in regard 
to customers (see page 72). 


speaker on 


Closing Address 


After a discussion panel of “Prob- 
lem Solving for Our Industry”, which 
consisted of distributor and manufac- 
turer members, the 
address of the final session 
“why-Why-WHY?” 
Arthur W 
tor, NAED. 

In closing the 
Eastern Region 


closing 
entitled, 
given by 


panel 


was 


Hooper, executive direc 


first 
the 


book on the 
convention of 
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af fFOm virden 


to add sales sparkle 


to your new homes 





For 


Traditional 


Homes 








\> OY, 


V-1476 One of six gorgeous- 
ly styled Colonial chande- 
liers. Handcut crystal and 


Piss RSET AE VEL Ek hat PP, TL: 
V-6051 Authentic Early American 


in a pulldown. Polished brass with 
white shade. Opal chimney has star 
decorations 


(CCT IER 





i 
dimer 


v-1499 Quiet dignity, 


warm hospitality is exem- 








gleaming brass to add a bril- 
liant touch to any room. 


\ aa plified in this traditional 
design. In 6, 4, 3, and 2- 


light 


models, each hand- 





fashioned from solid brass. 








a 


EN sgl 15) A OG EL ¥ wer 


, \ V V-4465 Gleaming 
! 
y ia » brass and satin 


white, in a modern 


V-1193 An unusually versatile 
3-light cluster . . . use it in living 
rooms, dining areas, family 
rooms, anywhere you need a 
smart modern accent ~—-s 


1 wy] | 
V-7940 Give your pa- 


{ ‘ 
4 V-6200 Perforated ; 
/ : downlight with crystal tios, porches, entrance- 
4 lens. Polished brass ways extra sales appeal 3 
: Excellent accent light with this outdoor wall & 


lantern 

&< anil 

es V-6840 Add a touch of glamour 

with this bathroom fixture. Use 


For 7 it singly or in pairs 
i ar ~=sCV-5880 Lift your y 


Transitional PY belle and coer GOD 


' 
‘ 
' ordinary with this ’ ‘ 
. graceful design 
Homes } Has matching wall 
4 —_ 1 y « ba a unit and light 
as : 


For 


Contemporary 


Homes 


blending 


os 
v 


< see me, 
Oe . > 
ones 


V-1630 Modern blend- 
ing of white imported 
plastic and polished 
brass, an exciting accent 
wherever it is used. 

















Tecle WA Tite * OY LE SL 





PEN 


Yaar 


¥ chandelier 


V-1860 A touch of V-3920 Give your bed 

brilliance in an exciting room the look of rich 

6-light chandelier. Use ness. Imported glass @\ » 
it with matching ceil- has crystal beads, pol 

ing and wall lamps for 
a wonderful effect 


V-1791 The lovely 
charm of polished cop- 
per and black in the 
popular pulldown style 





























ished brass trim 








—s_ 
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Your Virden distributor has the complete line of Virden “‘light idea” fixtures on display now. Or mail the coupon Find tt Fest 
he 















below for your free copy of our new 52-page full-color catalog. 
Pages || 
es - J 
all ' 
VW 5 rad e re Virden Distributors: tT 
tors 
| HT! N . lectrical contrac 
Iders ande 
L G G ee my ad in all the leading trade 
will see to buy 
A Division of the John C. Virden Company agozines. Be sure to tell them 
Cleveland 3, Ohic Se Gaal 
Member American Home Lighting Institute them 10 


ee oe 


In Canada, John C. Virden, Ltd., Toronto, Ontario 
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Series FLOOR BOXES 


hf 


¥ 
=| 
t 


Line thom Steet Citiy! 


Durable Bronze Adjusting Ring and Floor Plates 
1 with matching Bronze Service Fittings 
with these 1%" or 2%” deep 4” Octagon Outlet Boxes and 
valuable Box Covers—electrogalvanized 
Screw-leg brackets welded to bottom of box for 
sales rigid mounting and positive leveling 


f t Holes in bracket legs for nail or sheet metal screw 
ealures anchoring. Outlet box cover holes for tie-down 
wires. 


Outlet boxes with KO’s for 4”, %” or 1” conduits 


Assembled for quickest on-the-job installation 
Wide hand hole opening for easy access to wiring 
True level in rough and finish installation 

Accepts variety of flush or standpipe service fittings 
Packaged in individual cartons, clearly labeled 
Economically priced 


SOLD ONLY THROUGH LEADING ELECTRICAL DISTRIBUTORS 
ELECTRIC COMPANY 


PITTSBURGH 33, PA. 


NAED, Hooper asked the members, 
“why-why should an industry with 
ever increasing demand, ever increas- 
ing opportunities . . . with new prod- 
ucts and new uses for those products 
being developed almost daily 

with a record of phenomenal growth 
and expansion, year in and year out 

. why should such an industry be so 
fraught with unnecessary problems?”. 

In view of this question that is on 
the lips of every distributor, Hooper 
said, “let’s keep on asking why ‘ 
until we get all the facts before this 
industry so that a few constructive 
solutions can be forthcoming.” 

Hooper suggested that the industry 
return to some fairly simple facts of 
life about distribution. “Let’s get back 
to fundamentals,” he declared. 

“A distributor is necessary and 
valuable in the marketing and mer- 
chandising of electrical construction 
materials and electrical housewares 

. if he were not useful . . . did not 
perform some essential service . . . he 
would have been eliminated from this 
field many, many months or years 
ago. Basically, he is needed and adds 
a service that cannot be handled as 
economically or as efficiently in some 
other way.” 

In looking over the facts of a dis- 
tributor’s investment in personnel-in 
training programs and in sales ex- 
pense, Hooper noted that such an in- 
vestment should provide men who 
know the product, its uses and its ap- 
plication, and thereby establish an 
efficient sales force 

He concluded his speech and 
brought the Eastern Region convepn- 
tion to a close with the following re- 
marks; “If this group of informed, 
responsible business men can’t bring 
some common sense back into the 
industry, I don’t know who can. Why 
should you be interested? I'll tell you 
why—LET’S ALL MAKE SOME 
MONEY!” 





Business Boom Building 
Beneath Economy 

NEW YORK—The steel strike has 
obscured a boom building up beneath 
the surface of the economy, reports 
Electrical World, a McGraw-Hill 
publication. Sales, personal income, 
level of inventories, plans for capital 
spending, and new orders comprise a 
hazy picture of prosperity sitting in 
shadows of the steel strike, which, 
when settled, will shed light on a 
clearly rising business boom. Manu- 
facturing new orders have been un- 
slackened, new orders for capital 
goods have run strong, production 
and sales have been rising fast, and 
inventories show less need to worry. 
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Youngstown 


rigid steel conduit and E.M.T. 
—_—_ 


Youngstown conduit consistently lowers in- modern coating techniques. This consistent 
stallation costs because (1) it bends easily; top quality is closely watched from the iron | 
(2) it threads easily; (3) it’s easy to fish wires. ore to the finished product by one integrated 
through. This high quality is built into Buck- steel organization, The Youngstown Sheet and 
eye and Yoloy Conduits by using only the Tube Company, Youngstown, Ohio. Carbon, 
finest grades of steel coupled with the most Alloy and Yoloy Steel. 















Hot Dipped Galvanized inside and out, CONDUIT 
including threads, plus a coating of T"tlemine 
: Nominal Ciameter| wy Thread Feet 
tough, clear enamel after threading Size nches) Thickness | Per inch | Per Bundle 
gives you doudle corrosion protec- internal externat | inches 
tion plus easy wire pulling. ‘4 622 s40 | 109 14 100 
Me 824 1.050 113 14 50 
- - 1 1.049 1.315 133 my 50 
Electro- Galvanized after threading 1% 1 1.380 1.660 140 1% 30 
with a smooth, uniform outside 1%] 1.610 1.900 145 1% 30 
- , , : ~ : aon 
coating of zinc. Inside and outside ot oon. fa ne . 
are coated with tough, elastic, clear 3 3.068 3.500 216 8 
enamel, baked on, for protection 3%) 3.548 4.000 226 8 
d oe fi shi - 4 4.026 4.500 237 8 
4 and easy lishing. 5 5.047 5.563 258 » 
6 6.065 6.625 280 8 

































Black Enameled inside and out , baked Conduit furnished in 10-foot lengths, threaded both ends with 
on for a tight, elastic, high-lustre one coupling 


finish to guard against cracking dur- 


AND E. M.T. ing bending and handling. COUPLINGS | 
































































: ’ ‘ : 7 
Electric Metallic Tubing. Brightly sasha Pa 
electro-galvanized with a clear elas- Size ached Per Carton 
tic enamel coating baked on the in- 
side and outside. A mirror-smooth Ly aa 4 = 
; : : ha 313 
raceway for very easy wire pulling. 1 1.576 2.000 50 
1% 1.900 2.062 50 
1% 2.200 2.062 50 
2 2.750 2.125 25 
24 3.250 3.125 
3 4.000 3.250 
3% | 4.625 3.375 
4 5.000 3.500 
5 6.296 3.750 
: ; 6 | _7.390 4.000 
Yoloy is unsurpassed for tough jobs 
where highest corrosion - resistance 
is needed. For example: underground ELBOWS 
installations or where conduit is 
exposed to salt, most chemical and Size | Radius Offset p Pieces r 
A . ° ian | ne | inch sentid 
corrosive industrial atmospheres. ~ - err 
Yoloy is a 2% nickel, 1% copper v 4.000 T 6.500 30 
alloy steel designed especially for Ye 4.500 7.250 50 
high corrosion-resistance, increased ' 6.760 6.708 od 
- 1% 7.250 10.500 20 
strength and good bending qualities. 1% 8.250 11.750 15 
Actual tests prove coatings also last : aaa a 10 
. . y 10 | 1 
longer due to their superior ad- _" 13.000 10.000 
herence to Yoloy Steel. 3% 15.000 20.500 
Toloy Co o. « ittings are 4 16.000 | 22.000 
Yoloy Conduit and fittings are : bees a 
6 





















available in: 30,000 37.500 
OLOY Hot Dipped Galvanized 


Black Enameled ELECTRICAL METALLIC TUBING 


CONDUIT Yoloy E.M.T. combines all the ad- 1 
vantages of Buckeye E.M.T. with aes pecpaeet > pracmalldl PP Feet 















. - - inches) Be sade 

the high corrosion-resistance, duc- Internal External (inches) ne 
AND E. M.T. tility and higher strength of Yoloy ” — —_ —— — 
Steel. % 824 922 049 100 






S vas 7, , y y ; Ss. 1 1.049 1.163 057 100 
Specify Yoloy for your tough jobs a rend — rod 
1% 1.610 1.740 085 50 
























2.067 2.197 30 













Approved by Underwriters’ Laboratories, Inc. and meets Federal Specifications E.M.T. furnished in 10,foot lengths, without couplings. 


Youngstown 
ELECTRICAL WHOLESALER 


or your nearest District Sales Office 





For quick service call your 












Why modern merchandisers have 


switched to & ASY: iH EAT 


electric freeze-protection 


“Rasy HEAT 
gives agh-=r- Mod alot lor 
fo} Mm ol-Cot.t-Cellale him 


Choice of individual, illustrated 
boxes, easy to stack, display; 
or clear-view “‘Poly” bags with 
headers punched for hanging. 
Self-service “salesmen”! 


“Rasy HEAT 
ar-t-ae- @eocel lah d-leedol- Cot am dar- 6 a) 
a traffic stopper!” 


Profit-pack No. 3742! Not a dump 
box—offers bags and boxes in a 
working displayer. The 2 fastest- 
moving sizes, plus Fiberglas. Dealer 
gets display bonus, 354% profit! 


"Rasy HEAT is so 


easy to use, to 


ee to sell!” @ te basy-HEAT 


advertises heavily to get 
me more customers!” 


QUALITY, TOO! Guaranteed auto- 
matic and non-automatic Heat Band Kits, 
already assembled for easy installation. 
Moisture-proof vinyl bands hold heater 
wire in separate channels. Hermetically- 
sealed connections. Extra 12” of lead 
wire. Every electrical, hardware and farm 
supply dealer is your prospect. Write for 
attractive wholesale terms. 


WE'RE GOING ALL OUT TO BUILD 
DEALER DEMAND. PLAN YOUR 
SALES CAMPAIGN EARLY. ORDER 
A SUPPLY OF EASY-HEAT NOW! 


EAS Y-HEAT, INC., “Blectric Anti-freeze Devices" 


Dept. EW, Lakeville, indiana 


High Voltage .. . 


Continued from page 18 


Delivery on this is slow—where 
it was on two-day delivery, it’s now 
three to four weeks.” 

Another southern distributor re- 
ports, “we have been advised by sup- 
pliers we won't be getting any more 
galvanized; thin wall is still available, 
though slow on delivery.” 

SOUTHWEST: Dallas — “We've 
been notified we won’t be getting any 
more steel conduit,” report several dis- 
tributors from this city. However, one 
Dallas distributor reports suppliers 
have not slowed deliveries except on 
¥%-, 3-, and 3'%2-in sizes of steel con- 
duit. 

CENTRAL: Chicago—Distributors 
in the central region contacted report 
that delivery of heavy wall steel con- 
duit has been stopped in many cases 
and thin wall delivery is slow, but still 
coming. 

EAST: New York—Most suppliers 
of steel conduit in the eastern states 
have completely stopped deliveries or 
slowed them down considerably. No 
more deliveries are expected until the 
strike is over, distributors report. 

NEW ENGLAND: Worcester 
Distributors contacted in New Eng- 
land report that steel conduit suppliers 
have stopped deliveries completely. 

(3) Assuming a_ continuance 
of the steel strike, how lone will it be 
before you are completely out of steel 
conduit? 

WEST: San Francisco — Western 
distributors contacted report that they 
have about a 3 months stock of steel 
conduit. But if a shortage occurs, they 
report that a run on the market would 
deplete the stock rapidly 

SOUTHWEST: Dallas—‘‘If demand 
continues at the normal rate. we could 
last from 60 to possibly 90 days,” one 
distributor reports. “But if our compe- 
tion runs out, then our stock could be 
gone in a whoosh,” he added. Another 
southwestern distributor reports he 
will be out of conduit in 30 days if 
the strike continues. “Two or three 
weeks is as long as our supply will 
last,”” one distributor in this region re- 
ports. 

SOUTH: Atlanta “About two 
weeks is as long as our supply will 
last,” one Atlanta distributor reports 
“I can’t say how long our supply will 
last,” said another distributor, “it de- 
pends on supply and demand.” An- 
other southern distributor said he 
could go about 30 days on the stock 
he had on hand. 

CENTRAL: Chicago—One Chicago 
distributor reports that he can hold 
out for 3 months with his supply of 
steel conduit. Others estimate 3 weeks 
limit on heavy and thin wall conduit 
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New low voltage motor control 
line adds more sales appeal to 
Allis-Chalmers franchise 


There’s powerful sales inducement in this new Size 0 
to 4 line, designed to stimulate buyer interest and 
distributor profits. 
Your customers profit from exceptional performance 
characteristics proved in millions of “life test’? opera- 
tions; versatility to make desired modifications on the 
job quickly and inexpensively. 
You profit from the pulling power of a full line of 
standard control for industrial and commercial appli- 
cations. The complete low voltage line includes equip- 
ment through Size 9. And that’s only part of the 
picture. The wide range of profit-making industrial 
control includes high voltage equipment, dc control, 
special devices and control systems. 

Fast delivery from field and factory stocks keeps 
your inventory requirements low. 

Profitable opportunities are still open. For informa- 
tion call your nearby A-C district office, or write Allis- 
Chalmers, Distributor Sales Section, Milwaukee 1, Wis. 


OTHER A-C SELLING SUPPORTS: 

@ National advertising and sales promotion with impact 
for distributors. 

® Selective appointment policy. 

@ Liberal exchange policy on stock products 

¢@ Direct aid in specialized sales and engineering apr'li 
cations 

@ Sales producing product meetings in the field and 
at the factory for your salesmen 

e Continuous research and development to provide new 
products that stay ahead 

@ Diversified line of electrical equipment from one 
supplier — motors, transformers, regulators, unit sub 
stations, switchgear and circuit breakers 


ALLIS-CHALMERS 


A.1184 

















NEW oxrea sas 


“Tt se 
BAKELITE 
DOUBLE TAP 


no. 75 


15A-125V 


PARALLEL GROUND 
DOUBLE TAP 


no. 78 


15A-—125V 


ALL TAPS 
AVAILABLE IN 
BROWN OR IVORY 
INDIVIDUALLY BOXED 


PARALLEL 
DOUBLE TAP 


no. 79 


15A-125V 


3 BRAND NEW WIRING DEVICES 
FOR A READY-MADE MARKET 


These are the very latest in table and wall taps manufactured 
in a beautiful distinctive Eagle design, 358” long 1-15/16” 
wide, 1-1/16” high, each device has a metal bottom plate 
to which is fastened a complete Receptacle. 2 wood screws 
are furnished for fastening this meta! plate to a wall surface 
if desired. Top bakelite housing is later attached by a single 
screw. 

To install, remove the top bakelite and wire the device 
with either Romex or any other wire. Provision is made 
for through wiring if desired. Then fasten bottom plate 
to the wall, and attach top housing. Can also be used as 
a table-tap. Scientifically designed so bottom plate pro- 
trudes about .010 below the bakelite top housing;—all 
breakage is ‘eliminated. 


SOLD THRU WHOLESALERS—ORDER TODAY 


EAGLE ELECTRIC MFG. CO., INC. 


“PERFECTION IS NOF AN ACCIDENT" 








EAST: New York—‘Under normal 
conditions our supply of steel conduit 
should last at least 60 days,” one dis- 
tributor said. However, many distribu- 
tors in the New York area report that 
they are rationing conduit orders. As 
one distributor put it, “if I receive an 
order for 5,000-ft, I give "em 2,000- 
ft.” 

NEW ENGLAND: Worcester — 
New England distributors contacted 
report they have about one month’s 
supply of steel conduit on hand to 
handle orders 

(4) As a consequence of the 
steel strike, have you taken on—or do 
you plan to take on—aluminum con- 
duit to serve your customers’ rigid 
conduit needs? 

WEST: San Francisco—Distributors 
on the West Coast contacted report 
that they have adequate supplies of 
aluminum conduit on hand as a sub- 
stitute for steel when they are hit with 
the shortage. One distributor reports 
that he is supplied with plastic con- 
duit also. 

SOUTHWEST: Dallas—Southwest- 
ern distributors contacted report that 
they are fully stocked with aluminum 
conduit and are ready to fill orders 
when the demand dictates it. 

SOUTH: Atlanta—“‘We are noticing 
a lot of interest in aluminum—some 
of our customers prefer it to steel,” 
says one Atlanta distributor. “We are 
fully stocked with aluminum conduit,” 
he added. Another southern distribu- 
tor reports, “we are not going to take 
on aluminum conduit—from what we 
hear the distributors who have taken 
it on wish they hadn't.” 

CENTRAL: Chicago—All distribu- 
tors contacted in the Chicago area re- 
port they have been stocking alumi- 
num conduit for several months. They 
indicate they will use it to back up 
their steel conduit supply and will of- 
fer aluminum as a substitute. 

EAST: New York——“When our steel 
conduit inventory gets low, we will 
talk aluminum,” a New York distribu- 
tor reports. “We prefer steel conduit, 
but if the situation calls for it, we will 
have to substitute aluminum for it,” 
another eastern distributor reports. 

NEW ENGLAND: Worcester - 
“We are supplied with aluminum con- 
duit as a substitute for our steel sup- 
ply,” said one New England distribu- 
tor. Most of the northeastern distribu- 
tors report they are fully supplied with 
aluminum conduit to use in place of 
steel conduit shortages. 


Although the United States has only 
about 6% of the world’s population, 
this country produced 38.7% of all 
the electricity generated in the world 
in 1958. 
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BOSS ... COMPLETE LINE OF ELECTRICAL ENCLOSURES 


BOSS J.1.C. Wireway and Fittings 


Flanged Hinged Cover Wireway & Fittings N 
Flangeless Screw Cover Wireway & Fittings 
‘ Flangeless Hinged Cover Lay-In Wireway & Fittings 


“The Line of Least Resistance” 


You can always be sure of excellent quality 
and prompt delivery on stock or “specials” 
J. 1. C. Box with the complete line of BOSS Boxes, 
Wireway and Fittings. 
Type “A” Box 


Job-engineered for quick, easy installa- 
tions, BOSS enclosures are code gauge 
steel, have smooth corners, with firm but 


easy knockouts. Alli units are UL approved. 
Finished in durable gray baked enamel. 
BOSS now also offers you new Oil Tight 
Push Button Enclosures for excellent pro- 
tection against oil, dirt and liquids. 


Write for Catalog on the complete line 
of BOSS Electrical Enclosures. 


Sold thru leading distributors everywhere. Screw Cover Pull Box 





Oil Tight 
Pushbutton Enclosure 











NEMA 12 Cabinet Telephone Cabinet 


Transformer 
Cabinet 


You can rely on BOSS for custom fabrication of your “specials” of any type 


THE HUENEFELD CO. Engineered Products Division 
2701 SPRING GROVE AVE. CINCINNATI 25, OHIO 


























BUSINESS INDEX for July 1959* 





NATIONAL PICTURE: 


e 1947-49 = 1947-49 =100% +> 
240 240 
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INDEX % CHANGE 
July ‘59 June '59 July '58 July '57 July '56 July '55 1959 tm. 1958** 
165 170 150 169 160 15! 10 
Inventory 104 114 141 154 134 _ 


REGIONAL PICTURE: 2 mpg 


From From 1958 from From From 
June '59 1959 July ‘58 June ‘59 





EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC | | 3 +-18 +-20 


*For electrical apparatus, supplies distributors; Source: Bureau of Census **7 months 1959 from 7 months 1958 
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CRESCENT 


ee ee 


— 


~ o _— 


GIVES: felt} ‘SPEED Gnd ECONOMY OF 
INSTALLATION 


CRESCENT INSULATED WIRE & CABLE CoO., INC. 


TRENTON, NEW JERSEY 
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PLASTIC 
ANCHORS 


A PROVEN LINE... 
FAST TURNOVER 


SHELF CARTONS or PLASTIC KITS 


ANCHORING KIT 


Plastic Anchors 
@ 100 Sheet Metal Screws 


®@ One '4," Carboloy Tipped Drill 

"Hi-RED" Plastic Screw Anchor Kits are mak- 
ing a terrific hit with all tradesmen. They go 
for the line and the packaging . . . and keep 


coming back for more! 

The very popular K-6 Kit shown above, in- 
cludes handy plastic case. Tops for tool box 
and truck. Put one on your counter and 





watch the results! 


Colorful counter displays and FREE SAMPLE 
PACKETS now available. Ask your "Hi" rep- 
resentative or write direct. 


NEW! Wally PLASTIC 


SCREW ANCHOR 


FOR HOLLOW WALL CONSTRUCTION 


(PLASTERBOARD, PLAS- 
TER, TILE, ETC.) 
NEW AND DIFFERENT — 
The only plastic screw an- 
chor with "toggle-bolt" ac- 
tion. Just drill 1/4” dia. hole 
. insert Wally .. . turn in 
screw. Lower end backs up 
and bulges behind wall ma- 
terial. Holds permanently! 
ONE SIZE WALLY fits in 4” hole 


Handles screw sizes 6-10 


Cartons of 100, 
or in plastic kit 
incl. screws, drill. 


OTHER ‘‘Hi'' QUALITY PRODUCTS 


@ Wire Connectors and @ Conduit "'Drive- 
"LOK-IT" Wrench Straps" 

®@ Tape-Mate Winder 

@ Fish Tape Reels AND MANY 

@ Conduit ''Snap- MORE! 
Straps" 


MAIL TODAY FOR 

1959 “Hi” CATALOG 
NAME 
FIRM___ 
STREET 
| Sn 


| HOLUB INDUSTRIES, Inc. 


450 ELM ST. - SYCAMORE, iLL. 








Electric Living: USA v. USSR 





Mr. K Needs AW, Lighting, 
And More Appliances 


Recent exhibits both here and in Russia have shown very 
little comparison in electric living habits between the two 
nations. Here's a capsule view. 


HE Medallion Splitnik 

home on exhibit in Moscow has 

aroused curiosity about the kind 
of electric appliances the Soviet 
Union is manufacturing for its own 
use and whether they compare favor- 
ably with our own. 

In regards to electric living every 
American is familiar with the appli- 
ances we have. In choosing appli- 
ances usually our biggest problem is 
deciding which brand suits us best. 
Competition has kept electric manu- 
facturers improving the quality and 
the performance of their products. 
Americans are also aware that using 
a quantity of electric appliances ne- 
cessitates a home wiring system to 
accommodate them. 

Finding out the kind and the quality 

of electric appliances in the Soviet 
Union is a difficult task. Ours can be 
traced through the pages of advertise- 
ments in practically every publica- 
tion. The Soviet Union’s electric living 
cannot be so easily deduced. 
Low Voltage—From a recent Soviet 
exhibition in New York it was learned 
that the modern Soviet home being 
built today has 110 voltage. This 
would immediately rule out the pos- 
sibility of using such heavy duty ap- 
pliances as an electric range, dish- 
washer, combination § washer-dryer, 
combination refrigerator-freezer, wa- 
ter heater and numerous smaller 
appliances in quantity. 

The modern Soviet apartment ex- 
hibited in the New York City exhibi- 
tion rules out the usage of the above 
mentioned appliances. Only the re 
frigerator, mixer, percolator and 
samovar on display were electric. The 
range was gas. The electric washers in 
use in the Soviet Union are apparent 
ly in communal buildings. 

In Russian stores there are electric 
appliances for sale. However, accord 
ing to visitors’ reports they are usually 
of poor quality and excessively expen 
sive. In the New York exhibit the 
quality of the few Soviet electric 


electric 


appliances certainly did not compare 
favorably with American brands. 
Building—Architecture, it has been 
learned, has a noted influence on 
electric living. Only an up-dated or 
newly built house can accommodate 
major electric appliances. Building in 
Russia is state controlled and there- 
fore the occupant has very little to 
say about the amount of electric 
power in his home 

The Soviet Union concentrates 
solely on pre-cast cement or brick 
multiple housing to meet the great 
need for public dwellings. Plumbing 
and wiring are prefabricated, with 
outlets and wiring built into the walls. 
Home lighting meets the barest mini- 
mum requirements. The circuit break- 
er is unheard of. Soviet electric offi 
cials were astonished when they learn- 
ed how much electricity was con- 
sumed by home owners in the United 
States. 

At the present time, with the ex- 
ception of the Soviet exhibition in 
New York, Soviet electric appliances 
have not been shipped to the United 
States. 

From the information available the 
following conclusions are drawn 
about electric appliances and electric 
living in the USSR: 

e Electric appliances do exist in 
the USSR but they are not as 
vanced as our Own, or as reasonably 


ad- 


priced. 

e Modern Soviet construction 
does not have the electric power or 
wiring to accommodate major electric 
appliances. 

e The design and quality of Soviet 
appliances are poor and it is difficult 
even to determine the date of their 
manufacture 

It is evident from these deductions 
that trade in electric products be- 
tween the United States and the 
Soviet Union might be more advan- 
tageous to the United States, except 
that the Russians would be unable to 
use ours right now 
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CHANNEL MASTER 
ALUMINUM 


ete ees 













CHANNEL MASTER CORP. , 
jets Tab . 

yynvero’ ® Talore. Ing ; 
“ 





insPecrTeo 
ELECTRICAL METALLIC TUBING 





Copyright 1999 Channel Mester Corp. 





Nothing can take the place of 
feather-weight ALUMINUM 


Aluminum stays good-looking... mirror bright, mirror 
smooth...inside and out... won't ever show its age. 
Channel Master aluminum EMT is extruded and 
drawn, not welded: has no seams or “beads”. 





Light-weight aluminum cuts the cost of ship- 
ping, storage, and handling. % the weight of 
stee!. New flat bundle simplifies stacking 
and storing. 


DISTRIBUTORS: 


The shift to aluminum EMT is start- 
ing. Channel Master’s profitable 
franchise is now available. Write or 


wire immediately for full details. CHANNEL MASTER CORP 


ELLENVILLE, NEW YORK 


Hard-drawn, highly polished, seamless raceway facil- 
itates fishing and wire-pulling. 

Can never rust. Unaffected by water, humidity, and 
industrial atmospheres. 

Standard inside and outside diameters. Uses standard 
EMT fittings. 

Speeds up the job. Cuts and bends up to 40°, faster. 
Use on any standard bender. 


+ + + & & 
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Here you are—another big seller... 


New =? ll 1 No. 450 


Portable Tristand Chain Vise 


Capacity, 4” to 5”” 
Weight, 421% Lbs. 


has Large, Easy-to-Operate 4 
Top Screw Handle right up on top 


Here’s a real profit maker. Not only do your customers get 
a complete workbench that’s truly portable, but now they get 
a chain vise that’s extra easy and fast to operate. Handle is 
right up on top where it’s always handy. Handle and tightening 
nut are anchored to vise base . . . can’t pull out. 

Vise base, that overhangs front legs for clear tool swing, has 
hanger slots for tools, 3-size pipe bender, rear pipe rest and 
adjustable ceiling brace screw. Folding legs and integral tray 
set up easily and lock in position for rigid work base. Snap 
chain holds folded legs closed for easy carrying . . . no loose 
parts. Rubber grommets in tristand feet prevent creeping. 
Get ready for big sales. Order your stock of RIGID Top 
Screw Chain Vises today! 


New RiGelib Bench Chain Vises 
have same Extra-Efficient Top-Screw Adjustment 


5 Sizes for 4%" to 8” Pipe, 
Conduit or Rod 





Fire’s Out... 
Continued from page 85 


orders and to ship less than standard 
lots which are usually required, Flynn 
stated. “One manufacturer told us,” 
Flynn said, “the goods are yours 
when you are able to pay for it— 
then you can pay for it.” 

3. Notify Customers—When a half- 
million dollar fire wipes out almost 
your complete stock of supplies, Flynn 
notes, the immediate recourse is to 
notify your customers. 

“When the smoke had cleared,” 
Flynn said, “several of our salesmen 
were sent to contact our customers 
personally.” Flynn believes the person- 
al approach is the best in such a situa- 
tion, since the customers get a clearer 
understanding of the situation. “It is 
easier to work out the problems at 
hand on a personal basis,” he said. 

It was also important to inform 
our customers that we were still oper- 
ating, and were not completely handi- 
capped by the fire. 

4. Need Help—lIn a situation like 
this one, Flynn noted, it is almost 
impossible to get back on your feet 
without help. “But we had no problem 
here,” he said. “Most of the manufac- 
turers who supply us, and even our 
competitors generously offered to as- 
sist us. We are very thankful to them 
for their kind cooperation.” 

Most of the company’s business, 
according to Flynn, is industrial. As 
an example of assistance, he cited the 
case of a purchasing agent from one 
of the nearby industrial plants who 
agreed to place all future orders with 
Flynn’s company, even though they 
were not previously a customer. 

Many of the cooperating competi- 
tors, according to Flynn, agreed to 
“fill our orders for us, supply us with 
materials, and bill us at cost.” This 
was a significant step to a quick recov- 
ery, he noted. 

5. Press To The Rescue—Another 
important factor which enabled 
Flynn’s Camden Electric Supply Co. 
to get back on its feet rapidly was 
the cooperation of the local newspaper. 

6. Number Change—tThe telephone 
company also offered its cooperation, 
Flynn indicated. All incoming calls 
were immediately transferred to our 
building at Front and Federal Sts., 
he said. This permitted our customers 
to contact our salesmen who were 
transferred there, and enabled us to 
fill orders which may have been lost 
through attempting to place orders at 
the fire-damaged location. 





The average amount of electricity used 
by the American worker totaled 25,- 
032 kilowatt-hours in 1957 
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/ connector and 


| eG tight! 
NOW. as all ‘i j VP / Every size 






to ratard corrosion. Same as tested and approved by the 


Se th eh, eae eee us eG 
: see Available in Ye", %”, 1”, 1%” (one screw type) and 1%” 
and 2” (two screw type) sizes. 
ae HN 


~ 3 fice 
wats $e. 





Concrete tight with heaviest gauge wall thickness! Far 
- Surpasses ULL, requirements. U.L. file card £24788. 


ELECTRIC TUBE PRODUCT 
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c Ansty Every Customer Requirement 


‘ from this COMPLETE LINE of 


COMBINATION STARTERS 


Sizes 0, 1, 2, and New Sizes 3 and 4 — NON- 
REVERSING, REVERSING and TWO-SPEED TYPES 


A full line, including our new sizes 3 and 4, that 
combines quality starters and enclosures to 
meet the performance and space requirements 
of your most demanding customers. Exclusive 
A-H “Right Angle” Design Starters are com- 
pact and lightweight, featuring straight-thru 
front wiring, epoxy-resin encased coils, large, 
long-life contacts, easy maintenance and 
dependability proved in thousands of applica- 
tions. New enclosures (NEMA 4 for Weather- 
proof and NEMA 7 and 9 for Explosionproof 
Combination Starters) are cast aluminum... 
one-half the weight of old-style cast iron boxes. 
Other available enclosures: General Purpose 
(NEMA 1) and Industrial (NEMA 12 — oil- 


tight and dust resistant). 


Write for new folder on A-H Combination Starters 
to: The Arrow-Hart & Hegeman Electric Company, 
Dept. EW, 103 Hawthorn St., Hartford 6, Conn. 


Ate, 


» 
f 
q 
I 


weeks 


5 : 


a 


WHAT'S NEW WITH 
YOUR CUSTOMERS 











These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in 
the operation of two of your big- 
gest customers—electrical con- 
tractors and plant electrical men. 











High Bay Lighting 

Recently, both mercury and fluores- 
cent lamps have undergone improve- 
ments which have rendered them 
better suited to the lighting of high 
bays. The original 400-wt A-1 mer- 
cury lamp was superseded by the E-1 
with a 35% increase in efficiency. 
Then came the EW-1 with a color- 
modifying outer bulb, and next, for 
high bay use, the RW-1 in which the 
color-modifying phosphor coating was 
supplied on the upper part of the 
large outer bulb only, and most of 
the output of 22,000 lumens was re- 
directed downward. This lamp, in a 
bowl reflector, is currently the most 
economical of mercury sources for 
use in high bays; that is, where lamps 
are mounted 20 ft or more above the 
floor. 
e Development—The development 
in fluorescent lamps has been toward 
higher and higher output. A pair of 
the newly improved 8-ft 215-wt 
Power Groove (very high output) 
lamps now produce 30,000 lumens, 
or three times as much light as the 
earlier 2-lamp 100-wt units, and this 
means a great reduction in the num- 
ber of fixtures to be installed as well 
as a 40% increase in efficiency. 

However, the overall annual 
of a fluorescent system is still about 
12% higher than for RW-1 mercury 
lamp units alone. In spite of this 
difference, many fluorescent systems 
are being chosen for high bay areas 
because of their excellent color, low 
brightness, and the softness of shadow 
and reflected glare. 
e Problem—One of the problems 
posed by the fluorescent systems has 
been the difficulty and expense of 
providing for adequate maintenance. 
With Power Groove (15,000 lumen) 
lamps, not nearly so many fixtures 
are required but the fixtures, includ- 
ing the ballast, are heavy for lower- 
ing, and, at the present time, it does 
not seem practical to separate the 
ballast from the rest of the fixture 


cost 








because of the many wiring connec- 
tions. However, the problem of low- 
ering has been solved by the develop- 
ment of a heavy duty disconnect 
hanger which will readily handle the 
weight of any fluorescent unit. 

In summation, incandescent units 
at higher mountings are pretty well 
superseded today by mercury and 
Power Groove (15,000 lumen) fluor- 
escent lamps. Color-modified mercury 
lamps provide the lowest cost of 
lighting. Fluorescent lamps provide 
the softest and most agreeable light. 
A combination of the two, in about 
equal numbers, approaches the econ- 
omy of mercury with good color, and 
the necessary provision against power 
interruption for mercury lamp sys- 
tems. 


Circuit Breaker 
Code Problems 


Here are two more interesting 
questions and answers concerning 
branch circuit circuit breakers in con- 
nection with electric motor wiring: 
What are the advantages of the cir- 
cuit breaker in motor branch circuit 
protection over magnetic motor 
starters or manually operated ther- 
mal switches which are not permitted 
for this application? 
Non-adjustable-trip circuit breakers 
are inherently dead front for safety. 
They are essentially tamper resistant. 
On polyphase circuits all poles are 
simultaneously opened so that single 
phasing of the motor is prevented. On 
single phase, 220-v circuits, a double 
pole breaker opens all conductors to 
the motor when a fault occurs. 
Many circuit breakers are designed to 
compensate for ambient temperatures 
which assures more protection when 
applications involve locations which 
are above or below normal room tem- 
peratures. 

Thermal devices are designed to han- 
dle gradual overloads but they are 
not rated to handle short circuits. 
Is it necessary to install fuses ahead 
of circuit breakers on motor branch 
circuits to provide additional short 
circuit protection? 

An approved (UL) circuit breaker 
properly applied will protect the 
thermal overcurrent devices of a mo- 
tor, the motor and also itself when 
subject to a short circuit. There is 
no occasion to use a fuse ahead of it. 
The code definition of a circuit break- 
er provides such protection and com- 
pliance with U.L. standards assures 
such performance. 

* * * 

Electric companies in 1958 derived 
96% of their total revenue from the 
sale of electricity. 
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NARROW, TRIM-LINE WALL PLATES 


WILL NOT RUST. Designed for use with 
H&H Specification Grade Interchangeable 
Wiring Devices, these slim, trim wall plates 
are ideal for use in movable metal parti- 
tions for industrial or commercial applica- 
tions. Available with 1, 2 or 3 openings, 
or blank 


q STANDARD WALL PLATES 


Made of the same high quality 302 (18-8) 


Stainless Steel. Available in a complete line, 1 to 3 gangs 


First to bring you the latest and finest, Arrow-Hart 
offers you TWO new products. Designed for profit- 
building sales appeal, these new wall plate lines are 
made from high quality, high nickel stainless steel 
that will not rust and resists practically all organic 
chemicals. And these wall plates are being merchan 
dised to YOUR customers by publicity and adver- 
tising in the publications they read most — and by 
an effective direct mail campaign. Act now to take 
advantage of these opportunities for greater sales 
and profits. Write today for complete information 


Dept. EW, The Arrow-Hart & Hegeman Electric Co. 
103 Hawthorn St., Hartford 6, Connecticut 


Have You Seen the New Arrow-Hart Combination Starters? 
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New Llechie Sno-Melfer 


Saves time and 


money on underwalk, 


underdrive jobs! 


Rolls out easily! Pre- 
spaced heater wire is an- 
chored in galvanized steel 
mesh 10’ long, 18” wide. 


ELECTRICAL WHOLESALERS 


wanted for thie newline / 


Wires won't float as concrete 
is poured. Uniformly even 
heat is assured! 


SNO-MELTER, 
designed for 42 watts 
per square foot, 

puts a practical price 
on snow-free walks, 
tire tracks for the 
drive! Heater wire 
has pre-assembled 
lead wires and 
ground. “Roll-out” 
installation saves 
time, cuts cost. 
Write for full facts! 


EAS Y-HEAT, INC., “Electric Anti-freeze Devices" 


Dept. EW, Lakeville, indiana 


NEWS 





Wholesalers Triumph In 
Interstate Tax Battle 


WASHINGTON — Congressional 
action barring state taxation of inter- 
state commerce earnings has resulted 
in victory for the National Associa- 
tion of Wholesalers and the wholesal- 
ing industry. Both the House and Sen- 
ate have approved a bill prohibiting 
state taxation on minimal interstate 
commerce activities. The bill provides 
that the Senate Finance Committee 
and House Judiciary Committee shall 
make studies and report to Congress 
by July 1, 1962, as to whether addi- 
tional legislation is necessary to fur- 
ther protect businessmen who cross 
state lines in solicitation of orders 
from multi-state and city taxation. 
Prohibition against interstate taxation 
is, however, permanent under terms 
of S. 2524, pending expected presi- 
dential approval. 


Borders and Business 


The new law permits sales across 
state or local subdivision borders 
without incurrence of income tax 
liability on the part of nonresident 
business if the orders are approved 
and delivery of the same are both 
made from outside a state or sub- 
division 

Furthermore, the law frees non- 
resident business from tax liability in 
circumstances of agency, broker or 
independent contractor relationship 
with a resident agent, broker or inde- 
pendent contractor who represents 
more than one principal in the ordi- 
nary course of his business operations 

In summary, without an office, 
warehouse or other place of business 
in a state or political subdivision, tax- 
ation by that state or political subdivi- 
sion, On earnings arising from sales 
within that state or subdivision, can- 
not be effected. Consequently, mil- 
lions of dollars of expense in segregat- 
ing sales, figuring profits, filing tax 
returns and paying multiple tax assess- 
ments to other states and/or politi- 
cal subdivisions is eliminated for those 


who sell across state lines 


Murray Mfg. Consolidates 
Its Midwest Warehousing 


NEW YORK Murray Mfg 
Corp., Brooklyn, N. Y., has consoli- 
dated its midwestern warehousing fa- 
cilities to serve the electrical industry 
in southern Ill., Kans., Neb., Mo., 
and the greater Chicago area. Known 
as the Midwestern Regional Service 
Center and located in Chicago, the 
facilities replace those formerly lo- 
cated in St. Louis 
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for that EXTRA PROFIT — along with the wire, conduit and switches, ask, 


“how about the BURNDY CONNECTORS? 


With competition and high costs squeezing profit 


margins, you naturally count more on your high : 
profit, fast moving lines in selling. / Yi oO Ni H YTO oO L 





You'll get more from your Burndy con- * profitable way to build HYLUG sales 
nectors and installation tools because 7 
they're... - Improved Burndy HYTOOL has crimp-tool 


features electricians want: crimper and 
wire cutter in nose, wire stripper and 
thread chaser, bolt cutter, hand-fitting 


®@ priced to give you a better break...compare 
markups with your other items 





Ba eerste to — every order, for * handles. Sells for only $3.95...makes a 
ee en ee . steady customer for high-profit HYLUGS, 
@ known as leaders in the field and bring you * too. 


more high profit repeat business 


2 oe. ee ee i ee ie ee Ok eo ee ee en ee a a a oe 





To make even a small sale show an extra profit, sell 


Norwalk, Connect. in Europe: Antwerp, Belgium 





Toronto, Canada 
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FOR HAND and POWER MACHINES 





A New Era... 
‘In Cutting Olls : 


A SUPERIOR GRADE 
AT POPULAR PRICES 














TOLEDO DARK or CLEAR 


curring IMPROVES THREADS 


| INCREASES DIE LIFE 


IN 5, 30 and 55 Gallon Drums, 
Gallons, and Handy Quart Sizes 
* 


CHANGE TO p> 
IT’S ANTISEPTIC 





CALL YOUR Mr. TOLEDO NOW 


PLACE YOUR THREADEZY 
STOCK ORDER NOW, Write: 









PIPE THREADERS ¢ PIPE WRENCHES e¢ PIPE MACHINES 





TOLEDO PIPE THREADING MACHINE CO. TOLEDO 4, OHIO 
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NAED To Hold Central 
Region Convention 


NEW YORK—The Central Region 
convention of the National Associa- 
tion of Electrical Distributors will 
be held October 24-28, 1959, at the 
French Lick-Sheraton Hotel, French 
Lick, Indiana. The annual Lake Mich- 
igan Club meeting is being held in 
conjunction with the convention, 
which will be highlighted by business 
conferences and speeches by top ex- 
ecutives in the electrical manufactur- 
ing field 


NAED Holds Western 
Region Convention 


SANTA BARBARA, Calif.—Mem- 
bers of the National Association of 
Electrical Distributors on the West 
Coast held their western region con- 
vention last month to a _ capacity 
crowd. 

The four-day meeting had as its 
theme, “Keys To The Future.” The 
keys were presented as: SELLING— 
the first key to the future; OPERAT- 
ING—the second key; and MANAG- 
ING—the third key. 


Graybar Opens Full Branch 
Operation In Florida 

FORT LAUDERDALE—The Fort 
Lauderdale sub-branch of Graybar 
Electric Co., Inc. is now under full 
branch operation, it has been an- 
nounced 

M. A. Young has been appointed 
manager of the new branch, accord- 
ing to Graybar officials. The new op- 
eration is part of Graybar’s Peninsu- 
lar District, which includes Tampa, 
Jacksonville, Orlando, Miami, West 
Palm Beach, and St. Petersburg. 


Survey Reveals Future In- 
crease of Medallion Homes 


NEW YORK—14% of new homes 
built next year will be Medallion 
homes, according to a_ nationwide 
utility survey conducted by the Live 
Better Electrically Project. 165 out 
of 300 utilities sponsoring Medallion 
home programs reported that 568,268 
new homes will be built in their serv- 
ice areas in 1960. Of this number, 
70,308, reportedly, will be Medallion 
homes 

53 utilities plan to establish Medal- 
lion modernization planning centers, 
providing customers with assistance 
in modernization plans. 101 utilities 
now award or plan to promote Me- 
dallion modernization of existing 
homes. Returns on the survey also 
showed that 5,025 home builders will 
participate in the Medallion home 
program 
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WESTERN INSULATED WIRE CoO. 


Los Angeles 58, California 


WRITE FOR FREE SAMPLE! 
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IT’S NEW! 


YOUR PROFITS are iw- 
CREASED EVERY TIME WE IMPROVE 
OUR PRODUCTS THE BETTER 
THE ANCHOR THE MORE YOU CAN 


| ae "Red Seal 


THIS NEW 
SCREW ANCHOR HAS A NEW 
RED FIBRE DISC IN ITS BASE TO 
SEAL DIRT AWAY FROM SCREW 
THREADS . . . RED SPOT ALSO IN- 
DICATES THE BOTTOM FOR CORRECT 
INSTALLATION. Write me for samples 
and prices on your letterhead’. 
CARLETON H. BUNKER 


OTHER PRODUCTS President 


* DIAMOND Lag Screw Expansion 
Shields * KEYSTONE Machine Bolt 
Expansion Shields @ “DI-EN-KEY”’ 
Closed Back Machine Bolt Expansion 
Shields @« ‘‘N’ Star Type Masonry 
Drills ¢ MULTI-SIZE Wood Screw © 
Anchors * SUPER-GRIP Stud Type ‘ 
Expansion Anchors > D H D Hammer | 5 
Drive Anchors (Nail Type) e ODI- 
FORGE Percussion Type Masonry 
Drills © DI-STAMPT Pipe Clamps « 
RAM Heavy Duty Lead-lron Anchors e 
DIAMOND-P Lag Screw Expansion 
Shields «© DIAMIDE Carbide Tipped 
Masonry Drills « WING-DING Wall 
Screw Anchors. Also telephone line 
and pole hardware 


DIAMOND EXPANSION BOLT CO., INC. 


Garwood, New Jersey 











N. J. Council of Electrical 
Leagues to Hold Convention 
NEWARK—tThe 25th Annual Con- 
vention of the New Jersey Council of 
Electrical Leagues is to be held 
October 9-11 at the Hotel Traymore, 
Atlantic City. The convention, which 
will bring together all divisions of the 
league to compare ideas, see new 
techniques, hear outstanding experts 
and enjoy good fellowship, will have 
as its theme “Let’s Work Together.” 
The program includes the following; 


Friday, October 9th 
e Annual Election of Officers 


Saturday, October 10th 

e Luncheon, Speaker: Hon. 
Donald V. Hock, Mayor, 
Allentown, Pa. “Aladdin Had 
a Lamp.” 

e Business Session Speaker: 
Arthur W. Hooper, Executive 
Director, National Association 
of Electrical Distributors. 
“Let’s Make Some Money— 
Here’s How.” 


New NEMA Standards 
Available To Distributors 

NEW YORK—The following NE- 
MA standards publications have been 
printed, and copies are available to 
distributors: 


e IC 1-1959, Industrial Control 

This revised book covers the rat- 
ing, test and performance, manufac- 
turing and applications of various 
types of control equipment. 


e LG 2-1959, Large Generating 
and Converting Apparatus 

Frequency and phase converters 
and large _hydraulic-turbine-driven 
generators are covered in this manual. 


e SG 8.1-1959 and SG 8.2-1959, 
Pressure Connectors for Copper 
Conductors. 

SG.8 deals with compression-type 
connectors and SG 8.2 deals with 
screw-type connectors. 


e SM 30-1959, Gas Turbine Power 
Plants 

This book contains the following 
information on gas turbine power 
plants: definitions, nomenclature, rat- 
ing and _ performance, accessories, 
preparation for shipment and installa- 
tion, and weather protection. 


e WC/20-1959, Returnable Reel 
Dimensions for Wires and Cables 

This standard covers all types of 
returnable reels. It establishes reel 
sizes designed to provide strength, 
holding capacity, and steps between 
sizes. 
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RACO screwless 
“Q° Quick-Clamp 
saves time 
on the job 


With RACO’s new ‘‘Q”"’ Quick-Clamp you can install non-metallic 
sheathed cable in seconds—without ciamp screws. Simply push 
the cable through ‘‘Q’’ Quick-Clamp. Cable is held firmly in place, 
can't be pulled out until clamp is released. To release the cable, 
apply a little pressure under the clamp with your screwdriver. 
With the new ‘'Q’’ Quick-Clamp there will be no mare lost 
time tightening and loosening cable clamp screws...no 
more stripped screw heads. 


And... you'll save an hour or more on the average job (60 to 
100 boxes per house). Your RACO Distributor has the new ‘‘Q”"’ 
Quick-Clamp Switch and Outlet Boxes. (Exceed Underwriter 
Laboratories’ tests; are fully protected by patents.) 

See them and try them now. 


*Trademark 


ALL-STEEL EQUIPMENT INC. Aurora, IIlinois 




















**Q"' Quick-Clamp 
available in RACO 
switch or outlet boxes 


Cable moves freely 
into clamp and is 
gripped tightly 


To back-off cable 
release clamp pressure 
with screwdriver 





Motor Control 
BY 
FURNAS 
ELECTRIC 


This NEW outstanding line of 
Magnetic Starters features ad- 
vanced design to assure superior 
performance and longer life. 
It reduces parts inventory and 
provides quick and easy field 
modification. 


Thermal 


Assembly Overload Relay 


NEW trip-free Thermal Over- 


load Relays—manual or auto- 


NEW Dual Voltage 110-220 
or 220-440 Volt Coil reconnect- 


bl he job. M “tbe matic reset. Third overload re- 
able on the job. Magnet features : 
ribs sts Riera ‘ lay kit can be easily added in 
just one moving part. 


| 
| 
| 
| 

| the field. 


Modification 
Kits 


Contact 
Block 


Block is impact resistant. Com- 
pletely visible and front remov- 
able silver-cadmium oxide con- 


clude push button, selector 
switch, pilot light, and third 
overload relay. 

tacts, 


| 
| 
| 
| 
| — 
NEW non - tracking Contact : NEW Modification Kits in- 
: 


yy RITE TODAY FOR FREE 


COLOR BULLETIN 14-Bl, featuring Magnetic 
Starters through 400 bp. 1069 McKee Street, 


Batavia, Illinois. 


FURNAS ELECTRIC COMPANY 


BATAVIA, ILLINOIS 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 


Loan Costs Hit 
Distributors And Mfrs. 


NEW YORK—Many distributors 
and manufacturers of electric house- 
wares are being hard hit by the in- 
creased cost of financing, a report has 
disclosed. 

According to the report, many 
manufacturers who sell through dis- 
tributors feel that the hike in the 
price of credit is an added overhead 
cost that will probably be ultimately 
reflected in higher prices for mer- 
chandise, or tightened terms to dis- 
tributors. 

Distributors indicate, according to 
the report, they will be hurt more 
than the manufacturers. 

The increased cost of financing is 
reflected in three ways: 

e An increase in the prime rate 
on business loans from 4.5% to 5%. 

e Most factoring firms reportedly 
will increase the interest rate on 
money advanced from 7.2% to 7.8%. 

e An increase in the discount rate 
by the Federal Reserve Bank—from 
312% to 4%. 


WAS, WESCO Break Ground 
for New Baltimore Bldgs. 


BALTIMORE — Two Westing- 
house Electric Corp. marketing or- 
ganizations have begun construction 
of new buildings to serve the Balti- 
more-Washington market. 

Westinghouse Appliance Sales is 
building a distribution center in Sav- 
age, Md., which will provide 70,236 
sq ft of office, warehouse and display 
space. Upon its completion, sched- 
uled for January 1, WAS will move 
from its present headquarters in Balt- 
imore and Washington to the new 
location midway between the two 
cities. 

Apparatus and supply _ division, 
Westinghouse Electric Supply Co., is 
building sales offices and a warehouse 
on Federal St., Baltimore, which will 
provide 29,970-sq ft. Presently the 
firm is located on West Franklin St., 
Baltimore 


Kansas City Holds 
Electric Living Exposition 

KANSAS CITY—The Electric As- 
sociation of Kansas City has spon- 
sored a five-day electric living ex- 
position in Kansas City’s Municipal 
Auditorium this month. 

The event, scheduled from Octo- 
ber 7 through 11, is said to depict 
electric power’s role in contempor- 
ary living. “The industry is behind 
us in developing a new concept for 
electric shows that may become a 
national pattern,’ a show spokesman 
said. 
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os ee ee 
Proper steel plus! The best cold 
rolled steel plus the right handling give 
CIRTUBE EMT its natural bendability. 





Easy fishing! A baked-on protective 
coating gives CIRTUBE EMT a built in lubri- 
cation for easier wire pulling. 


ee age eed: 











Note how ordinary EMT split early in pressure test while induction weided 
CIRTUBE EMT (shown here unplated) held fast, surpassing UL requirements. 
Lifetime exterior finish! tard 


BETTER WELDING 


on new CIRTUBE EMT means satin lustre for lasting good looks. 


Automated quality control! 


easier, split-free bending Automatic controls assure complete and 


continuing uniform quality of product. 





HERE are many reasons why new CIRTUBE EMT will 

help you get faster, cleaner wiring jobs. Most of 

them are listed here. 

One big reason, however, is continuous induction 
welding —by far the best technique available for making bead-free, 
split-free welds on high quality EMT. 

It is virtually impossible to split an induction-welded EMT no matter 
how severe the bends. And the perfectly clean weld means uniform 
roundness — easier, neater bending without the slightest kink or flat- 
tening. Your men get it right the first time around. 


Order induction-welded new CIRTUBE EMT soon as you can. It’s in 
stock now — bundled with distinctive orange colored tape to identify 
the EMT manufactured to Circle’s standards. 


Tight, easily handled bundles! 

Bright, orange tapes hold CIRTUBE EMT 

WIRE & CABLE securely for easy handling on and off the job. 
a subsidiary of 
CERRO DE PASCO 

CORPORATION Fast, friendly service! wei\-known 


Circle service through a nation-wide network 
PLANTS: Maspeth and Hicksville, N. Y. SALES OFFICES & WAREHOUSES: in all principal cities of well stocked nearby warehouses. 
RUBBER COVERED WIRES & CABLES © VARNISHED CAMBRIC CABLES © PLASTIC INSULATED CABLES 


NEOPRENE SHEATHED CABLES © “‘CIRTUBE"’ EMT 
a 
rv 
a | 
7s ONL 
Sad” one 









—_ 





J. D. (SACK) MacPHERSON (left), district representative General Electric Co’s 
portable appliance department, presents the “Ironman” award to Milton O. Hollis, 
executive vice president and treasurer (center), and Troy A. Brown, president (right), 
Raybro Electric Supplies, Inc. The award was made at a sales meeting 


Florida Distributor Is An Oscar’ Winner 


Does your sales record show out- 
standing salesmanship? If it does, 
then, chances are you're on your way 
to winning one of the many industry 
achievement awards, similar to those 
presented to Raybro Electric Sup- 
Tampa, Florida 
“Sunshine State” dis 


awards are 


plies, Inc., 

Among this 
tributor’s achievement 
two “oscars” presented to Raybro by 
the General Electric Co. One of the 
oscar’s is actually GE’s “Salesman of 
the Year” award, which was present- 
ed to Irvin Russell of Raybro’s Miami 
branch. The award was presented to 
Russell for his outstanding record in 
the sale of water coolers during the 


past year 


FREDERICK KELLER, left, president 
Thomas Industries, Inc., presents the sec 
ond annual “Achievement Award” to 
Milton O. Hollis, executive vice presi 
dent, Raybro Electric Supplies, Inc 
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Russell prior to winning the “Sales- 
man of the Year” award 
GE’s “Water Cooler Salesman of the 
Month” award in November 1958 

Raybro’s other oscar is the sterling 
silver “Ironman” oscar presented by 
General Electric to distributors whose 


received 


sales of electric irons have been in 
excess of $100,000 per year, for jive 
“Tronman” 
Raybro in 


presentation conducted 


consecutive years. The 


oscar was awarded to 
August at a 
for the benefit of 
from the company’s Tampa, St 
Petersburg, Lakeland and Ft. Myers 
branches in Florida. Raybro has also 
received an “Achievement Award” 
plaque from Thomas Industries Inc 


sales personnel 


I. F. RUSSELL, (left), Raybro’s Miami 
branch salesman receives GE’s Water 
Cooler “Salesman of the Year” award 
from J. A. Mook, Jr., advertising and 
sales promotion manager 


ADVERTISEMENT 


NEW PRODUCT NEWS! 


First 200 Amp 
Breaker for 
esidential Use 





in a complete /ine 
of small-sized, 
economica/ 


“MP” load centers 


Here’s the ideal service entrance 
equipment for today’s homes with 
higher ampere requirements. 

A 200 amp circuit breaker serves 
as a main disconnect in a full line 
of load centers with 20 to 40 
circuits. 

The breaker is fully magnetic, 
has no thermal element, and car- 
ries full rated load at all times. 

Its extremely compact frame 
size makes these “MP” 200 amp 
load centers the smallest, most 
economical on the market today. 

Load centers are available with 
20, 24, 30 and 40 circuits. The 200 
amp breaker is also available in 
indoor and raintight enclosures. 

For full information on this new 
Murray 200 amp circuit breaker 
load center line, contact your local 
Murray wholesaler or write direct. 
Murray Manufacturing Corp., 
1250 Atlantic Avenue, Brooklyn 
16, New York. 


murray 
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tripping 
: of-sadiabe my sele 
down? 


... Switch to fully magnetic breakers, 
like the Murray “‘MP’’—no thermal element! 


Why iaiiaianiiaittalaitainamannintepeinisadiadataal 
backs due te 

7 LLY MAGNETIC MP BREAKERS 
when tne answer 1S simp! 


} ‘“ ” 4 or ‘imitated 
/ magnetic MP breakers 


but never 


Pius... Full Selection Of Boxes 
To Fit Any Job! 
Main | ly 
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| Business Report: 


offers you | Record Corporate Profits 


| for 1959 Forecast 


this pre-sold system | ( ORPORATE profits in 1959 are 

, expected to total around $50 
" | billion before taxes. (Profits after 

for to rofits | taxes should total around $25 billion.) 

p p | The annual rate in the second quarter 

o - ™ | of this year was close to that figure 
if the fastening field | and, although the nationwide steel 
4 | strike will depress third quarter earn- 

ings for some important industries, 

the final quarter is expected to show 

a rebound that will push profits to 

another high. 

e Strike’s Effect—The ssteel strike 
| has already caused sufficient depletion 
of steel inventories to assure a new 
round of inventory building when it 
ends—and thus lend an especially 
volatile sort of stimulus to business 
in the closing months of 1959. 

If the strike continues, the rebuild- 
ing of inventories may become the 
most important—and least sustain- 
able—factor in the business outlook, 
not only for the remainder of this 
year but well into 1960. 

Another contributor to volatile 
business conditions in the months 
ahead will be the production-happy 
state of the automobile industry. In 
love with its 1960 models before any 
of them have been sold, Detroit is 
scheduling production of nearly 2 
million cars for the last quarter of 
1959 and dreaming of equally large 
production runs in early 1960. 

Since the auto producers have 
never sold cars at anything like that 
rate for a full year, it would appear 
| that we are in for some inventory 

Y building here too, and that automo- 
noel e 4 | bile output will show an up-and-down 
pattern much like that of the steel 

; | industry. 
e Buying Public—Our best hope to 
keep business generally on a steady 


, —_ ; , a -ourse, despite what seem like in- 
Ramset powder-actuated fastening is first in the field! Its proven versatility, | ~°. — see e 
evitable ups and downs in steel and 


quality, experience, service, advertising and promotional efforts have main- autos, is the hope of a steady buying 
tained this acceptance. Now, with the addition of Shure-Set (for light fasten- performance by consumers. : 
ing without a cartridge), the Ramset Fastening System gives you an easy | 

and complete entry into the fast-moving construction and maintenance Business Profits 
fastening markets. 






—— 
a 








And if you become an authorized Ramset dealer, you'll be pleased by FR yelivnr hone Mn sage saci po 


the rapid increase in sales, customers and profits. Popular Ramset PPOGUCES, | scsinces activity is at an all-time high. 
backed by heavy advertising and promotion mean easy, profitable sales for High profits indicate the strength and 
you. Write now for complete information on Ramset, Shure-Set, job-fitted | efficiency with which business is pro- 
fasteners and charges for easier, quicker fastening into steel or concrete. | viding a record volume of goods and 
services. This year’s high profit level 
also provides strong incentives for 
business to continue the expansion 
and modernization of its plant and 


Ramset Fastening System equipment. 


Unfortunately, the high level of 


Jn addition to powder-actuated fastening, the versatile Ramset System includes Shure-Set® 
hammer-in tools for light fastening, and Ringblaster®, heavy-duty kiln gun. 





O profits will also become the basis for 
KA WINCHESTER-WESTERN DIV. + OLIN MATHIESON CHEMICAL CORPORATION | the contention that business is getting 
286-J WINCHESTER AVENUE - NEW HAVEN 4, CONNECTICUT ! 
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Safest 
switches 
known 


—in every size from 30 
to 1200 amps 


Large or small, BullDog Clampmatic’ 
Vacu-Break® Safety Switches provide 
maximum protection . . . meet practi- 
cally every switching need. You pro- 
vide added safety because of these two 
exclusives: The unique Clampmatic 
spring increases the pressure against 
contact jaws ... assures clamp-tight 
connections . . . faster break . . . really 
safe operation. Vacu-Break action snuffs 
arcs immediately . . . reduces pitting 
and burning of contacts for long, 
trouble-free switch life. 


BullDog’s “Big Three” safety switches, 
the ‘‘Master’’, “Junior” and ‘Rain- 
tight’”’, assure positive switching .. . 
virtually eliminate costly maintenance. 
Provide this extra safety, extra per- 
formance now. Specify BullDog Vacu- 
Break Safety Switches. 





For 
Safety's sake 
Duy 
Vacu-Break 

















BULLDOG ELECTRIC PRODUCTS DIVISION 
I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 ¢ DETROIT 32, MICHIGAN 


® 
In Canada: 80 Clayson Rd., Toronto 15, Ont. Export Division: 13 East 40th St., New York 16, N.Y 





WHY LEADING 


ELECTRICAL DEALERS SELL 
<Q 


TRADE VY OC 8 SER S 


A good share of Electrical 
Dealers have sold NEW 
Acme Electric transformers 
for upward of 25 years. 
Their reasons are very prac- 
tical. 


l. They can rely upon Acme 
Electric quality. Heavy 
duty construction, depend- 
able performance. 

Prices are competitive 
over the entire line. 
Discounts let you make 
a profit instead of only 
accommodating a _ cus- 
tomer. 


4. Factory maintains substantial stocks for same-day shipment. 


5. Acme Electrical policy guarantees that dealers do not compete 
against direct factory sales. 


If these five reasons for doing business with Acme Electric interest 

you, write for complete catalog and discounts. Some territories 

available. 
CUSTOM MADE TRANSFORMERS 
We can engineer transformers or follow 
the specifications for custom made units 
to meet special applications 

STANDARD DRY 
TYPE TRANSFORMERS 


All standard voltage 1/10th to 225 
KVA, single phase 
9 to 750 KVA, 3 
phase 


6710 Water Street Cuba, New York 


West Coast: 12822 Yukon Avenue Hawthorne, California 
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away with murder in the profit line. 
One conventional form for the ex- 
pression of this contention is that the 
proper thing to do with the profits is 
to put them into circulation via wage 
increases that will clean them up. 

Actually, the present level of profits 
is not exceptional, in relation to the 
total volume of business being done, 
or to the trends of wages and profits 
over the past decade. Furthermore, 
this level of profits—and substantially 
more—will be needed to help finance 
an adequate program of industrial 
expansion and modernization over 
the years ahead. 

On a strictly business basis, the 
profit outlook is encouraging. With 
general business rising into 1960, and 
a good chance that wage increases 
will be matched by higher productiv- 
ity, many companies will continue to 
be a plus factor in the business out- 
look and provide a strong—though 
by no means excessive—supply of 
funds for capital investment. 


Electric Heating 
Progress Predicted 


ST. LOUIS—Progress will be forth- 
coming in the field of electrical heat- 
ing and year-round climate control 
during the next few years, L. K. 
Stringham, vice-president, research 
and development, Emerson Electric 
Mfg. Co., said last month 

Speaking at a St. Louis Electrical 
Board of Trade luncheon, Stringham 
said electrical heating of homes is in 
its early infancy 

Builders of electrical heating plants 
in upcoming years will have to con- 
sider changes developing in new home 
construction, he said, such as the sub- 
assembly of new homes at the factory 
and assembly at the site of construc- 
tion. 

He noted the relative economy of 


electric heating in the future. 


Life And Output Of Mercury 
Vapor Lamps Boosted 


BLOOMFIELD, N.J.—Design im- 
provements and advances in manu- 
facturing techniques have resulted in 
increases in the life and output of 
mercury vapor lamps, the Westing- 
house lamp division has announced. 

According to Westinghouse  offi- 
cials, the life rating of some lamps 
has been increased 30% from 7,000 
to 10,000 hours—while other types 
have been increased from 6,000 to 
7.000 hours 

Some color-corrected mercury lamps 
now produce as much as 2,000 addi- 
tional lumens, a spokesman said 
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WHY SPACE IS 


FRONT-PAGE NEWS... 


EVEL 


RAIN DEALER = 


ATELLITE IN POLAR ORBIT 


Plane Order 


by Firm Here 


ae en oe 


Pope Bons Support, Sw 


5 Mecia 


Planes May 


Catch Its 
Nose Cone 


of Reds, Partners “Ory Ane Sor 


Compact Clark Relays control 72 circuits 


from panel area smaller than a 


In this day of space exploration and 
space economy, it’s news—front page 
news — when you can get 72 separate, 
controlled circuits all on a panel no 
larger than 15” x 20”. 


Clark Controller, with the most com- 
plete and integrated line of control 
relays available today—convertible pole, 
latch, universal pole, and time delay 

does it! And only Clark offers such a 
wide range of operation, so many con- 
tacts, in a panel area of such small size 


Shown mounted here with the Clark 
Size 1, Type “CY” Starter are 10 com- 
pact Clark Relays which include four 
time delay contacts (two normally open, 
two normally closed), 52 instantaneous 
contacts (14 normally open, 14 nor- 


mally closed, and 24 convertible), plus 


16 latching contacts (all convertible) 


The same engineering leadership and 
superior workmanship that made Clark 
the for 
controls in heavy industry, is inherent 
Clark Relays for 


Controller standard of quality 


in the broad line of 
modern panels 

The “modular construction” of all Clark 
“PM” Relays | 


integrated 
formity, compactness and flexibility 


insures unl 


Functional alignment in 


ln HH 


mounting 


newspaper 


re uniform panels 
ration of valuable 
PM” relays are 
riety of pole com 
up to 14 contacts 
1 can control more 


requirements 


the omplete 
lays which is 
dlines, con 
troller sales 
direct to 


bulletins 


y‘thice or distributor r, write 
Clark Controller for free 


CLARK CONTROLLER 


Everything Under Control * 1146 E. 152nd St.* Cleveland 10, Ohio 


IN CANADA 


CANADIAN CONTR 


LLER 
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NEW...FROM HEINEMANN 





200 AMP SERVICE ENTRANCE EQUIPMENT 


-+. small box 
..- big breaker 


Customers looking for more electrical power will find a 
lot to like in this unit. Capacity is a full 200 amperes. 
“Full” because the Heinemann hydraulic-magnetic breaker 
makes de-rating as obsolete as yesterday’s weather forecast. 
You can put this equipment next to heat lines, or let it sizzle 
in the summer sun. It always carries full rated current, 
always trips as specified. No thermal elements . . . no 
temperature-caused nuisance tripping. 

Installation? Painless. There’s enough space inside for two 
hands and wire. Solderless screw-type connectors save time 
and trouble. Knockouts are plentiful, placed so conduit can 
be run-in from any angle. 

Cost? A little less than you are used to paying for equip- 
ment that supplies equal capacity after de-rating. 

The size is another pleasant surprise . . . slightly smaller 
than fused pull-outs of the same rating. The equipment is 
rated at 120/240V AC, two- or three-wire service, and is 
available in indoor or raintight, tamperproof outdoor enclos- 
ures of heavy-gauge steel. 


MORE QUESTIONS? SEND FOR BULLETIN 1003 


ELECTRIC COMPANY 


152 Plum Street, Trenton, N. J. 


CALENDAR OF EVENTS 





OCTOBER 


International Association of Electrical 
Inspectors 


Western Section Meeting 
Schroeder Hotel 
Milwaukee, Wis. 
October 5-7 


11th Biennial Electrical Industrial Ex- 
position 


Armory 
Elizabeth, N.J. 
October 10-12 


American Institute of Electrical En- 
gineers 


Fall General Meeting 
Chicago, IIl. 
October 11-16 


Electrical Association of Philadelphia 


Electrical Progress Show 
Convention Hall 
Philadelphia, Pa. 
October 13-15 


National Association of Electrical Dis- 
tributors 


Central Region Convention 
French Lick Springs Hotel 
French Lick Springs, Ind. 
October 25-28 


NOVEMBER 


National Electrical Contractors Asso- 
ciation 


Convention and Exposition 
Fontainebleau 

Eden Roc, Deauville and 
Carillon Hotels, 

Miami Beach, Fla. 
November 9-12 


National Electrical Manufacturers As- 
sociation 


Annual Meeting 
Traymore Hotel 
Atlantic City, N.J. 
November 9-13 


Southeastern Electric Exchange 
Sales Conference 
Biltmore Hotel 
Atlanta, Ga. 
November 12-14 


Industrial Electric Exposition 


Penn-Sheraton Hotel 
Pittsburgh, Pa. 


S.A. 2044 


November 17-19 
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Discovery 


IN ROME'S RESEARCH DEPARTMENT 






Here’s where new ideas are born, 
new products are developed, new 
means are discovered to help you 
provide up-to-date service to your 
customers. 

Meaning? Research people at 
Rome are constantly adding to 
Rome’s line of wire and cable prod- 
ucts .. . keeping it complete! 

To keep informed on new develop- 
ments, see The Man from Rome 
your Rome Cable salesman. He’s 
your “direct line” to lab and factory 
to keep you up to date on “the latest.” 



















4 MORE WAYS ROME CABLE 
SUPPORTS YOU 


1. SERVICE. Rome salesmen will be 
glad to work hand in hand with 
your own salesmen on unusual jobs. 

2. ENGINEERING. Rome engineers pro- 

vide technical advice to help you 

help your customers 

ADVERTISING. Your selling job is 

made easier by Rome’s national 

advertising program—one of the 
industry’s largest. 

. INSPECTION. Rigid inspection rou 
tine assures quality products, helps 
you win customers’ confidence. 
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"RE HEADED 
IN THE “RIGHT” DIRECTION 


WHEN 
YOU 


USE 
TALCOTT’S 


Flexible 
Financing Plans 


Expand your sales, discount your bills, buy equipment, 
expand your plant, have capital for other growth 
needs. Talcott can supply the revolving cash funds 
you need . . . through a flexible financing plan that 











fits your special requirements. Phone, write, or visit 


us for full details. 
Other Talcott Special Financing . . 


* Accounts Receivable (Non-Notification) © Inventories 
* Machinery & Equipment ¢ Instalment & Lease Sales 
¢ Factoring (Notification & Non-Notification) 











James Talcott, Inc. 


FOUNDED 1854 






NEW YORK 

oe jes ee 221 FOURTH AVENUE DETROIT 
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PEOPLE IN THE NEWS 





Appointments of chairmen of four 
committees of the National Associa- 


| tion of Electrical Distributors have 
| been announced: 


Howard L. Powell, president, Dyer- 
Clark Co., chairman, Low Voltage 
Distribution Apparatus Committee. 

Sol Newman, president, West Phila- 
delphia Electric Supply Co., chair- 
man, Conduit Fittings and Boxes 
Committee. 

Earl P. Edgley, president, Reich- 
ardt Electric Co., chairman, Wires 
and Cable and Armored Conductor 
Committee. 

Daniel W. Litscher, partner, Lit- 
scher’s Wholesale Electric, chairman, 
Lamp Committee. 


C. E. Birt has been appointed ex- 
ecutive vice president and_ general 
manager of John C. Virden Ltd., 
Toronto, Canada. 





Leslie H. Warner 


Leslie H. Warner has been elected 
to the board of directors of Sylvania 
Electric Products Inc. and Robert 
E. Kenoyer has been elected con- 
troller of the corporation, a subsidiary 
of General Telephone & Electronics 
Corp. Warner, executive vice presi- 
dent-manufacturing of GT&E, suc- 
ceeds the late Richard L. Bowditch. 
Kenoyer, formerly controller of Syl- 
vania Home Electronics, succeeds 
Leon C. Guest, Jr., who has been 
elected vice president and generai 
controller of GT&E 


A. L. Layer, who recently cele- 
brated his 40th year with Graybar 
Electric Co., Inc., has been appointed 
Ohio Valley district sales manager 
for the company. C. C. McGraw has 
been appointed Graybar’s manager at 
its Dayton, Ohio branch; L. A. 
Womeldorf, manager at Knoxville; 
D. E. Clisbee, Gulf Coast district 
sales manager; R. F. Murtha, operat- 
ing manager at Butte, Mont.; and 
A. C. Hughes, manager at Okla- 
homa City. Hughes succeeds D. L. 
Pulliam who has been appointed gen- 
eral commercial sales manager at 
Graybar’s executive offices in New 
York. 


ELECTRICAL WHOLESALING—October, 1959 

















“GENERAL ELECTRIC LAMPS 
ARE YOUR BEST BARGAIN IN LIGHT” 


A STATEMENT OF IMPORTANCE TO YOU AND ALL YOUR LAMP CUST 
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FREE FROM G.E. Interesting new data-packed, informative 
20-page picture paper, loaded with tips on lowering your 
customer’s cost of light with improved lamps, maintenance, 
lighting layout. Helps you help him pick the most economical. 
efficient General Electric Lamps for each specific application 
Mail coupon today, or call your G-E Large Lamp Salesman. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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first AN 
COMPLETE tl 





MADE TO JIC AND 
NEMA STANDARDS 


All seams 
welded 


Rolled lip 
adds stiffness, 
improves appearance 


OIL-TIGHT and DUST-TIGHT 


Cover screw clamp, 
easy to operate, 
has no loose parts 


Continuous 
hinge. Door is 
removable. 


Removable 
panel mounted on 


stiovldered studs 


Removable 
and reversible 
blue print pocket 


Neoprene gasket 
seals out oil, 
water, dust 


SIZES 
SINGLE DOOR Wall-Mounted 
Units. 18 standard sizes 
ranging from 16°x12°x6" to 
60°x 36° 8", 
TWO DOOR Floor- 
Mounted Units. 8 
standard sizes rang- 
ing from 54°x42°x8" 
to 72°x60°x12", 





NEW STANDARD 
CONTROL CONSOLES 


Designed especially for industrial 
use, these cabinets offer the same 
oil-tight and dust-tight advantages 
that feature “Hoffman” enclosures. 
Our standard 14 gauge steel units, 
shipped from stock, save you design 
expense and delivery time. Sloping 
control panel is removable so you 
can drill holes for pushbuttons, etc, 


An additional upright instrument 
panel as well as handy writing desk 
can be added if desired. All units 
have interior sub-panels. All doors 
cnd panels gasketed. Standard size 
is 23"x17"x 40", or we can build 
to your specifications. 











‘NEMA 12 PANEL 
ENCLOSURES 


These handsome units are ideal for housing 
electrical controls, terminal strips and contro] 
instruments. Strong, rigid, welded 
construction. Neoprene gasket on door 
protects against dust, dirt, oil, water. No 
knockouts or screw holes. Units are frequently 
used in purged or pressurized systems for 
installation in flammable or dust-laden 
atmospheres. Standard stock sizes, one door 
and two door units, Fast delivery. Made of 10, 
12 and 14 gauge sheet steel. White baked 
enamel interior, gray prime coat exterior. 


Stocked and sold by leading 
electrical distributors 





Oil and dust- 

tight. 14 gouge 

sheet steel. 38 sizes 

in 4 types—Standard, 

Extra Deep, Slim, and Pendent. 

Made to take from 1 to 25 
pushbyttons of any make. 


dic 
WIRING 
BOXES 


Welded seams, 

no knockouts or 

screw holes, 8 sizes. 

Gasketed cover. 14 guuge 
sheet steel. Gray hammertone 
finish, Panel optional. 





SECTIONAL 

WIREWAY 

Protects electrical wiring 

from oil, water, dust. Gasketed 
joints and cover. Comes in 1 to 
10 foot straight sections, with 
all fittings. Sizes; 24", 4° 
ond 6” square. 


t ENGINEERING CORPORATION 
MINNESOTA, Phone HArrison 1-224 


Dept. EW-96, ANOKA 





Send for 
complete information on 
We also build 


special enclosures to cus- 


catalog with 


our line. 


tomer specifications. 


Clifford C. Simpson, managing di- 
rector of Electric Association of Chi- 
cago, has been elected president of 
International Association of Electric 
Leagues, succeeding John McDer- 
mott, managing director, Electric As- 
sociation of Kansas City. 


Ralph Zeuthen has been appointed 
program manager of the Live Better 
Electrically Program of the Edison 
Electric Institute. Zeuthen will head 
the $2'% million program which was 
previously known as the National 
Electric Living Program. 


Marvin Lee 


Marvin Lee has been elected presi- 
Burndy Corp., Norwalk, 
Conn., succeeding Bern Dibner, 
founder of the firm, who has been 
elected chairman of the board of di- 
rectors. Lee, formerly vice president, 
joined the company in 1924. 


dent of 


John H. Kuhns, manager of New 
York district sales office of I-T-E 
Circuit Breaker Co., Philadelphia, 
has retired after almost 40 years with 
the company. Succeeding Kuhns is 
James E. Bevan. The company has 
appointed Thomas D. Williams man- 
ager of its Minneapolis district sales 
office to succeed John J. Sedlacek, 
who has been named district manager 
of the firm’s Philadelphia district 
office. Sedlacek succeeds Maxwell L. 
Stoughton, newly appointed national 
sales specialist for outdoor power 
circuit breakers manufactured by 
I-T-E’s Kelman div., Los Angeles. 


Edward C. Buurma, formerly man- 
ager of product development of 
Sequoia Wire and Cable Co., has 
been transferred to the parent com- 
pany, Anaconda Wire and Cable Co. 
where he will be active in promotional 
sales work Defense Pro- 


gram activities. 


related to 


Arthur F. Sherden has resigned as 
president of the Electrical Manufac- 
turers Credit Bureau, Inc., Chicago, 
Ill. His successor is William Stephens, 
formerly assistant treasurer of Gruen 
Watch Co., who will act as managing 
director. 
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SURFACE 
MOUNTING 









FLUSH MOUNTING 










Sell your customers the receptacles with 
" 


TIME-SAVING |/00 -Gri— TERMINALS 


ROYAL RANGE and DRYER receptacles are engi- Royal receptacles offer other on-the-job 
neered and constructed to transmit FULL, NO-ARC advantages. too 

power to the appliance. They are the easiest to install, b 
the most practical to use Heavy duty, solidly-anchored double 


wipe spring contacts transmit full power 








to the appliance 
Heavy duty screw staked to 
clamping pad for quick, pos- 
itive action of the pad either 
up or down 


Sturdy phenolic body engineered 


for long, dependable service 


Shipped with screws backed Self-finding slots with contacts accu 


out, ready for instant wiring 
just insert the conductor and 
tighten the screw! 





rately positioned to take plug blades 


In attractive individual boxes com 








plete ready to install 
| 4 | a eo ee Be ed ee 





Write for catalog sheets on Receptacles and 


Range and Dryer Cords 





ROYAL ELECTRIC CORPORATION 


FLUSH DELUXE CHROME 


SURFACE 


| 1 
' ' 

MOUNTING | MOUNTING \ WALL PLATES PAWTUCKET, RHODE |(SLAND 

Black or Ivory ' Brown or Ivory " Cat. No. 316 grounding 

RANGE: Cat. No. 606 RANGE: Cat. No. 610 1 Cot. No. 317 non-grounding 
50 Amp-250V 50 Amp-250V fe canted $ wt 3 
DRYER: Cat. No. 607 } DRYER: Cat. No. 611! apes al ence a ig 
30 Amp-250V j 30 Amp-250V ' 10 — val sey - s 
Unit Pack 1 Unit Pack 1 ' toa ried s retatdtoad Z “ Z 
Ship.Carton: 10 ' Ship.Carton: 10 ii ’ ELECTRIC 4G 

! Y 








October, 1959—ELECTRICAL WHOLESALING 133 











ADVERTISEMENT 
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The same quality that makes the 


Honeywell Micro Switch* a best 


seller...unique, attractive, profitable 
HONEYWELL 


TAP-LITE 


peta today’s most glamorous light switch, with 

the popular decorator appeal. Transparent cover 
pulls off, and its colored insert can easily be painted 
or wallpapered to match or harmonize with any wall. 
Quiet, easy-to-operate, round ivory switch button 
features novel tap-on, tap-off lighting. 

The Honeywell TAP-LITE* is low in cost, yet pays 
you high profit. Easy to install, it’s backed by famous 
Honeywell quality and a 5-year guarantee. U.L. 
listed. Feature Honeywell’s complete line of Tap- 
Lite switches, including single pole, 3-way and the 
new 4-way model. *Trademark 


Honeywell, Minneapolis 8, Minn. 


SALES REPRESENTATIVES 


Consumer Products Div., Hoffman 
Electronics Corp., Los Angeles, Calif., 
has appointed the San Antonio, Tex., 
branch of Graybar Electric Co., Inc. 
a distributor for its television, phono- 
graph and radio lines. 


Conduit Div., Clayton Mark & Co., 
Evanston, Ill., has appointed Kenneth 
B. Schumann Co., Denver, as rep- 
resentatives in Colorado, Wyoming, 
and Utah. 


Oatis Sales, Inc., Pittsburgh, a newly 
formed company, now represents 
Frank Adam Electric Co., St. Louis; 
Collyer Insulated Wire Co., Paw- 
tucket, R. I.; and Steelduct Co., 
Youngstown, Ohio, in Western Penn- 
sylvania, West Virginia, and parts of 
Ohio and Maryland. 


Field Control Div., H. D. Conkey & 
Co., Mendota, Ill., has appointed 
William J. Debler, Sr., and William 
J. Debler, Jr., Needham, Mass., as 
its representatives in the New Eng- 
land states. 


Furnas Electric Co., Batavia, Ill., has 
appointed Robert W. Chapman as 
sales representative for North and 
South Carolina. The company has 
also appointed Joseph H. Fallon as 
southern Ohio and northern Ken- 
tucky sales representative. Fallon was 
formerly Cincinnati district manager 
for Sterling Electric Motors, Inc., Los 
Angeles 


Sylvania Lighting Products, div. of 
Sylvania Electric Products Inc., has 
appointed Biscayne Electric Supply 
Co. and Spolter Electric Supply Co., 
both located in Miami, as distributors 
for their lamps in the greater Miami 
area. 


Pittsburgh Standard Conduit Co. has 
appointed Michael J. Korak and Wil- 
liam L. Crossey of the Korak-Crossey 
Co. as sales representatives in the 
Chicago marketing area. 


NEW LITERATURE 


Lighting Education—‘Laboratory 
Activities with Light” is a new edu- 
cational publication published by Il- 
luminating Engineering Society, New 
York 23, N. Y. The 42-page booklet 
is designed to assist high school stu- 
dents in learning about lighting, its 
properties, control and importance. 
The nature and measurement of light 
and careers in lighting are included. 
Supplementing the text are 12 class- 
room demonstrations. 
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Simplify interlocked 


armored cable 
installations 





WITH NEW 
T&B FITTINGS 


Each size of the new T&B Interlocked Armored Cable 
Fittings accommodates twice the previous range of cable 
sizes. They eliminate the problem of armored cable OD 
that is too large or too small for the fitting. The extra 
armor stop in T&B Interlocked Cable Fittings and the 
independently-bolted twin saddles make it possible to 
accommodate a wide range in armor diameters. The 
saddles are serrated for positive grip. 


For dry or wet locations — T&B Armored Cable Fittings 
are available for both terminating in boxes or dead-end- 
ing, in both dry and damp locations. (Damp location 
fittings have a neoprene bushing, retainer ring and gland 
nut to keep out moisture.) 


Other advantages: 1) Fewer connectors are required 
to accommodate the full range cable sizes. Fewer items 
in stock. 2) There is only one connector for each hub 
thread size. 3) The basic connector and its accessories are 
engineered to achieve LOWEST INSTALLED COST. 


All TSB products available only through 
authorized TUB distributors 


THE THOMAS & BETTS CO. 


° @ 20 Butler Street, Elizabeth 1, New Jersey 


T-B 3 Thomas & Betts, Ltd., 
itd 2 Montreal, P.Q., Canada 


ENGINEERED 


MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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THE BASIC FITTING... 























and T&B accessories readily solve specific instal- 
lation problems... 


FOR 
WET LOCATIONS 


FOR 
GROUNDING 


FOR 
HORIZONTAL 
SUPPORTING 


FOR 
VERTICAL 
SUPPORTING 


For complete details, contact 
your local T&B distributor or 
write for Catalog 1A2. 
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Hold A Pardner! 


Hold it until you read 


what it says about 


Circle A-W’s new pro- 


ducts. 


My granddaddy says adver- 
tising is a waste of money 
unless people like you read 
his ads and buy his products. 
And | * aim to see that you 
do just that. So read these 
specifications and then call 
your neorest electrical whole- 
saler and place your order. 
Do it now, while | still have 


the drop on you. 


1. 100 Amp. Outdoor 
Meter ond  Breoker 
Combination with 100 
emp. main breoker 
on 20 pole load cen- 
ters, surface or semi- 
flush. Cotolog No. 
AWIM1-201LCR. 


2. Power Outlet for 
Temporary Service 1- 
20 Amp. 2 Pole and 
1.15 Amp. single Pole 
GE. Breakers, 1-20 
Amp 250 Volt 
Twist Lock and 2-15 
Amp 120 Volt Re- 
cepticals. Prewired at 
factory. Catalog No 
AWTS 


* Our priceless model is 
Jill Floyd, granddaughter 
of Al Johnson, president 
of Alwalt Manufacturing 
Company and Circle A-W 
Products Company. 


CIRCLE A-W PRODUCTS 


COMPANY 
P.O. Box 1171 * Modesto, Calif 


Atomic Electricity—Edison Elec- 
tric Institute, New York 17, N.Y., 
has published “Electric Power from 
the Atom”, a 32-page booklet telling 
how electric light and power com- 
panies are advancing in the field of 
atomic energy. Among other things, 
the booklet includes facts on power 
plant construction projects and the 
electric companies and state and local 
governments participating in them. In 
concise, non-technical language, the 
brochure tells what atomic energy is, 
how it is used to make electricity and 
its significance in the future. 


Circuit Breakers—General purpose 
direct-current circuit breakers, type 
FB high-speed current-limiting units, 
are described in a 4-page bulletin 
published by I-T-E Circuit Breaker 
Co., Philadelphia, Pa. Bulletin S- 
4601-1A illustrates and describes de- 
sign features, performance, applica- 
tions, ratings, dimensions and weights 
of the units. 


Renewable Fuses—Economy Fuse 
div., Federal Pacific Electric Co., 
Newark, N.J., has issued Bulletin 
1320, a 12-page catalog covering re- 
newable fuses, their construction and 
application. Each fuse and renewal 
link is described and _ illustrated. 
Salient features are shown by 
cutaway drawings. Catalog also con- 
tains specifications, ratings, graphs 
and ordering information. 


Pole Line Hardware—Catalog No. 
59 showing their full line of pole 
line hardware items and construction 
specialties has been published by 
Oliver Electrical Mfg. Co., Battle 
Creek, Mich. Included are illustra- 
tions and essential dimensions. 


Wholesaler Careers—National As- 
sociation of Wholesalers, Washington 
6, D.C., has issued a booklet des- 
cribing “Career Opportunities in 
Wholesaling.” 12-page booklet de- 
scribes the role of the wholesaler in 
the economy and the growth taking 
place in the industry. It contains pic- 
tures of wholesale operations and 
employees at work, and details the 
variety of career opportunities avail- 
able in the field. 


Ballast Application—A _  100-page 
ballast application guidebook with in- 
formation on selection of fluorescent 
lamp ballasts has been published by 
Ballast Dept., General Electric Co., 
Danville, Ill. Book contains listing of 
recommended ballasts and __ ballast 
specifications for commercial, indus- 
trial and residential use. Prices, rat- 
ings and general industry informa- 
tion are filed in the back of book 
which will be kept current through 
periodic additions of new sections. 
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too much time in the huddle 


| 





Indecision? I don’t know if it’s the 
cause or whether it’s that fierce desire 
to call the perfect play. But, the penalty for too much 
time is the same regardless of the reason 

Like my business. I’m an electrical wholesaler off 
the football field. Buying right is just as important to 
my profit column as selling right, and sometimes I’ve 
been penalized for taking too much time deciding. In 
fact, you might call it too much time in the huddle 
because I call in some of the other boys, and among 
the bunch of us we can shoot a whole morning 

Well, not long ago I started to do some thinking 
about a fellow who called on me representing Porce 
lain Products Co. of Carey, Ohio. He said his com 
pany has been serving the industry since 1894. He 
had a catalog showing some 127 different electrical 
supply items. They were top quality and showed the 
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type of design and craftsmanship that only years in 
the business can accomplish. He also pointed out that 
by ordering from this one reliable source. I could save 
time making out purchase orders, receiving report 
checks, inventory sheets. There would be fewer ship 
ments to check in and of course there would be a 
substantial savings in freight 

He said Porcelain Products Co. could furnish a 
well rounded line, including wireholders, mast kits 
house brackets, copperweld ground rods, racks, spools 
clevises, wedge grips, split bolts and many others 

Makes sense to me. Next order I’n 
Porcelain Products. And, incidentally he said a copy 


ending to 


of their new catalog was mine for the asking. Bet 

they’il send you one too if you write. No obligation 

of course 

PORCELAIN PRODUCTS CO. N. PATTERSON REY, OH 
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Safely grounded...with 
CF «I Galvanized Steel Strand 


The CFeI Image—a giant steelman—stands for the depend- 
ability that’s built into all CFeI steel products. One of them— 
Galvanized Steel Strand—is a safe, sure way to ground electrical 
installations and equipment. 

Available in seven- or three-wire constructions, CFs«I Gal- 
vanized Steel Strand for ground wire is made in accordance with 
ASTM Specification A-363. In addition, it can be produced to 
your particular specifications. 

CFeI Galvanized Steel Strand, (made to 
ASTM Specification A-122), is also recom- 
mended for guy and messenger wire, and is 
available for quick delivery either from a 
nearby CF«&I warehouse or from your local 


electrical distributor. 
6931-A 


GALVANIZED STEEL STRAND 
THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON 
CORPORATION—Albuquerque * Amarillo * Billings * Boise 
Butte * Denver * Ei Paso* Farmington (N.M.) + Ft. Worth * Houston 
Kansas City * Lincoln * Los Angeles * Oakland * Oklahoma City 
Phoenix * Portland * Pueblo * SaltLakeCity * San Francisco 
San Leandro » Seattle + Spokane + Wichita 
In the East: WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston 
Buffalo * Chicago * Detroit * New Orleans * New York * Philadelphia 


CF&1 OFFICE IN CANADA: Montreal 
CANADIAN REPRESENTATIVES AT: Calgary * Edmonton * Vancouver * Winnipeg 


| Code Guide—A pocket size Na- 
tional Electrical Code guide is now 
| available from Columbia Cable & 
| Electric Corp., Brooklyn 8, N.Y. The 
| guide is a plastic coated card which 
| gives information on the number of 
conductors in trade sizes of conduit or 
tubing and the allowable current-car- 
rying capacities of insulated copper 
conductors in amperes. 


PM of Motors, Generators—“Pro- 
tective Maintenance of Motors and 
Generators” is the title of a 63-page 
booklet published by Renewal Parts 
Section, National Electrical Manufac- 
turers Association, N.Y., N.Y. Book- 
let includes an appendix containing 
NEMA Standards for classification of 
coils, insulating materials, replace- 
ment commutators and assembled 
segments, authorized engineering in- 
formation on armature supplies, 
guides for maintaining continuous 
operations, and proposed definitions 
of renewal parts. 


Machinery Clutches—Detailed in- 
formation on its line of electromag- 
netic clutches, in 6 series with torque 
capacities from 1.8 through 13,000 
lb-ft, is furnished in a 20-page bul- 
letin issued by I-T-E Circuit Breaker 
Co., Philadelphia, Pa. The bulletin 
provides design, specification and 
application material, including photo- 
graphs, drawings and sketches. Each 
of the 6 series is treated separately, 
with clutch accessories also described. 


Induction Heating — Hardening, 
brazing, soldering, forging and an- 
nealing by induction heating equip- 
ment has been described and _ illus- 
trated in a 52-page catalog issued by 
Induction Heating Corp., Brooklyn, 
N.Y. With “how it’s done” photos, 
the catalog includes a wider range of 
work-handling equipment and sections 
on electronic generators, motor gen- 
erators, and low frequency heating 
units. 


Connectors — Electrical Products 
Div., Joy Mfg. Co., St. Louis, Mo., 
has published a 12-page bulletin on 
equipment control connectors. Units, 
designed for use up to 600-v, are 
available in oval, round or dual round, 
2-12-pole styles. Bulletin 372 includes 
description of construction features, 
photographs, dimensions,  specifica- 
tions and examples of applications. 


Magnetic Starters—Furnas_ Elec- 
tric Co., Batavia, Ill., has issued a 
16-page catalog, 14-Bl, on magnetic 
starters through 15-hp, 440-550-v. 
Booklet contains information on front 
removable components, reconnect- 
able dual voltage coils and thermal 
overload relays with trip indicator. 
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PARANITE THW and RHW 


Two types available for 75°C wet or dry specified applications 


ee 4 te 
one # 
es7s* 
NEW! PARASYN® TYPE New UL listed 75°C building wire MYLAR TAPED* Taped with * Dupont "Mylar 
for wet or dry applications. Spe PARATEMP . TYPE (AWG 6.and larger) to provide 
\ ela] Teleleeh aie) moisture borrier 
cially formulated Paranite vinyl ety Mahal Gilieiekc drength 
insulation. Small diameters, slick Resulting diameter reductions 
silicone finish, color availability better fit conduit. Saturated and 
and stri tl tribut impregnated, braided sheath, 
THERMOPLASTIC INSULATED 24 stripping ease il contbute impregroted, broided sheath 
600 V BUILDING WIRE eee ee 600 Y BUILDING WIRE reduce pulling resistance 





Both UL listed 75°C wet or dry location 


Here are two improved building wire products—both offering 





you outstanding performance in similar installations. Standard colors 
available from stock in both solid and stranded, sizes 14 AWG 
through 500 MCM for the THW ... and 14 AWG through 1000 MCM for 
the RHW. Get acquainted with advantages of both wires— 
write today for complete technical information! 





PARANITE WIRE AND CABLE DIVISION 


Essex Wire Corporation, Marion, Indiana 


A , Sold only through recognized electrical distributors g tt 
& +t 
® 


MANUFACTURING PLANTS: Marion, Ind.; Jonesboro, Ind.; Tiffin, Ohio; Anaheim, Calif iF ALS re se ; at F 


* t ° 


) 


Each Carton packaged to re 


= 
= 


4 «a 
Sales Offices and Redistribution Warehouses in all Principal Cities “erm” 


wire. A 











October, 1959—ELECTRICAL WHOLESALING 139 








SALES AIDS 





Lightolier, Inc., Jersey City, N.J.— 
Following up “Light for Living” ads 
in leading magazines, Lightolier has 
declared October “Wonderful World 
of Light” month for its distributors 
and provided them with the following 
promotional support: 12 pages of con- 
sumer advertising; Wonderful World 
of Light package emphasizing “1960's 
Exciting Lighting Ideas”; free fixture 
lamp offer to be used as prize for 
consumers; envelope enclosures invit- 
ing customers to see new line and 
have a chance for prize; banners and 
display material; sales training book- 
let; newspaper mats; and style book. 


Edwin L. Wiegand Co., Pittsburgh, 
Pa.—Sales kit, to promote Chroma- 
lox electric heating equipment, in- 
cludes: baseboard sample kit; mobile 
display unit; residential display; heat 
loss recap sheet; selector guide; signs; 
banners; decals; movie; ad reprints; 
electric heating booklets; newspaper 
mats; suggested radio commercials 
and direct mail letters. For distribu- 
tors, promotion material is follow-up 
to ad in a national magazine. 


Farm Electric Sales—New 66-page 
Farm Electric Sales Handbook has 


lightweight! non-corrosive! ©" ysssses sum Groen 


son Electric Institute, N.Y., N.Y. 





4 


competitive in cost! — 


Reynolds Aluminum Electrical Rigid Conduit cuts both 
installation and maintenance costs. Weighing approximately 
two-thirds less than steel conduit, aluminum conduit is 
easier to handle, faster to install. No special tools or equip- 
ment are required. Bending is easier because aluminum 
“sets” —less spring back. 

Aluminum conduit can’t rust—ever. This means no re- 
placement worries due to rust—no periodic protective main- 
tenance problems—no rust on walls or surrounding fixtures — 
—no rusting of threads. Aluminum conduit is also corro- Kel 
sion-resistant to water, weather and most industrial atmos- , 
pheres. Aluminum conduit is non-magnetic. Voltage drop is UNIVERSAL PRESSURE TYPE 
reduced—longer conduit runs or smaller conductors are 
possible. Aluminum conduit won’t spark from accidental ADJUSTABLE LUGS 
contact blows from hard objects—excellent for use in in- ———— ' . 


flammable areas and atmospheres. One or two bolt holes 
Wire sizes Nos. 14 to | ,000 CM. One 





piece construction — easily installed. Body is 


well proportioned to withstand excessive use 


For more information with ample thread crea. Makes tenacious 
The Finest Products and names of Reynolds Aluminum Elec- grip on stranded conductors, forcing contact 
Made with Aluminum trical Rigid Conduit outlets, call your with each wire in strand, thereby insuring 
nearby Reynolds Sales Office or write utmost in conductivity— bottom of tongue 
Reynolds Metals Company, Box 2346-EC, 


surface is ground. Not susceptible to release 
are made with Richmond 18, Virginia. . 


under vibration 


REYNOLDS & ALUMINUM Also write for descriptive brochure Write for dimensions and prices 
KRUEGER & HUDEPOHL, INC. 


Watch Reynolds TV shows —““ALL-STAR GOLF” ond “ADVENTURES IN PARADISE” — ABC-TV 1045 EVANS ST., CINCINNATI 4, OHIO 
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HERE ARE SOME 
OF THE 
PARTICIPATING 
MANUFACTURERS 


1960—NATIONAL ELECTRICAL 
INDUSTRIES SHOW 








~a@ 
- 
E Ele fg. Corp 
Berns Air King Corp ; 
ston Woven H Rubc <: 
f t Ele Cc 
hanan &£ Pr f 
idog E Prod 
vibe b a fz 
( le £ Pro 
sha 
ame L v 7 
Ci F Mfg 
Ci Wire La e ( 
C a E 
( t Fit. ¢ 
( Pipe Pr 
[ Expan. E 
Dossert Mfg. ( 
Eagle E Mfg 
Edwards ( 
E be F { . 
ElectromodeDiv.Com.Ctr.C 
Ett Wire & able p 
E. S. Eupe 
Fan » Ele 
Federal Pacific Elec. Mfg. Co 
Frigid In a 
Fu in Mfg ' 
( Ww i Eng. ¢ 
Gedney Ele ( 
Genera ' 
Apparatus Sales Dept 
Circuit Prot. Dev. Dept 
Distr. Assem. Dept 
Con M Dept 
Large Lamp Dept 
General Swi n ¢ 
Greenlee T Cc 
Hatfield Wire & Cable D 
Hilti Rapid Fast. Syst.., |! : ; 
Harvey Hubbell, Inc ° WHA The Fifth and biggest Electrical Merchandising Showcase .. . 
ideal indus - " 
lisco Cort and the first to include under one roof every phase of the 
snsornationsl Regie industry! 
Cc le DI ights . _ 
Lug-All C 
Emerson Elec. Mfg. C ; ee 
er eas a - © WH ERE The New York Coliseum, America’s greatest exhibi- 
Economy Fuse Div tion hall. 
Federal Pacific Elec. Mfg 
Jenkins Bros., Rub. [ 
Jet Line Gun Co., Inc 4 
Kaiser Alum. & Chem. Corp ° WH March 6, 7, 8, 9, 1960 (Circle these dates on your calendar 
Elec. ¢ 1. Div ; ' 
Killark “i nin right now!) 
Kir Mfg 
Leviton Mfg 
Lew Ele F . . ~- » 
Lightalarms | WHO will exhibit? More exhibitors than ever before, 
: th ¢ Light. Prod bad action-demonstrating the industry's most advanced 
M & W Ele products and services in an impressively expanded 
Mar vr exhibition area! WHO will attend: Representatives 
i . 
M t of every section of the trade from every part of the 
Mi ikee El nation. 
war: Mt e WHY attend : Everything that is new, better and exciting 
Paragon Ele in the business will be exhibited at this show. Plan 
Perfect-Line Mfc , now to come to New York to see The Fifth —And 
r Greatest — Electrical Industries Show! 
A Sponsored by 
: | EEWA 
R t Fact : ¢ Eastern Electrical Wholesalers Ass 


| For space information, contact Harold R. Meyer, Director. 
IH. Rhodes. I National Electrical Industries Show, 550 Fifth Avenue, 
New York 36, N. Y. JUdson 2-6052. 


[ Faraday | 2, 
Square [ Tr Ele 
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POWERCRAFT 


PRIMARY 


BUS SUPPORTS. 


2215 De Kalb St. 





STOCKS 
FOR IMMEDIATE 
SHIPMENT 


* Contractors, Industrials, and 
Utilities rely on the accuracy 
of these Bus Supports to meet 
exacting service conditions. 
Available for Indoor and Out- 
door Service — flat or pipe 
mounting. Conform fo NEMA 
standards. POWERCRAFT  in- 
viles your inquiries on any 
special Bus Support require- 
ment. Other POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
tors, Pipe Frame Fittings for 
144" 1. P. S. Pipe, and Clamp 
Insulator Supports. 


SEND FOR NEW CATALOG. 


POWERCRAFT CORPORATION 


Phone Prospect 6-4532 


Since 1932 


Make installations fast, 
built to last with 


Ms. W 


SERVICE ENTRANCE 


MAST KITS 


Now, you can have exactly the right fittings for any 
mast installation ...quickly...at lower cost. Just select 
the M&W Mast Kit to fit your needs. Varied assort- 
ments for 1144”, 114”, 2” or 214” sizes, split-clamp or 
pipe strap conduit support, make it easy for you to 
pick the one kit that best suits your requirements. Best 
of all, M&W Kits cost less than individual fittings. 


Kits include all necessary parts for mast installation as 
illustrated, except conduit. Fittings available separately. 


New Catalog 59 gives details and prices on complete 
line of electrical fittings. Write for your copy today. 


z The M.&W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


ST. LOUIS 4, MO. 


“Concentrate On Single 
Area” Industry Exec Urges 
Businessmen 

NEW YORK—‘Stick to the field 
you really know,” Robert L. Bobo, 
vice-president-marketing, Federal Pa- 
cific Electric Co., told a group of 
the nation’s leading businessmen last 
month. 

Addressing businessmen at the Na- 
tional Industrial Conference Board’s 
7th annual marketing conference in 
New York, he described how a com- 
pany can expand its product line by 


concentrating on a single area. 


GE to Test Market New 


Household Light Bulb 

CLEVELAND—tThe lamp depart- 
ment of General Electric Co. will begin 
test marketing this month a new house- 
hold light bulb. The method incorpo- 
rating decorative styling with light 
diffusion, through department, hard- 
ware stores and supermarkets in the 
West, South and Northeast. National 
distribution is scheduled for next year. 

The new 75-w bulb is conical in 
shape, 9 inches long and 4 inches 
wide. Operating life is said to be 
three to five years. Called the “Celes- 
te,” the bulb will be available in pink 
and white. 





MINERALLAC 2-HOLE 


PIPE STRAPS 


For Heavier Loads! 


Two-hole pipe straps of 
zinc plated steel. Dou- 
ble ribbed and em- 
bossed for lock washer 
action to support heav- 
ier pipes, cables, con- 
duits, etc. Available in 
sizes to fit pipe and 
conduit from Y4-inch to 
6-inch. Also available 
in Everdur, copper or 
aluminum, 


Send for literature and prices 
: HANGERS, CLIPS, 
Specify MINERALLAC srrars, susnines 
MINERALLAC ELECTRIC COMPANY 
25 N. Peoria St., Chicago 7, Illinois 


MINERALLAC 
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EEl Develops 
Sales Training Course 


NEW YORK—The sales division 
of the Edison Electric Institute is 
making available to the electrical 
industry a new five-part electric 


appliances sales training course 
The course comprises a section on 

basic selling principles which reviews 

the basic tenets of salesmanship as 


presented in a previous EEI sales 
training course. 
Other sections deal with selling 


standard electric appliances. The five- 
part course is contained in a handy, 
sturdy easel carrying case and includes 
a set of 50 charts; 10 salesman’s 
manuals for each subject, pocket size; 
five leader’s guides on each subject; 
two acetate “blackboards”; an easel 
carrying case and a storage container. 


Phillips & Edwards 
Opens New Branch 

SANTA ROSA—Phillips & Edwards 
Electric Corp., San Francisco, has 
opened a company branch in this city, 
according to a report. 

E. A. Phillips, president of the 
firm reportedly chose the new location 
for expansion and for its potential as 
a marketing center north of San Fran- 
cisco. Fred Fowle will be resident 
manager in charge of the operation. 





CAN YOU LOOK 
DOWN 
YOUR 
AISLES 








‘ 
WITHOUT 
ost GLARE 


MULTI “ILE LITES” ‘ 


Will give uniform illumination % 





where needed to the top shelf as ¥ 


well as to the bottom shelf. 4 


Reflector is porcelain enameled — the + 


best for life-time cleaning. Pr 

¢ 

EXTRA HANDLING 9 

ERRORS eo” 
ACCIDENTS Pad SEND 
a FOR 
a 
AT 
ait CATALOG 


SE Carer nac FAFS. tee. 


CHICAGO 24, ILL 
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Fire detection is big business! 
Cash in now with Kidde equipment! 


orereert 


ovum (E898 


For years, schools, public build- 
ings, businesses and homes have 
been waiting for an inexpensive, 
dependable fire detection system 
approved by U.L. and F.M. Now 
you can sell them this vital detec- 
tion system at a reasonable price. 
Whether you sell Kidde system 
components on an install-it-your- 
self basis, or do the actual wiring 
job, there are thousands of dollars 
in potential profits for you. 


Ls b hhh 


~ Ht 


- 
= 
3 
= 
oe 
= 





And, selling Kidde, you can be 
sure that you’re selling quality. 
For more than 30 years, Kidde has 
been the leader in fire safety. It’s 
a name you and your customers 
can trust! 

Find out more about Kidde fire 
detection components — and how 
you can use them to cash in on 
these most profitable markets! 
For more information, write to 
Kidde today. 





iH Kidde alarm bells —6”, 8”, and 
10” diameter, U.L.-approved. 


2. Kidde Fyrindex detectors. 
Self-resetting, fast-acting, easy 
to install. Fixed-temperature 
units each protect up to 225 sq. 
ft. Rate-of-temperature-rise 
models protect to 900 sq. ft. Com- 
bination rate-of-rise, fixed tem- 





perature units each protect 2500 
square feet. All U.L. and/or F.M. 


approved. 


9 
©). Break glass manual alarm. One 
or more stations. 


4, Control, rectifier, zone annun- 
ciator panels contained in one 
cabinet. Monitors up to ten zones 
12 or 24 v., de. 


Kidde Ultrasonic & Detection Alarms, Inc. 


1086 Brighton Road, Clifton, New Jersey 


A Subsidiary of Walter Kidde & Company. Inc., Belleville 9, N. 3 
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NEW PRODUCTS YOU CAN USE 








Electric Lift Truck 
Yale Materials Handling Div., Yale 


BELLS and & Towne Mfg. Co., Philadelphia, Pa. 
BUZZERS Sit-down rider type unit features in- 


finite speed hydraulic controls and 

BELLS and . | ; turning radius of 57 in. ee" me 
motor and pump is said to deliver 

asta 100-ft per min. lift empty, 60-ft per 
BELLS and ' ie min. with one-ton load. Optional 
BUZZERS ' ~~ a equipment includes dual hoist motors 
’ : and pumps said to permit 150-ft per 

min. lift empty, 95-ft per min. full 

load. Truck accommodates a _ wide 


range of battery sizes. 





Large or small, 


has ’em all! neeiinian Storage Rack Wheels 


a M-H Standard Corp., Jersey City, 
AUTH produces a large variety of electric bells and annunctators N.J. 
buzzers for indoor, outdoor and marine use; forlight "USH BUTTONS 
or heavy duty use; for A.C. or D.C. operation on a “Versarack” on which boxes, pal- 
voltages from 1% volts D.C. up to 250 volts. letized materials and other stored 
Join the great expanding group of Auth signaling items may be stored, has been sup- 
equipment users. Write now for latest catalog sheets NCE 1892 plemented with new plastic wheels 
on ‘Bells and Buzzers’’ or contact our nearest and bushing design. Said to provide 
representative In your area. SIGNALING greater load-bearing capacity, the 2-in 


Sold in cooperation with the Distributor SYSTEMS wheels permit items to be stored from 
CLOCK AND PROGRAM, 


AUTH ELECTRIC Co., Ima. tecernone, rine the rear of rack and rolled to front as 


a Oak they are called for. Bushing locks 


Dept.w-10 LONG ISLAND CITY 1, NEW YORK 4no orien svsteas 





wheels in place 











IS WIRE PULLING... csc 
SLOWING UP... Wo Fittings 
YOUR JOB...? a 








ALBANY RBR 


WIRE PULLING COMPOUND 


pulls covered wires and non-metallic cables. . . 


FASTER and EASIER! 


@ Excellent for non-metallic cable 
. non-evaporating. 


@ Will not affect coatings. 
@ Needs no mixing . . . will not 


separate or harden. j > & 
3 ism bat yy & 
: Fam Ar 
iF) x 


@ Light, clean to use, easily washed ® of 
off with water. ~_— ¢ i 





Order through your Electrical Supply House 


IVY Wxole) ae), ee M. STEPHENS 


Electrical Products Division Mfg. Inc. Los Angeles 11 
5 N. STILES STREET ° LINDEN, N. J. 814 E. 29th St. ADams 1-9147 
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MANUFACTURERS EXPANSIONS 





Elizabeth, N.J.—Thomas & Betts Co. 
has purchased six acres of property 
adjacent to its present site, upon 
which the company is completing a 
$900,000 addition to its main plant. 


Cleveland—Leece-Neville Co. an- 
nounces location of production facil- 
ities for its newly acquired line of ac 
motors will be in Gainesville, Ga. The 
line, purchased from O. A. Sutton Co., 
Wichita, Kan., marks Leece-Neville’s 
first venture into the ac motor field. 


Pittsfield, Mass.—Acquisition of a 
160-acre site and plans for a com- 
mercial plant for the production of 
Lexan polycarbonate resin have been 
announced by the Chemical Materials 
Dept. of General Electric Co. Among 
other applications, Lexan resin is used 
in the molding of electrical connec- 
tors. The plant will be located on the 
Ohio River near Mount Vernon, Ind., 
and first production is expected to 
begin during latter 1960. 





The nation’s electric companies rank 
first in investment in new plant and 
equipment. 


#20 REPLACEMENT 
BRUSH ASSORTMENT 


services 2 3 


FAMOUS HAND-TOOL BRANDS 


» » - covers 803 models! 


aoe 128 

beva =| BRUSHES 

Peete) DO THE 
See f ey WHOLE 
Se tS | JOB! 





Husky compartmented dispenser con- 
tainer FREE! No hidden cost. No as- 
sessment for the box. A careful, varied 
selection, made after an exhaustive 
study of our sales records. Enough of 
the right brushes . . . fewer of others. 


The only selection of its kind! 





SEND FOR FREE DESCRIPTIVE SHEET 


(73 CARBON co. 





Wwe is 


with Amazingly COOL 
HEAT VENTILATED REFLECTOR 


% Equipped with marvelous 
new collar-disec arm joints. 













MODEL 
55-VCX-701 
$293 * * 
cach $7 A MARVELOUS 
te Sed. Phe. SEEING TOOL FOR 





FASTER BETTER WORK 
Direct light exactly 


where needed. Fric- 

tional arm and collar ‘ 

disc joints give flexibil- (wy 
ity of a thousand posi- 
tions. Rugged construc- 
tion, heavy duty socket 
Levolier switch, uni- 


of 4 






INNER SHIELD 
ACCESSORY 


for extreme 
coolness when 










versal base. using 100-watt 
lamp 
WRITE for complete . 
catalog of Localite y erAly 
Models for every in- c 
dustrial use. N 


THE FOSTORIA PRESSED STEEL 
CORPORATION, FOSTORIA, OHIO 


Localites are available through 
wholesalers everywhere. 


New Convenience 


insulate? Solderless 






NEW $ Pak 
The new line of VACO 


Insulated Terminals features 






packaging at its finest. Famous 


Dollar Pak features clear 





gructon® 
..0.5-™ 






« wes 





plastic storage box 


SPECIAL OFFER! 
Includes the New VACO No. 1930 Bolt Cutter 
and Crimper plus assortment of 

Insulated Terminals...all in handy plastic 
pouch. A $6.00 value only $4.25 net! 





Write for Details and 4-Color Catalog 


VACO PRODUCTS COMPANY, 317 East Ontario St., Chicago 11, Illinois 


In Canada: ATLAS RADIO CORP., Toronto 19, Ontario 





12508 Berea Road, Dept. 76, Cleveland 11, Ohio 
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No. 208-6PC Long Nose 
Shear Cutting Plier 
Patent No. 2,848,724 


JUST THE PLIER FOR 
ELECTRONIC USE 





Shear principle 


requires less Pin keeps jaws 
q i 


pressure. aligned. 





Pointed nose 
reaches confined Steel jaws hold 


space. clipped end tight. 





Designed to form Coil spring keeps 


loop at wire end. jaws open. 














Here is a plier specially designed for 
electronic use. It will fit into confined 
space and steel jaws hold clipped end 
of sheared wire firmly ... nothing to 
wear out. 

The shear blade is at an angle of 15 
degrees (the standard angle of regu- 
lar diagonal pliers). Shear principle 
assures smooth, continuous action 
without snap, preventing shock which 
might damage transistors or delicate 
components. For use with bare wire 
up to 18 gauge. 

See your electronic supply house or 

WRITE FOR CATALOG 101-A 


Foreign Distributor: International 
Standard Electric Corp., New York. 


ow KLE & Sons 


1200 McCORMICK ROAD + CHICAGO 45, ILLINOIS 


Lighting Consultants Group 
Organized In Cleveland 
CLEVELAND — Organization of 
the Certified Lighting Consultants As- 
sociation “to help bring Cleveland’s 
woefully underlighted homes out of 
the shadows” has been announced. 
The 90-member group is sponsored 
by the Cleveland Electric Illuminat- 
ing Co., and is affiliated with the 
American Home Lighting Institute. 
The association’s members, con- 
sisting of lighting fixture distributors, 
electrical contractors, architects, and 
builders, are all graduates of the 
Academy of Lighting Arts. 


1960 Chrysler Dashboards 
Feature New Light Source 


DETROIT—Dashboards of 1960 
Chrysler and Imperial automobiles 
will be illuminated by Sylvania “Pan- 
elescent” electroluminescent lamps, 
say spokesmen for Chrysler Corp. and 
Sylvania Electric Products Inc. The 
new light source offers an important 
safety advantage over conventional 
incandescent-lighted dashboards, ac- 
cording to reports. Electrolumines- 
cence is said to be a low-level light 
source which requires less eye adjust- 
ment when driver looks from road to 
instrument panel. Lamps are also said 
to Outlast conventional bulbs 10-to-1. 


THEY STAY ON..... 
All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 
feature. 


Contractors everywhere are 
switching to VICTOR. Cash in 
on this heavy demand. Add 
these fast selling, profitable 
Clamps and Straps to your . 
line / ; es 
VICTOR products are 
neatly packed, clearly 
and attractively labelled. 
Orders for stock items 
shipped within 24 hours 





Write for the new 
Victor Strap Catalog 
Lists over 600 items 
to fasten Wire, Cable 
Tubing and Conduit 


(Vitro SPECIALTIES 





YOU'RE 7% 
NEVER IN @ 
THE DARK WITH 


YORKLITE 


Emergency Lighting 


; m 


Yorklite low cost emergency lighting 
systems are designed to provide more 
light longer—up to 4 more. Light from 
four 25-watt sealed-beam flood lamps 
(mounted on unit or remote) assures 
greater area coverage AUTOMATI- 
CALLY for any emergency require- 
ments the instant the regular power 
supply fails. When power supply returns 
the unit automatically recharges itself. 
Flexible, Lightweight, Permanent 

Only 12/2” long, 8” wide and 11%” high 
and weighing just 60 Ibs. Yorklite can be 
quickly mounted on walls or hung from 
ceilings. Powered by specially devel- 
oped, extra capacity Perkins battery 
Fully U. L. Approved. Proved invalua- 
ble in schools, hospitals, homes and 
hundreds of other public buildings. 


8 This free illustr 
describes the YORKLITE sys 


facts 


ted brochure 


tem and gives detailed 
including lighting tables 


installation data, ¢ 


Write for 





DISTRIBUTORSHIPS AVAILABLE 


Protected territory distributorships are 
still available in certain areas. Act 
promptly to tie up a valuable franchise. 
Write today to Mr. Eugene Stone, V.P., 
Sales, York Lighting, Inc., 339 W. 
Philadelphia Street, York, Pa., for full 


information. 








The Greatest Single Source for Clamps and Straps 


YORKLITE is manufactured 


by Perkins Battery Co., Inc. for 
YORK LIGHTING, INC, 


339 West Philadelphia Street 
YORK, PENNSLYVANIA 
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October, 


TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 





Electrix 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales . . . makes Electrix the most 


outstanding line in its field. 


Why not sell the best. . . espe- 
cially when profits come bigger 


and easier. Sell Electrix Vinyl 


Cube Taps. 


APPROVED 


Cloetrix 


Ashton * Rhode Island 
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Designer Wins Lighting 
Layout Contest 
CHICAGO Conrad Rudofski 


Chicago designer, has been awarded 
two rooms of lights as winner of the 
“best lighting layout” contest which 
climaxed the 12-week Academy of 
Lighting Arts course last spring. The 
winner, in his entry, submitted an out- 
standing layout for living room, dining 
room, reception area and kitchen light- 
ing. Rudofski, who is with an archi- 
tectural firm, will install his prize from 
Moe Light Div., Thomas Industries, 
Inc., Louisville. 


Seattle to Convert Its 
Canal Receiving Substation 


SEATTLE—Seattle City Light has 
ordered equipment from Westing- 
house Electric Corp. and Brown 
Boveri Corp. to convert its Canal 
receiving substation. Westinghouse 
will furnish two 75,000-kva, 3-phase 
transformers to reduce power from 
115,000-v to 26,000-v, while 13 34.- 
500-v oil circuit breakers will come 
from Brown-Boveri. The conversion, 
part of the system-wide elimination 
of 55,000-v transmission and 13,000-\ 
sub-transmission, is scheduled for 
completion in the fall of 1960. Auto 
matic equipment will also be installed 
as part of the improvement 


SLIP-ON GUARD 


GETS - A - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 
Mc rket 


Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixture, as illus- 
trated. 

Made of indestructible spring steel 
wire. Nothing to break, get out of 
order or replace. Will last indefinitely. 
Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed. 
Nothing to unlock, fuss with or lock, 
when changing lamps. 

GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en- 
abling maintenance man te change 
lamp in 10 seconds! 


Available for 410 watt and 100 watt 
fluorescent lamps. 


GETS-A-LITE Company, Dept. EW-109 
3865 N. Milwaukee Ave., Chicage 41, II. 










MEASURE, CUT 


AND REWIND 
your own 


wire and cable 


FOOTAGE METER 


* New Advanced Design Measures 


Wire from Ye to 1% O.D, 


REWIND MACHINE 





* Hydraulic Jack permits safe, easy 
lifting of reel 


Va ¥%, 1, 1Y%. & 5-h.p. drives 





* Both Coiling & Reeling with only 
one rewinding machine 
ALSO AVAILABLE 
* Variable Speed 10-70 RPM 


* Collapsible Coiling Reel 
* Shaftless Rewind Machine 


| 











Write to 


COLUMBIA PRODUCTS, INC. 


WRIGHTSVILLE 3, PENNSYLVANIA 








147 








VAD 





REFLECTORS ) 





QUALITY INCANDESCENT 
REFLECTORS FOR 37 YEARS 


INDUSTRIAL LIGHTING 


Quadrangle offers 
America’s most 
complete line of 
RLM reflectors as 
well as many other 
type reflectors. 
There is a wide 
range of sizes and 
a large variety of 
socket fittings. 
Many utilize the 
Quad exclusive 
Easy-Tach discon- 
nect socket. 


FLOOD - LIGHTING 


Quad floodlights 
incorporate design 
and manufacturing 
features that are 
the result of years 
= of research and en- 
gineering. There 
are five different 
types and more 
than one hundred 
and twenty differ- 
ent unit designs to 
» choose from. 


There are more 
than 15 Quad sign 
reflectors, ina 
multitude of shapes 
and sizes, to ac- 
commodate lamps 
from 60 to 1500 
= watts. There is a 
size and design for 
illuminating the 
smallest signs to 
the largest outdoor 
display bulletins. 


All Quad Reflectors are rust- 

proof, weatherproof, finished 

lustrous porcelain enamel. 

Available with Easy-Tach or 

Quick-Detachable horizontal, . 
vertical, feed-through or box- 

type easy-to-wire sockets. 


QUADRANGLE MANUFACTURING CO. 


Dept. 81, 32 S. Peoria St., Chicago 7, IIlinois 


SEND FOR FREE LITERATURE 


GENTLEMEN: 
Please send catalog: 
(] Industrial Lighting 
] Sign-Lighting 


] Flood-Lighting 


Name. 





Address 
City. 
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OBITUARIES 





Walter J. (Jack) Masters 

Walter J. Masters, executive man- 
ager, Essex Electrical League, died 
Aug. 16th, following a long illness. A 
resident of South Orange and Maple- 
wood, N. J., for the past 38 years, 
Masters once wrote sports commen- 
taries for the Newark Evening News 
and New York Herald Tribune. Later 
he became city editor of the New 
York Daily News. In March, 1936, 
Masters became with the 
Essex Electrical League as managing 
editor of the Electrical Urge. He later 
became executive manager of the 
League, and, in 1957, received the 
“Plaque for Distinguished Service to 
the Electrical Industry.” 


associated 


David Dalgleish 


David Dalgleish, former operator 
of Dalgleish Electric Supply Co., 
Hamilton, Ontario, Canada, 


the age of 78 on Aug. IIth. 


William H. Leslie 

William H. Leslie, retired vice 
president of Leslie Electric Co. Ltd., 
foronto, Canada, died at the age of 
79 in Toronto on Aug. 22nd. 





Stringer Safety Equipment 


Our 15th year serving 
The Electrical Industry 


Sold through the Electrical Wholesaler— 
Attractive discounts — The finest and 
safest you can buy. Write for new 
catalogue No. 15. 


UTILITIES SAFETY 
SUPPLY CO., Inc. 


Lee’s Summit, Missouri 











died at | 





Octagon Outlet Boxes and Covers 


a 
“i 


Bar Hangers and Bar Box Combinations 


© 8 


Square Outlet Boxes and Covers 


Handy Boxes 
and Covers 








i pays to figure on 


2 —e a eon, B 


OUTLET BOXES AND 
SWITCH BOXES 


= 


Square Cornered Switch Boxes 


e © 


Non-Gangable Switch Boxes 











Keystone Outlet Boxes and Switch Boxes are 
loaded with extras! BX and Romex clamps 
are pre-assembled for easy pulling of wires, 
knockouts come out fast, and tapped holes 
are extruded to eliminate stripping of threads. 


What's more, they come in all sizes, shapes 
and types—and they’re stocked at regional 
warehouses coast-to-coast, for immediate 
delivery—wherever you are! 


3 NEW CATALOGS—contain 
complete information on the entire 
Keystone Quality line of wiring i 
installation equipment. Send for 
your free set today! 


((GEYSTONE MEG. Co. 


| 23348 Sherwood St. « Warren, Mich. 
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Morris Stern You make more because you sell more 


Morris Stern, president and a | ( 
founder of Standard Electric Supply wd L ’ ra - = O-= a EAT 
Co., Milwaukee, died at the age of 
Largest-Selling Heating Tape in the World 


81 on Aug. 27th. President of the 
supply company since 1942, Stern was 


st 
also an attorney and served as private 
secretary to William Howard Taft ew: =a LINE-O-HEAT 
“ 
‘\* ROOF KITS 


when Taft was Secretary of War. - (NE 
‘ 
eyyi'l 
Keep eaves from freezing thus preventing 
damage caused by water from melting 


——< | 


Louis |. Stark 


Louis I. Stark, vice president of ni 
- _ — 


Gulf Coast Electrical Supply, Inc., 


St. Petersburg, Fla., died Aug. 6th. LINE-O-HEAT ° 


Line-O-Heat is tough, rugged, depend- 
able . . . cam take a beating and keep 
on heating! Easy to install and, prop- 
NEWS erly used, will keep pipes, pumps, etc., 
from treezing in coldest weather. Inex- 
pensive to buy and can be operated for 

o o as little as a penny a day Ten lengths 
Lighting Manufacturer from 4 to 80’ for use on 120-volt service 


retail from $2.40 Also, longer lengths 


Acquires Canadian Plant are available for ane on 240-volts 


LOUISVILLE—C & M Products. SS SS SS SS SES SS SCS TSS SBS SSeS SS Se eee 


Ltd., Toronto, Ontario, Conada, has THERMOSTAT FOR USE i INSULATION KIT TO KEEP 
been purchased through cash transac- WITH LINE-O-HEAT HEAT ON THE PIPE 


tion by Thomas Industries Inc., Louis- 

ville, Ky., according to a _ report. ADJUSTAT — Adjust > ——em mere averse Wat 

Through the purchase of the Toronto able thermostat which Keeps Line-O-Heat of 

firm, Thomas Industries acquires not makes use of Line-O- ci 
Heat automatic, re- 

only a manufacturing plant, but ware- duces operating cost. 

housing and sales facilities in Canada Retail price, $6.95. 

The Canadian company has 60 em- 

ployees, 25,000 sq. ft. of manufactur- The SMITH-GATES Corp. @ Farmington, Conn. 

ing space, and a nationwide sales force. 

Thomas Industries reports it plans to 

double the size of the new acquisition 


snow backing up under roof shingles 
Contain Line-O-Heat, attaching clips, in 
structions to protect roof eaves | 

and 40° long retail for $5.45, $8.65 
and $15.45 


AUTOMATIC LINE-O-HEAT 


Built-in thermostat allows electricity to 
be used only when needed to prevent 
freezing. U/L and CSA approved switch 
» > | 2 
prevents radio-TV interference. Ruggedly 
constructed to give peak performance for 
years. Ten lengths from 4° to 80’ for use 
on 120-volt service, retail from $7.95 




















Standard Radius 


RIGID ‘aba e ; ghte ( 


iG 
SOLID BRASS 
TOTALLY ENCLOSED 


DISPLAY DEAL NO. 11 dramatically ; for 


Spee electric Searail ringing 
page gOS push g bell 
1) iu 


button | chimes 


midget push button engineered 


IN STOCK : th re Pm bulb that stays lit for years. Re 
< ‘ ‘ [ es all ttons of this type r without plate 
1” to 6” sizes « 45° and 90 WIRING REQUIRED 
= . N 16 volt $1.25 
BLACK ENAMELED , LIST PRICES i 456 24 voit $1.60 
HOT DIP GALVANIZED — POLISHED BRASS OR CHROMIUM FINISH 


Also available in wrought iron or aluminum _ 


Conouit_Nirrie Mrs. co: Trine Manufacturing Corporation, 1430 Ferris Place, New York 61, N. ¥ 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 
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FIRST . 


LOW COST 


EMT Concrete- Tight Set Screw Fittings 


e CAPTIVE SET SCREWS in “up” 


position—a 50% saving in 
installation time — no lost 
screws. 

VELVET-SMOOTH THROATS and 
end stops eliminate possi- 
bility of shorts due to dam- 
aged insulation. 

EXTRA LONG THREADS for posi- 
tive connections. 

NO HEAVY WRENCHES or spe- 
cial pliers needed. 
STRENGTH OF FITTINGS far ex- 


ceeds U.L. requirements. 


SEND FOR 
FREE SAMPLES 
AND LITERATURE 


ih 
yl 


U. L. approved 
concrete-tight 
DIE-CAST EMT 
set screw fittings 
in full range of 


sizes, Y2” to 2”. 


ALLEN-STEVENS CONDUIT FITTINGS CORP. 
33-53 62nd Street, Woodside 77, N. Y. DEfender 5-3000 


You'll be happy 
selling 


KNOPP 


Voltage Testers 


@ More user-volue at Less Cost— 
means more turnover for you at 
profit margins 

@ Five Safety Features— 

Knopp Voltage Testers sel! themselves 

@ Rugged, Reliable— 
build goodwill and repeat sales for you 


good 


Tell if circuit is open or closed; magnitude 
of voltage between 110 and 600 a-c or d-c, 
pure or rectified; 25 or 60 cycles 


Two models. Free Sales Aids 
Write today tor full details 


KNOPP INC. 


Founded in 1928 by Otto A. Knopp under the 
name of Electrical Facilities Inc. 





Dept. A-12 1307 66th St., Oakland 8, Calif. 


150 


rl 
Put Your Name 
, In Your Customers’ Hands 


Handiest, most frequently used 
electrician’s aid! Has both screw 
driver and splicing blade, which 
lock in open position. Mirror- 
Polished, high carbon cutting 
steel blades. Low prices include 
4-line imprint! 

325 ....75¢ 576... 65¢ 
286 ...70¢ TUS2 .. - 68¢ 


Sample On Request 


FREE! 32-PAGE CATALOG 


of over 200 proven 
executive gifts and 
advertising special- 
ties. Please request 
on your letterhoad. 


R. Frank nevertens _ Inc 
253.No. Center St Willistor 


Par a 


Predict NEI Show Will Be 
Merchandising Showcase 

NEW YORK—Five months be- 
fore showtime, the American Elec- 
trical Industries Expositions, Inc., pro- 
ducers of the Sth National Electrical 
Industries Show, which will be held 
March 6-9 at the New York Coli- 
seum, predicts the show will emerge 
as a merchandising showcase for the 
electrical industry. Feature of the 
show will focus on the tool market. 
Admission to the four-day event is 
open to all fields allied to the elec- 
trical industry. Over 300 booths rep- 
resenting various phases of the in- 
dustry will be on display showing the 
latest in electrical construction ma- 
terials and apparatus, wiring devices, 
electrical heating and the tool mar- 
ket. Sponsored by the Eastern Elec- 
trical Wholesalers Association, the 
show will center around the theme 
“1880-1960: An _ eighty-year span 
from the first installation of electric 
current to today’s electricity by atom 
reactor.” 





The majority of American homes to- 
day have at least 12 electrical appli- 
ances and many households enjoy 20 


or more different types. 





MODERNIZE 


YOUR 


STOCK ROOM 


LIGHTING 








MULTI “ILE LITES” 
Will give 


where you need it from the top to 


uniform — illumination 
the bottom shelf with no lamp glare 


when you look down the aisle. 


Reflector is porcelain enameled — 


the best for lifetime cleaning. 


Mounting flexibility thru pendent — 
box cover — angle or feed thru 
sockets also 


sockets. Pull chain 





available for all types 
SEND FOR CATALOG 


YRURABE ELECTRIC MFG. Inc. 


4237 W. LAKE ST. 
CHICAGO 24, ILL. 
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CLASSIFIED ADVERTISING 


SELLING OPPORTUNITIES 


WANTED POSITIONS WANTED 
OPPORTUNITIES 





UNDISPLAYED ——— RATES DISPLAYED 
$1.50 per line minimum 3 lines. To figure ad- The rate for Employment is $13.50 per inch for 
vance payment count 5 average words cs a line. advertising appearing on other than a contract 
basis. Contract rates quoted on request. Sub 
Box numbers—counts as 1 line ject to Agency Commission 
Position Wanted ads are % the above rate. Other advertising is $12.25 per inch. Not subject 
wo agency commission 
Discount of 10% if full payment is made in ad- An advertising inch is measured %” vertically on 
vance for 4 consecutive insertions a column—38 columne—30 inches to a page 
Send NEW ADS or Inquiries to Classified Adv. of ELECTRICAL WHOLESALING 
P. O. Box 12, New York 36, N. Y. for November issue closing October 15th 

















: SALES 
REPRESENTATIVES 


SELLING OPPORTUNITY OFFERED 


Representatives wanted: Outlet and Switchboxes, tial lighting fixture manufacturer has 
mplete line. Inquiries from interested agent 


RW-9470, Electrical Who 








Old, established and highly-respected residen 


ings in desirable territories for energetic, 
capable sales representatives in connection 


open 








POSITIONS WANTED with broad expansion program. Write, giving 
Fourteen years experience in Electrical Whole- resume of experience and lines now handled, to 
saling. Desire to Relocate in North o Soutl 
Varolna eahge ~ p> : Man: psd ‘ gl ~ RW-2540—ELECTRICAL WHOLESALING 
tiona n oul consider a position wit 
Manufa Agent. PW-2666, Electrica 520 W. MICHIGAN AVE., CHICAGO 11, ILL. 
W holes: 
General Manager-Estimator-Buyer For Elec. Con- 
tractor, desires position in electrical sales { 
years experience, some in sales, > 34. Wi ° 
relocate. Write Box 64 Bay City “Michigan Representatives 
SELLING OPPORTUNITIES WANTED Wanted 
Lines Wanted—Supplies, fixtures. ee West Leading Manufacturer electric ranges 
Coast W F Skillman, 400 24th 


North, St. Petersburg, Florida. 





desires representation in the following 
territories: Virginia, Pennsylvania, Mich 














Manufacturer's Agent covering New Jersey De- igan, Illinois and Minnesota. If you are 
sires additional lines for electrical wholesals a sales representative with distributor 
RA-1853, Electrical Wholesaling 
level experience, we have a sound prop 
Aggressive Manufacturers Agency desires wire osition for you. Non-conflicting lines 
Cc sar Boag oe om a _ agg acceptable. Write giving full resume of 
olumDia area arge warenouse aciil es x 
cellent distributor contracts. Sales builders. RA- business experience and personal history 
1981, Electrical Wholesaling Interview will be arranged immediately 
Manufacturers Agent — aggressively covering RW-2641 ELECTRICAL WHOLESALING 
New England desires additional lines. RA-2682 520 WN. MICHIGAN AVE., CHICAGO 11, ILL. 
Electrical W holesaling 
Established agent wants one more sey type 
line in upstate New York. No lighting fi re 
RA-2617 ctrical Wholesalin | . 
Sales Executive 
Reputable Manufacturers Representative in 
Northern New Jersey with intensive « r r T ° e 
selling to the electrical wholesalers seeks add raine 
ional lines. RA-2671, Electrical Wholesaling 
Young man with co back und t 
Manufacturers’ Agents—Electrical Sales ane en- “4 . tcie-t mas positio } 
ir Fx { qualify for distric ( ’ ion with 
eers man organization n i 
St. Paul office and warehouse. Major national manutactur erm Must 
— Electrical have several years experi with ele 
Ling 
trical manufactu I or c 
tractor. Extensive travelit req ed. Sen 


-—~ MANUFACTURERS! ——|_ | complete resum 
SW-2687—ELECTRICAL WHOLESALING 


You will receive better results 


CLASS. ADV. DIV. P.O. BOX 12, N.Y. 36, WY 








from your ‘‘Representative We wile, the Qnect ta desten end leracel 


in addition, highly-decorative executive 
wall clocks 


Wanted advertising” if you will R. & H. Guarantee Products 
5440 W. Cermak Rd., Cice 50, il 


MANUFACTURER REPRESENTATIVES WANTED 


tion of recessed clocks in all sizes, and finishes 


selec 


styled 








state in your copy what territory 


WANTED 


P-2590 Electrical Wholesaling 
Class. Adv. Div., P.O. Box 12, N Y 36, N 











MANUFACTURER REPRESENTATIVES 


or territories are available. To cover the following territories: 0 Kentucky 


i Michigan, to sell an established line of Electrical 














lf 
TIME 
Figures 
In Your 
PROFITS - 


Your u 
ARROLET 


Non-Gangable 


SWITCH BOX 


© Available with bracket 


SWITCH BOXES 
OUTLET BOXES 


BOX COVERS 


ARROLET 


“en 2.208 2 Bene) 


FITTINGS 





—_— |, ad. 
~% * DALIAS, TEX 
mo. * wo 

1 MA ~ 
° *PMILADELOMEA on . 
. |, Wase. 
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Ultrasonic & Detection 
Subsidiary of 
& Co., Ine. 


Keystone 

Kidde 
Alarms, Ine. 
Walter Kidde 

Klein & Sons, 


Krueger & Hudepohl, Inc. 140 


Lighting Products Ine., 
M & W Electric Mfg. Co., Inc., 


The 142 | 
Mason Co., L. E. 27 
Minerallac Electric Co. 142 


Minneapolis-Honeywell Regula- 


tor Co, 134 


143, 150 
122, 123 


Multi Electric Mfg. Inc. 
Murray Mfg. Corp. 


National Electrical Industries 
Show ao 
National Price Service 4 
National Supply Co.-Tubular 
Products Div. 48 


Ohio Carbon Co., The 145 


Paine Company 98 
Paranite Wire & Cable Div., 

Essex Wire Corp. 139 
Phelps Dodge Copper Products 


Corp. 29 | 


Pittsburgh Standard Conduit 


Co. 26 


Plymouth Rubber Co., Inc. 
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Ramset Fastening System 
Republic Steel Corp. 
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Sola Electric Co. 
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Thomas Industries Ine. 
Toledo Pipe Threading Machine 
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Trade-Wind Motorfans, Inc. 
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Porter 
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Victor Specialties 
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Weaver Co., J. 
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Whitney Blake Co. 7 
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York Lighting, Inc. 146 
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CLASSIFIELD ADVERTISING 
J. Eberle, Business Mgr 
EMPLOYMENT OPPORTUNITIES 


Mathias 146 | 
Knopp Ine. 150 | 
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PLUGMOLD’ 
GIVES MORE 
OUTLETS FOR 
LESS MONEY 


Your customers are seeing this 
message and being told to see 
you in leading trade journals 
PLUS being exposed to sprightly 
PLUGMOLD cartoons in Saturday 
Evening Post, Time and many other 
periodicals. Wiremold’s goal is to 
move goods out of your stock. The 
Wiremold man who calls on you 
has plenty of sales helps for your 
own salesmen, too. 





Eliminate situations like 
this “Plug Juggler” 











WirewoLtD 


THE WIREMOLD COMPANY + HARTFORD 10, CONN. 


PLUGMOLD 2000 (UP TO 3 NO. 12 CONDUCTORS) 


PLUGMOLD 2100 (UP TO 10 NO. 12) 
~~ PLUGMOLD 2200 (UP TO 3 NO. 6; 10 NO. 10) 


PLUGMOLD 3000 (UP TO 8 NO. 6; 10 NO. 8) 


PLUGMOLD’ 
GIVES MORE 
OUTLETS FOR 
LESS MONEY 
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SAFE and 








SPLICE 


tr al f ticat pk ’ ee 
tr tandard f he } try f Y t 
half y ent y Ex 1] adhe t 
gth as be work eve 
igh and egula face N ave 
, never dries t t f gid 


}ua y tr 1 tre t 
The y comme 2 bbe 7 wit? 
the U.L. Label, PR Sg g me j 
fuses instantly, conforms wit t 
to any irregular shape and w 
( omplete electrical 5 tect 
mpanion to $ pk t Frict Tape 





the experienced electrician 


Inseparable fusion of adhesive to 
vinyl! base means easier, swifter, 
surer, more permanent splicing 
than ever before! Slipknot Plastic 
Tape has wider temperature 
working range — no creeping or 
thinning — abrasion resistance 
— resists water acids, alkalies, 
Molds 
around any shape. No. 7 (.007 
thick) has minimum dielectric 
strength of 10,000 volts 


oils, corrosion totally 


PLYMOUTH RUBBER 


CANTON 


foot ro 
can, comes 
exclusive S 
Cutter (patented 
~ 


QUALITY SINCE 1896 


COMPANY, INC. 


MASSACHUSETTS 









OIsTRIBUTORS 





The answer to customers who want 
FUSES THAT OPEN VERY FAST 
ON HIGH FAULT CURRENTS. 


These fuses, when properly used in series with cir- 
cuit breakers, furnish short-circuit interrupting ca- 
pacity for fault currents beyond the interrupting 
capacity of the circuit breaker—but do not take over 
the normal function of the circuit breaker. The cir- 
cuit breaker will continue to operate over the range 
of currents for which it is designed. 

However, should a fault develop where the current 
could reach values in excess of the interrupting ca- 
pacity of the breaker, a properly selected LIMITRON 
fuse will open the circuit so fast that the fault cur- 
rent does not build up to damaging values. 


Show your customers how to reduce costs 
on New Installations 


On new installations, where circuit breakers are 
used and where high fault currents are possible, the 
use of LIMITRON fuses permits the selection of 
breakers to meet load conditions rather than breakers 
to meet the fault current requirements. 

Cascading of interrupting capacity of protective 


devices in circuits no longer need be considered be- 
cause when LIMITRON fuses are used to limit fault 
currents, each fuse, no matter what its ampere rating, 
has the required interrupting capacity. 


How to Close Sales for LIMITRON Fuses 


If your customer knows just what he wants, all's 
O.K.—but if there is need for engineering knowledge 
or suggestions as to proper application—that’s the 
time to call in the BUSS Fuseman in your territory. 

He is in a position to show you all the fuses avail- 
able, types of terminals and the like. 

In sizes up to 600 ampere, either 250 or 600 volt 
ranges LIMITRON Fuses are made to N.E.C. 
Standards. 

In sizes above 600 ampere LIMITRON Fuses are 
stud mounted. They are for any voltage up to 600. 


BUSSMANN MFG. DIVISION 
McGraw-Edison Company 
St. Louis 7, Mo. 





Electrical Protection Goes 


MODERN with BUSS FUSES 








